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Each Maker's Share 


New-Car Sales Makes, 1958-1957 


December vs. November, 1958 


Pet. Pt. Pet. of Pet. of 
Change Regis., Regis., 
During Full Year, Full Year, 
Month 1968 1957 


24.34 
24.97 
6.21 
6.60 
9.96 
5.34 
1.76 
2.36 
4.35 
4.30 
1.04 
1.78 
1.74 


Pet. Pt. 
Change, 
"58 vs. 


Pet. of 
Regis., 
Nov. 


18.28 


Chevrolet 
Ford 


Oldsmobile Robert Lienert 


Associate Editor 

FTER nine monthts red ink, 

thumping fourth quarter en- 
abled the nation’s new-car dealers 
show modest 0.2 percent profit 
for the year, according 
business management 

The heroic fourth quarter 
resulted from combined push 
provided new models and 
upturn general business condi- 

And while the profit was rela- 
tively scanty, came welcome 

contrast the losses shown the 
preceding quarterly reports. 

VERAGE loss) the end the 

first 1958 was 
| 
percent; second quarter, 0.1 
and third quarter, 0.1 

The 12-month profit per- 
cent, course, for the 
experience forAhe per- 
survey who finished the year 
the red. 

1957, when the average profit 
was 0.7 percent sales, percent 
reporting dealers showed loss 
for the year. year earlier, with 
reported profit 0.8 percent, 
percent the dealers used red ink 
their books. 

The 1958 profit figure, NADA said, 
was the lowest yearly average since 
World War 

> 
pickup business and 
profits the final quarter,” 
NADA said, “was encouraging and 
appeared give promise better 
times ahead. 

“The year now history, and 
with many signs pointing 
continued improvement, dealers 
generally were viewing the com- 
ing year with great deal more 
optimism than they displayed 
year ago.” 

Results for 1958 were direct 
reversal the experience pre- 
ceding years, when fourth-quarter 


Mercury 
Dodge 
Studebaker 


1.26 
1.03 


46.36 
26.44 
13.92 

4.27 


44.85 
30.39 
18.33 

1.08 1.13 


7.93 3.34 
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MOTORS 
FORD MOTOR 
CHRYS. CORP. 10.17 
MOTORS 4.30 


4,650,000 Car Registrations 
Fall Pct. Below 1957 


consistent pressure from pretty well summed the 


the records small-car entries, 


MERICAN MOTORS, with its 

compact Rambler series, more 
than doubled its market share 
1958, did miscellaneous makes, 
which are composed largely im- 
ported economy cars. 

Studebaker-Packard’s new Lark 
showed accelerating sales late 
the year, but the S-P small car 

(Continued on Page 4, Col. 1) 


mall and compact cars, 
Big share new-car sales 
1958 declined the lowest level 
fince 1952, just-released registration 
show. 
Total registrations 1958, com- 
piled from data supplied 
Co. and the Oregon De- 
partment Motor Vehicles, were 
Polk, the total was 5,982,342. 
December, with 517,304 
tions, showed the highest sales 
the was the best 
month since July, 1957, and the best 
December since There were 
512,136 registrations December, 
1957. 


The year’s sales history could 


Import Sales Near 
Monthly High, but 


Penetration Slips 


ECEMBER sales 37,000 im- 

ported cars were second the 
record 38,168 set October, but 
basis, imports sank nine-month 
low December, according fig- 
ures compiled Polk Co. 


Top Cars 


registrations for 


Import-Car 
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Make 


The month’s 37,000 registrations 


Registrations 


This issue includes the monthly 


ENGINEERING SECTION 


Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 


Per Year, Per Copy 


Surge Gives 
Dealers Slight Profit 


horrendous the first nine months 


operations tended pull down 
were. 


overall profit for the year. 
1957, for example, the nine- 


month profit was 1.5 percent, with 
the fourth-quarter reducing this reduction operating profit, 
0.7 percent. comparing 1958 with 1957, 


1956, the fourth-quarter about despite boost 
down profit from 1.1 percent gross profit. This increase was more 
percent; 1955, from 2.6 1.7, than wiped out soaring operat- 


1954, from 1.7 0.6. costs—largely the result 


might viewed some quarters 
not indication how good Lower volume, course, requires 
(Continued on Page 57, Col, 1) 


the last quarter was, but how 


Dealer Profit Story 


1957 
1.7 
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Glass Resumption Hikes 
March Car Output Goal 


Martin Whitmyer this year and 29.2 percent 
Staff Writer increase over the 1,238,695 cars pro- 
ITH shipments glass from the first three months 


Pittsburgh Plate Glass Co. 1958. 
again flowing into Rambler, Stude- 
baker, Ford Motor and Chrysler 
Corp. plants and Chrysler expecting 
cars the end this week, the 
auto industry scheduling out- 
put estimated 575,000 cars 
for March. 


ADDITION, the industry 

currently scheduling output 
1,450,000 cars during the second 
quarter the year—an increase 
100,000 units over the original 
schedule for the April-June period, 
and 44.5 percent hike from the 
1,003,653 cars turned out during the 


Pos. Pos. Were good for 7.24 percent the Imported-car registrations for 
Chev. 1,456,288— mew-car market. This was the months: Meantime, car output last 
306,533 when they accounted for 77,319 Volkswagen The 575.000 car assemblies for 
186,222 Rambler been 10.51 percent. The high-| Hillman goal 550,000 cars for 
136,139 Mercury 260,573— mark was the 11.88 percent| the month and would bring total 
DeSoto ECEMBER was the second Total All Makes the first-quarter goal at- 
month row that imports tained, would mark 
Stude. 62,565—13 had failed ket 373,189 204,109 
Edsel 26,681—16 failed penetrate the market Five. unit increase over the origina 
(Continued Page Col. schedule for the January-March pe- 
16— Imperial 33,017—15 
Total All Makes 
4,650,948 5,982,342 Maynard Gordon plaintiff, Staten Island Motors, facturer’s right cancel not 


(1958 figures are based 
Polk Co. data plus second-half 
for Oregon compiled 
the Department Motor 
Vehicles. All 1957 figures are 
those compiled year ago 


Further details Page 42. 


News. Editor 

FORMER Rambler dealer has 
lost the nation’s first court rul- 

ing under the good-faith law, 
American Motors’ action ter- 
minating the dealer’s franchise 
1957 was upheld Federal Dis- 
trict Judge Wortendyke jr., 
appeal has been reported the 


renew inefficient undesirable 
franchise, nor freeze pres- 
ent channels methods auto- 
mobile distribution.” 
= 
prece- 
dent-setting interpretation 
the good-faith law was welcomed 
auto company attorneys, who 
(Continued on Page 8, Col. 1) 


Inc. Staten Island, 

The 1956 good-faith day-in- 
court law, ruled Worten- 
dyke, “clearly does not prohibit 
the manufacturer 
nating refusing renew the 
franchise dealer who not 
providing the manufacturer with 
adequate representation. 

“Nor does the! Act curtail 


second quarter 1958. 

Major aim the increased 
projections for the second quar- 
ter stock minimum supply 
cars the event pro- 
longed strike among rubber 
steel suppliers. 

The rubber industry opens nego- 

(Continued on Page 59, Col, 3) 
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Nobody Loves Sho 


Report from New York 
Car Salesmanship 


Brown 
Staff Correspondent 
YORK. The consensus 
among dealers here that the 
low salesmanship continues 
rank the No. problem 
the industry this area. 

effort test this thesis, 
this reporter visited show- 
rooms recently observe sales- 
men’s showroom behavior. 

was revealing. 

not one the showrooms 
did salesman rise greet 
any other walk-in The 
practice apparently wait until 
the customer within hailing dis- 
tance the desk which the 
salesman sits, the position 


4th Quarter Rise 
Moves Profit 
$634 Million 


NEW YORK.—General Motors’ 
dollar sales 1958 were percent 
below 1957, Frederic Donner, 
chairman, and John Gordon, 
president, announced. 


Net earnings for 1958 were down 
percent from 1957, they reported. 
That the decline was not greater, 
they said, was the result con- 
tinuing efforts control costs plus 
two favorable factors that helped 
sustain 1958 dollar volume— 
the high degree consumer ac- 
ceptance achieved products 
and the increased level overseas 
operations. 


The company had profit $634 
million for the year sales 
$9,522 million. 1957, earnings 
were $844 million sales $10,- 
990 million. Total cars and trucks 
sold 1958 amounted 3,310,493, 
compared 3,885,366 the previ- 
ous year. 


strong fourth-quarter upsurge 
brightened the company’s report 
for the full year. Unit sales the 
fourth quarter numbered 1,553,056, 
compared 1,757,437 the entire 
first nine months 1958. 

The unit sales figure for the 
fourth quarter 1957 was 2,434,390. 

had profit $235 million 
sales $2,778 million the 
fourth quarter last year. 
1957, the fourth quarter showed 
earnings $241 million sales 
$2,755 million. 

Unit sales produced 
plants were down percent 
from the previous year compared 
with 29-percent drop for the 
automobile industry whole, 
reported. 

Unit sales 1958 cars and 
trucks produced General Mo- 

(Continued on Page 59, Col, 4) 


occupies the showroom that 
time. 
* 

lack enthusiasm for the job. 
Perhaps this can best illustrated 
conversation which occurred 
while was looking over auto 
one showroom. 

each customer entered the 
door, and there were several dur- 
ing the minutes spent there, 
salesmen. would turn each 
other and ask: pigeon 
this one?” was they 
would toss coin see which 
man did “battle” this time. 

There was another glaring dis- 
courteous manner too many 
showrooms large number 
salesmen never took off their hats. 
Even the presence women 
they continued wear their hats. 


One woman customer was heard 
observe: “Harry, don’t know 
can trust this man 
been waiting can’t 
regular salesman here, 
had time take his hat off 
yet. think ought try and 
talk the dealer, someplace 
else. just don’t feel right about 
this.” 

was actually the sales manager 
who had been trying sell them 


os 


Internal Friction 


STILL another dealership the 
following shouted conversation 
between used-car manager and 
customer was heard: “Listen, I'm 
sick and tired trying deal 
with you. Tel] you what goin’ 
do. You just offered $1,750 
for that car, right?” 

The answer was given was 
inaudible, but his rejoinder was: 

“What dya mean you 
know? got three witnesses here 
prove it. What dya mean, sure 
you offered $1,750 for the car. 

“Well, tell you what I'm gonna 
for you. You gimme $1,700 and 
the car’s yours, but that’s all got 
say You'll hafta take 
leave it.” 

know whether the haras- 
sed customer took it, because 
joined two other people leaving the 
showroom. 

another showroom, two pros- 
customers wandered around, 
amusing themselves they could, 
getting and out cars, trying 
open hoods and trunks. The 
corner exchanging with 
each other. 

> 

customer was looking 

around the grille the car 
find the latch that would open the 
(Continued on Page 56, Col. 1) 


Business Barometer 
Automotive News Economic Index 


100.3 Percent Last Week 
112.1 Percent Like Week Last Year 


Auto Production 

Truck Production 

Auto Registrations—1958 
Truck total... 
Steel 

Lumber feet... 
Paperboard 
Soft Coal Output—tons 

Refinery .... 
Electric 
Barometer Freight Car Loadings 
Store Sales index 
Stock Market Price Index 

U.S. Government Spending 


Percent of 
Percent of Like Week 
Last Week Last Year 


115,491 101.0 113.6 
24,899 
4,650,948 
725,803 
2,371 
227,523,000 


year date ......... $58,087,557,000 
Commercial and Loans $29,567,000,000 


Savings Deposits 
Business Failures 


Common 
43%- 


-33% 


$28,310,000,000 


$1,117 
292 


Common 

41% -27 
13% -2% 


80%-40% 


(Feb. 23, 
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Welcoming Hernando Style— 


Hernando DeSoto, left, welcomed the shores West Florida reenactment 
last week the Spanish landing 1539 near Bradenton, With Her- 
nando (Walter Talley) are, left right, Florida Gov. LeRoy Collins; Wagstaff, 
DeSoto Detroit Mayor Lovis Miriana, and Brandenton Mayor 
Sterling Hall. (See story Page 58.) 


Letter Edsel Brings 
Small-Car Headlines 


DETROIT.—An innocent-appear- 
ing letter from Henry Ford 
the theme that there will always 
Edsel touched off daily news- 
paper headlines the Ford small 


car last week. 
The letter was addressed 


S-P Discusses Merger 
With Divco-Wayne 

NEW YORK, Merger talks 
are progress between Stude- 
baker-Packard and Divco-Wayne 
Corp., which makes school buses, 
delivery trucks, ambulances and 
missile parts. 

Newton Divco-Wayne 
president, said negotiations were 
underway but that “at this stage 
the game we're not close 
enough indicate merger.” 


Edsel dealers and said not one 
word about smaller cars. 

anticipating the letter, the 
New York Times said that Ford 
will market small Ford sell 
for less than $2,000 this fall and 
addition the company will put 
out second, slightly larger com- 
pact car 1960 under the Edsel 
name. 

This story brought from Ford 
the comment that this was one 
the most interesting stories had 
read some time. 

reaffirmed, however, that his 
company had had under study 
small car and would bring one out 
when and the market indicated 
demand. 

General Motors and 
Corp., the Times said, are ex- 
pected announce their own 

(Continued on Page 55, Col, 4) 


Tells Experience 


Other Letter Writers 
Give Opinions 
Plans for Legislation 


CHEVROLET dealer who, 

factory man, helped develop ang 
administer that division’s 
security program the days of; 
William Holler, spoke out 
week favor protected 

Brockway Motors, Inc., 
way, said that some those 
who oppose the restoration 
territory security are not familiar 
with it. 

Schneider also advocated 
point program facilitate the pag. 
sage legislation permitting pro 
tected territories, First, 
Congress must shown that the! 

action would work the advantage 
the buying public. 

Second, “some name other 
territory security should given 
the plan get away from the im- 
plication that designed pro- 
tect only the dealer.” 

The third step, said, would 
“carefully worded publicity 
releases” NADA and the man- 
ufacturers Congress and the 
public not gain false im- 
pression what the plan de- 
signed accomplish. 

Following Schneider’s letter 
and sampling other communi- 
cations which News has 
received the territory-security 


issue. 


Profits Chaos? 


worked the develop- 


ment the territory-security 
plan that was instituted for Chev- 
rolet dealers Bill Holler while 
member his staff and later hav- 
ing administrative responsibility for 
its successful operation over num- 
ber years prior taking sell- 
ing franchise and working the 


other side the fence under 


speak with some degree 
knowledge and experience. 
readily apparent that most 
the printed communications from 
(Continued on Page 55, Col. 1) 


Weed 


Service Editor 


CHICAGO. Exhibitors agree 
that the 1959 ASI show played 
the biggest jobber attendance any 
such show has drawn years. 


Many exhibitors spent frantic 
morning opening day trying 
get more help for their 
swamped show forces. Others 
were crying that they underesti- 
mated the amount space they 
would 


Exhibitors said there were more 
jobbers attendance from the Far 
South and West than they had ever 
seen any aftermarket parts and 
equipment show. Exhibitors also 
are claiming that was real 
buying show. 

How much the buying urge 
was due decreased stocks 
optimistic reaction from ad- 
mittedly good January business 
not known, but smiles and opti- 
mism filled every exhibitor’s booth. 


This also was the largest show 
the joint operating committee ever 
sponsored Navy Pier. Next year 
this show goes New York, and 
will held the Coliseum Feb. 
11-13. 


was announced during the 
show that the new Automotive 
Service Industries Assn, will 
come into full being Apr. 
which time both the Motor 
Equipment Wholesalers Assn. 
and National Standard Parts 
Assn. such will have been 
dissolved. 

Wednesday was open only 
member jobbers, Thursday mem- 
ber and invited jobbers and factory 
officials, and Friday and Saturday 
trade. 

Action this show seemed 
presage increased business volume 


ASI Show Swamped Jobbers 


all aftermarket lines for this| motive Service Industries Assn. 


year. 


Merger Votes Put 


ASIA Business 


CHICAGO. The full member- 
ships the National Standard 
Parts Assn. and the Motor 
Equipment Wholesalers last 
week formally ratified the merger 
the two groups into the Auto- 


Wiggins Honored— 

Wiggins, Chicago, executive vice- 
president the National Standard Parts 
Assn., was honored the National Assn. 
Wholesalers for his years service 
behalf the wholesaling industry. 
Wiggins holds plaque presented him 
behalf the wholesaling organization 
opening session the 35th NSPA con- 
vention Chicago. Wiggins observing 
his 25th year with the service 
organization, years its executive 


The NSPA vote was unani- 


mous, while overwhelming 
majority MEWA members ap- 
proved the action, ASIA will offi- 
cially begin operations Apr. 
was said, and NSPA and MEWA 
such will dissolved then. 
The new association has mem- 
bership approximately 4,000 au- 
tomotive wholesalers and 375 parts 
and equipment makers, and 
destined play key role 
$9-billion aftermarket 
Association plans call for the 
clusion other groups the 
and expanded program re- 
gional and state associations. 
also expected that great ASIA 
show will become prominent 
sociation activity. 

(Jack) Wiggins, NSPA 
executive vice-president who last 
week celebrated his 25th year 
with NSPA, and (Whit) 
Ruark, MEWA general manager, 
will serve co-managers the 
new association. 


two wholesalers each 
facturer, will govern the 
tion. The president will 
from each group alternately 


cessive years. 

Merryle Stanley Rukeyser, na- 
tionally known columnist and 
economist, told ASIA 
the Sherman Hotel “we 
gird for strength the cold 
having the courage face reali- 
ties, 

“This means replacing screw- 
ball taxes with imposts more 
consistent with healthy economic 
growth,” said. “This would 
entail scaling down the maximum 
personal rates and reducing the 

(Continued on Page 56, Col, 4) 
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Forum 


Robert Finlay 


through the history the 
auto business, management 
men have been tempted copper 
the automotive bet. You see auto 
makers the appliance business, 
auto suppliers other fields and 
auto dealers buying farms and 
small large supply firms, 

The trick diversify that 
when the fast-moving auto busi- 
ness gets ahead you, your 
other interests save the day. 

were asking executive 
supplier company what his firm 
was the other day. meant 
automotive way, but mis- 
understood and said: 

“Oh, we’re all sorts alleys 
these days. Jets and electronics and 
Government business. fact, 
have diversified into six full divi- 

sions.” 

how are they doing? 
asked. 

“As matter fact, they are 
all losing money. The automotive 
division carrying the whole 


works its back.” 
* 


Those Who Got Scorched 


touched mental button 
and recalled the chat with 


Law Errs, U.S. 
Says Dropping 
Sticker Charge 


CHARLOTTE, C.—The first 
charge brought this area under 
the price-sticker law was dismissed 
torney who said there error 
the law. 

Brown Mangum, Charlotte 
dealer, had been charged with re- 
moving price stickers from several 
Volkswagens and Karmann Ghias. 
operates Brown’s Motor Co., 
Inc. 

Assistant Attorney, Bill 
Waggoner said that when the new 
law was codified error was 
evidence against Mangum might 
presented Federal grand jury 
March 16. 

Waggoner said that preparing 
the code, the printers referred 
code number which doesn’t exist. 
said plans file the charge 
against Mangum again, this time 
under the law itself, thus avoiding 
code reference. 


Fire Damages Okla. Deal 


ALTUS, Okla.—A fire believed 
have started overhead heater 
caused $35,000 damage Altus Mo- 
tors Ford Co. dozen new cars 
escaped the flames but were dam- 
aged smoke and water. 
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veteran auto manufacturing. 
was telling about the fluctua- 
tions the rubber market the 
early days auto making and how 
group auto executives got 
pot invest the rubber mar- 
ket search stability. 

After that the market nosedived 
and they came out smelling like 
scorched rubber. One them re- 
marked: 

“Someday learn keep 
our money business 
know something about.” 


This happens auto retailing, 
too. Shortly after the war many 
dealers were diversification 
kick, happened chatting 
with Forest Akers, the Dodge sales 
great who had retired shortly be- 
fore, and asked him what 
thought this. 

“Well,” said, have seen 
dealers search for security down 
many roads. And seen many 
dealers bust because they took 
their auto profits out the auto 
business invest other busi- 
nesses, 

“But very rare thing 
see dealer broke who concen- 
trated his efforts the auto busi- 
ness and kept his capital there.” 

When God put this earth, 
gave propensity for trad- 
ing. That 
keeps the wheels commerce 
going and has led the com- 
plicated economic life lead 
today. 

This same inclination tempts 
times trade away the security 
have our own backyard for 
uncertain future distant 
but lush-appearing 


Name for Security 


GOT thinking about se- 
curity relation the efforts 
dealer leaders find another 
name for territory security, Every- 
one seems asking everyone 
else for another name, with one 
stepping forth. 

you have any suggestions? 
should kept mind that 
whatever call this thing will not 
important the integrity 
that dealers and auto makers put 
behind it. 

Obviously the term “territory 
security” conjures some 
minds images areas fenced off 
and posted with signs saying 
“This the private preserve 
Dealer competition allowed 
here.” 

Truth that factory and darn 
few dealers would for any such 
proposition. are convinced that 
those who are most concerned 
about getting some form terri- 
tory security reestablished the 
auto industry have mind sales 
integrity rather 
against competition. 

liked the designation “area 
sales responsibility,” but apparently 
that must have sounded too pon- 
derous, for has fallen the 


wayside. 
* * 


For Sales Integrity 


about “sales integrity 

system,” then? The public, 
course, will eventually come 
know the system for what is. 
And dealers and makers put 
integrity behind such system all 
will well. 

This call for sweet-smelling 
name reminds the fair-trade 
laws which got clobbered recent 
years, There was case public- 
relations brains coming with 
fine-sounding 

But, the public saw them, 
these laws were designed pro- 
tect customers from being able 
buy merchandise attractive 
prices. 

result, the fate the laws 
well deserved. 

believe, however, program 
sales and service integrity placed 
behind system areas assigned 
the public interest and would sur- 
vive. 


Dean Dealers 


Washington State, It’s 
Howard, 


SEATTLE.—The dean Wash- 
ington’s auto dealers How- 
ard, board chairman Howard 
Motor Co. (Ford), here, Although 
he’s 91, still spends part 
each day his office. 

Howard has Ford dealer 
since 1921 when opened deal- 
ership Oklahoma City. Before 
that, sold farm machinery and 
Fordson tractors various parts 
the country. 

established his Seattle dealer- 
ship 1924. His son, Deane 
Howard, now president the 
firm, and his grandson, How- 
ard II, vice-president and gen- 
eral manager. 


National Capital Area Dealers Elect— 


Newly elected officers the Trade Assn. the National Area 
are, from left, Joseph Paul (Oldsmobile), president; Edward Cave (Ford), first 
vice-president; Erle Kirby (Dodge-Plymouth), second vice-president, and John 
Pohanka (Oldsmobile-Fiat), secretary. Not pictured Robert Phelps 


jobber), treasurer. 


Sen. Langer Offers Territory 


Finance Hearings Set 


William Uliman 
Washington Bureau Chief 

Initial hear- 
ings two Senate bills aimed 
preventing car makers from financ- 
ing insuring the sale their 
products were unexpectedly sched- 
uled last week begin tomorrow 
(Feb. 24) before the Senate Anti- 
trust and Monopoly subcommittee. 

the same time the Senate 
Roads subcommittee will open 
public hearings the progress 
the Federal-state highway 
program, Senator Pat 
mara, Michigan Democrat, 
the latter group. 

The financing and antiinsurance 
bills were introduced Senators 
Estes Kefauver, Tennessee Demo- 
crat, and Joseph O’Mahoney, Wy- 
oming Democrat. The bills are not 
identical. 

The bill would make 
unlawful for any auto manufac- 
turer handle the financing 
motor vehicles, either wholesale 
retail. 

The Kefauver measure would 
amend the antitrust laws pro- 
hibit auto makers from engaging 
either insuring financing 
cars purchased consumers. 

Both Kefauver and O’Mahoney 
have long been persistent critics 
bigness the auto industry. 

suddenly was the staging 
the hearings decided upon that 
press time for News 
list witnesses had been arranged. 

spokesman for the antitrust 
group did tell News, 
however, that the staff was then 
process contacting wide 
group desirable witnesses and 
that representatives all car man- 
ufacturers and broad list in- 
dependent financing companies 
would requested testify. 

Both bills, and the hearings 
them, stemmed the main from 
the recent announcement Ford 
Motor Co, that was preparing 
reenter the auto-financing 
field, following the footsteps 
General Motors with its 
GMAC. 

Following the financing and in- 
surance inquiry this week and 

possibly next—it understood that 
March the group will return 
further study the inflation role 
pricing policies large corpora- 
tions. 

the close the first set 
hearings, Kefauver characterized 
the men who testified “some 
the country’s outstanding authori- 
ties the subject public policy 
and the concentration economic 
power.” 

The hearings ahead are very 
likely, however, bring forth 
different brand thinking about 
inflation, The first witnesses were 
said regarded economists 
general support theory 
that inflation stems from admin- 
istered prices. 

result that rather widely 
held view, Senator Everett Dirksen, 
Republican, and persistent 
critic Kefauver, demanded and 

was promised that economists with 
other views would called later. 

The automotive industry was 
target the first hearings. 

The roads hearings will bring out 
witnesses Secretary Com- 


merce Lewis Strauss, Federal 
Highway Administrator 
Tallamy and state highway offi- 
cials. 

Meanwhile, the Senate Inter- 
state and Foreign Commerce 
Committee has before re- 
introduction the so-called 
territory-security measure pre- 
sented closing hours the 
85th Congress former Senator 

Potter, Michigan Repub- 


The bill was introduced the 
present Congress several days ago 
Senator William Langer, North 
Dakota Republican. 

law and express the intent the 
Congress with reference the dis- 
tribution and sale complex me- 
chanical products through 
business and other independent 
concerns, and for other purposes.” 

But what action store for 
the measure could not ascer- 
tained late last 


Ford Reportedly Plans 


Curb Auto Finance 


NEW YORK.—Ford Motor Co. 
into auto financing any 
community where independent fi- 
nance companies are willing 
match the rates offered dealers 
General Motors Acceptance Corp. 

The New York Times reported 


Bertram cial 


that Edmund Grimes, Commer- 
Credit board chairman, re- 
vealed that had received that 
assurance from Ford, The comment 
was made press conference 
for the release CCC’s 
annual report. 

Grimes said later that the news- 
paper’s story was complete mis- 
quote.” The Times quoted Grimes 
adding these further comments: 

said that Ford had assured 
him that “if (match 
GMAC rates), they 
added that CCC would along 
some areas but not 

awfully big poker game,” 
Grimes was said have said. 

The CCC executive said was 
unlikely that Ford would into 
auto financing the West Coast, 
since independents meet GMAC 
rates some sections the 
Midwest, said, there are in- 
equalities. 

Credit Co.’s consoli- 
dated net income for 1958 amounted 
$26,802,391, compared with $26,- 
896,969 the preceding year. 

Earnings the finance and in- 
surance subsidiaries, which 
amounted $24,164,794, showed 
increase $1,519,788 over 1957. 
The earnings the manufacturing 
subsidiaries declined $1,614,366 
$2,637,597 which was the smallest 
earnings for this group the last 
years. 


Press Fight for Auto Dollar, 


Galles Tells 


COLUMBIA, C.—Problems 


facing the auto industry can 
overcome “dealers and manufac- 
turers alike are willing pay the 
price,” NADA President Herbert 
Galles jr., told the annual legisla- 
tive and business meeting the 
South Carolina Automobile Dealers 
Assn. 

Galles, “are not out line com- 
parison with those our industry 


Car Lot Approved 
Dealer Pledges 
Close Sundays 


OKLAHOMA contro- 
versial Oklahoma auto dealer has 
won permission open dealer- 
ship here condition that 
promise not sell cars Sundays. 

City Council approved Paul 
Hudiburg’s plan open 
car lot May Ave. after agree- 
ing that the lot’s permit would 
clause making revocable 
opened for Sunday business. 

Hudiburg operates dealership 
Midwest City, and has 
had court preserve his 
right business there Sun- 
days. 

The dealer said that, unlike Mid- 
west City, Oklahoma 
ordinance forbidding Sunday car 
sales and that did not intend 
break it. 


Dealers 


has faced during its 60-odd-year 
history. 

“Today, the primary challenge 
face competition for the 
automotive dollar. New modes 
living, greatly increased foreign 
travel, push-button residences, 
portable swimming pools and im- 
proved appliances have all brought 
stiffer competition the market 
for our products and services. And 
there are new ideas the drawing 
boards which will add the com- 
petition. 

keep pace with our competition, 
improve our merchandising 
techniques and emphasize the 
satisfaction, romance, safety 
and comfort owning one our 
fine cars,” Galles 

“Emphasizing ‘price’ the 
job. But can appealing 
the owner’s personal pride and 
pleasure new car and pro- 
viding the facilities for adequate 
and economical servicing which 
will provide his family with safe 
and dependable transportation 
all times. 

“We must continue sell the 
true value our American cars,” 
added. “Under these terms, 
can anticipate most optimistic 
future.” 

advertising for the Columbia State- 
Record, explained the forthcoming 
spring sales and pro- 
motion developed under the theme, 
Brand New 
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December Posts 1958 


4,650,000 Car Sales 
Fall 22% Below 1957 


(Continued from Page 1) 


came too late prevent 
overall decline for the year. 

The embattled Big Three ac- 
counted for 86.72 percent all 
new-car sales 1958, compared 
with 93.57 percent the previous year 
and high 95.20 percent 1955. 
The 1952 share was 85.79 percent. 

LTHOUGH General Motors 

managed increase its share 
the market last year, sharp set- 
backs for both Ford Motor Co. and 
Chrysler Corp. pulled down the Big 
Three 

was from 44.85 percent 
46.36 percent, for gain 1.51 

percentage But Ford Mo- 

tor was off 3.95 percentage points 
and Chrysler fell 441 per- 
centage points. 

Ford Motor’s 1958 share was 26.44 
percent, compared with 30.39 per- 
cent the previous year, and Chry- 
sler share fell from 18.33 
percent 13.92 percent. 

Ford Motor’s penetration was its 
smallest since 1953, while Chrysler 
Corp.’s was its lowest since 1954. 

SNARED 4.27 percent all 
sales 1958, gain 2.04 per- 
centage points over its 1957 share 
1.96 percent. AMC’s penetration 
was the best had ever achieved 
(although Hudson and Nash, before 


- 


Sales Score 
For December 


New-car registrations for De- 
cember 


198 1957 
Pos. Make Pos. 
1—132,585 
2—123,710 Ford 
37,024 Olds 36,156— 
32,970 Buick 36,217— 
Rambler 9,801—10 
4498 Cadillac 13,323— 
9,779 Stude. 
4556 Chrysler 
4535 Edsel 5,531—13 
3,692 DeSoto 
Lincoln 3,638—15 
Imperial 2,423—16 
Met. 
Packard 217—18 
37,336 Misc. 21,110 
Total All Makes 
517,304 512,136 


(1968 figures are based on R. L. Polk & 
Co. data plus figures for Oregon compiled 
by the Oregon Department of Motor Vehi- 
cles. All 1957 figures are those compiled a 
year ago by R. L. Polk & Co.) 


they merged, had combined pene- 
tration 5.32 percent 1952). 

S-P saw its market share fall 
0.05 percentage points—from 1.13 

percent 1.08. 

Miscellaneous makes zoomed 
percent the market, gain 
percentage 


Makes Set Records 
TERMS market penetration 
for individual makes, 1958 
proved record high year for 
both Rambler and Cadillac. Ram- 


Registrations 
Month 


4TH QUARTER 


bler notched flat percent and 
Cadillac chalked 2.64 percent. 

Chevrolet, with 26.52 percent 
all sales, had its best year since 
1936, when its penetration was 
27.33 

Ford’s penetration 22.11 per- 
cent, the other hand, was its 
lowest since 1955. 

For some makes, record-checkers 
had far back find years 
with smaller penetrations. 


2.93 percent, was 
the lowest since 1941, Buick, 
with 5.67 percent, was the lowest 
since 1936 and Pontiac, 4.94, was 
lowest since 1934. 

The 1958 showing was even less 
cheerful for four other 

DeSoto recorded 1.03 percent, 
its lowest penetration since 1935. 
Chrysler, with 1.26 percent the 
1958 market, had its lowest year 
history except for its frag- 
mentary introductory year 

Both Studebaker and Packard 
sank the lowest level recorded 
the years for which sales 
records are available (although 
Studebaker was only 0.01 percent- 
age point below 1957). 


Makes Score 


TERMS increased market 
penetration, most successful 
makes 1958 were Rambler, 
2.24 points; Chevrolet, 2.18; Olds- 
mobile, 0.38; Cadillac, 0.28, 
and Metropolitan, 0.07. 
Although Edsel had indi- 
cated improvement 0.38 points, 
was not the market for the 
full months the previous 
year. 

more dismal year was recorded 
for the following makes, ranked 
order according loss penetra- 
tion: 

Ford, down 286 percentage 
points; Plymouth, 1.56; Mercury, 
1.42; Dodge, 1.39; Buick, 0.93; De- 
Soto, 0.71; Chrysler, 0.52; Pontiac, 
0.40; Imperial, 0.23; Lincoln, 0.05; 
Packard, 0.04, and Studebaker, 0.01. 

> 


OMPARING 1958 with 1957 
basis unit volume only, 
somewhat different picture emerges. 
For the market whole, vol- 
ume was down 22.26 percent 
1958. 

Running counter the year’s 
trend were Rambler, which 
hiked its volume percent 
over its 1957 total; Edsel, 44.25 
percent (against partial 1957); 
Metropolitan, 4.62 percent, and 
miscellaneous makes, thump- 
ing 84.95 percent. 

Makes which held their unit 
losses rate lower than that 
the overall market were: Cadillac, 
down 13.21 percent; Chevrolet, 15.29 
percent, and Oldsmobile, 17.51 per- 
cent. 

All other makes showed declines 
greater than the average. Ranked 
order growing severity, they 
were: 

Studebaker, down 23.69 percent; 
Pontiac, 28.14; Lincoln, 28.85; Ford, 
31.15; Buick, 33.11; Plymouth, 34.37; 
Chrysler, 45.00; Dodge, 47.38; Mer- 
47.75; Packard, 50.02; DeSoto, 
53.94, and Imperial, 

These figures show that Packard, 
DeSoto and Imperial sold fewer 
than half many cars 1958 
they did 


Soars Month 


SHORT-TERM measurement 
the market. December per- 
formance vs. November showed 
only and S-P with penetration 
increases. 

GM, with severe shortage 
new cars November, could 
penetrate only 36.73 percent 
the market, With flood pro- 
duction take care pent-up 
demand December, GM’s share 
soared 11.16 percentage points 
47.89 percent all sales. 

S-P, spurred demand for its 
Lark, jumped from 1.51 percent 
November 1.90 percent De- 
was the deepest penetration scored 
S-P any 1958 month. 


All other corporations 


declines December, did miscel- 
laneous makes, which fell 3.11 
points—from 10.33 percent 7.22 
percent. 

AMC was off 1.31 points, from 6,11 
percent 4.80 percent; Ford Motor 
was down 3.54 points, from 31.56 
percent 28.02, and Chrysler Corp. 
declined 3.59 points, from 13.76 per- 
cent 10.17 percent. 

December represented the low 
month the year for Chrysler 
Corp., had production riddled 
series strikes the year’s 
closing weeks. 

* 
RATE gain for individual 
makes, Chevrolet was the De- 
cember leader, rose 7.35 percent- 
age points, from 18.28 percent 
25.63. 

Other gainers, order, were: 
Pontiac, points; Oldsmobile, 
1.26; Cadillac, 1.03; Mercury, 0.58; 
Studebaker, 0.40; Lincoln, 
and Buick, 0.03. 

Both Pontiac and Studebaker 


Top Trucks 


New-truck registrations for 
months: 


1958 1957 
Pos. Make Pos. 
1—247,191 Chevrolet 290,960— 
Ford 277,301— 
36976 Dodge 49,431— 
22,510 Willys 22,005— 
11,362 Mack 13,312— 
2,930 DiamondT 3,472—10 
Brockway 
33,056 Misc. 20,640 
Total All Makes 
725,303 858,085 


(1958 figures are based 
Polk Co. data plus 
figures for Oregon compiled 
the Oregon Department Motor 
Vehicles. All 1957 figures are 
those compiled year ago 


achieved their deepest penetration 
the year during December, 
* * + 


Ford Takes Dive 
IGGEST setback from November 
December was taken 
Ford, which fell 4.09 points from 
28.00 percent 23.91 percent. 
Other losses, order, were: 

Plymouth, 2.04 points; Rambler, 

1.21; Dodge, 1.11; DeSoto, 0.25; 

Chrysler, 0.17; Edsel, 0.10; Metro- 

0.10; Imperial, 0.02, and 

Packard, 0.01. 

December found penetration 
the year’s lowest ebb for Chrysler, 
DeSoto, Dodge, Packard and Plym- 

* 

ALIFORNIA, New York and 

Illinois retained their standing 
last year first, second and third 
states volume, that order. 

Pennsylvania climbed from 
sixth fourth and Texas from 
seventh sixth, Michigan fell 
from fourth seventh, Ohio re- 
tained No, ranking. 

1958, for the first time 
several years, the above seven 
states failed account for more 
than half the national total, 


Van Kamp Quits 
Import Post 


ENGLEWOOD CLIFFS, J.— 
Will van Kamp, managing 
director and first vice-president 
Volkswagen America, re- 
signed join Import Motors 
Chicago, VW’s distributor for 
nois and the Upper Midwest. 

successor van Kamp 
has been named for Volkswagen 
America, which imports prod- 
ucts from Western Germany and 
controls nationwide distribution 
system. was assigned the 
ary, 1954. 


Import Sales 


Near Peak, 


But Penetration Slips 


(Continued from Page 1) 


deeply they had the preced- 
ing month. 

Sales imports for the full 
year totalled record-smashing 
373,189 units, compared with the 
previous record 204,109 units 
year earlier, according latest 
Polk 

For the full year, new-car market 
penetration was record 8.07 per- 
cent, compared with 3.46 percent 
year 

> 
again was the 
leader, although had only 
20.72 percent the imported-car 
market 1958, compared with 
31.08 percent 1957 and 50.93 per- 
cent 1956. 


The Import Story 


MONTHS 1958 
Pet. Gain 
in Pene- 

tration 
Pet. of Over Pre- 
Units Industry vious Month 
19,293 5.05 19.39 
Feb. 20,075 6.02 19.21 
March 26,277 6.56 8.97 
32,040 4,13 
32,671 8.16 
Aug. 34,368 9.27 13.60 
Sept. ... 36,417 11.49 23.95 
35,198 10.51 
37,000 
PAST YEARS 
Pet. Gain 
in Pene- 
tration 
Pet. of Over Pre- 
Units Industry vious Year 
1947 ...... 894 

1951 20,828 57.69 
1954 32,403 18.00 
98,187 1.65 101.22 
1957 ...... 206,827 3.46 109.70 
1958 373,189 8.07 133.24 


For December alone, share 


only 16.74 percent. 


Renault, the No, seller and 
avowed pursuer Volkswagen, 
accounted for 12.75 percent the 
1958 import market, compared 
with 10.99 percent 1957. 

Renault’s December share was 
14.38 percent. 

Thus, the race between Volks- 
wagen and Renault grows even 


Sales Score 
For Imports 


Imported-car registrations for 
December: 


1958 1957 
Pos. Make Pos. 
Volkswagen 6,454—1 
5,322 Renault 2,337—2 
3,349 English Ford 1,677—3 
2,357 Fiat 
1,052—4 

17,635 All Others 8,583 

Total All Makes 
37,000 21,137 


* Not in Top Five. 


tighter, Said observer recently, 
“It’s like old times—the French and 
Germans fighting out again.” 


1957, Renault sold 35.38 percent 
many cars did Volkswagen 
the 1958, Renault stepped 
its percentage 61.52 percent; 
December, Renault sales stood 
85.92 percent Volkswagen 
sales. 

The Top Five makes accounted 
for 52.94 percent imported-car 
sales 1958, compared with 62.61 
percent year earlier. Decem- 
ber, the Top Five’s share was 
52.34 percent. 

Newcomers the Top Five 
1958 were Fiat and Hillman, They 
displaced and Metropolitan. 

Although December volume fell 
short the October record, was 
improvement over November. 

—Rosert 


Imports Get 17% 
Calif. Markei 


Share Despite 
Overall Sales Dive 


LOS ANGELES. 
new cars California last year 
reached total 445,203, accord- 
ing figures compiled 
Motor Recorder, California 
automotive trade publication. 

Despite the upward surge 
November and December, the to- 
tal for 1958 showed decline 
21.5 percent from the 1957 figure 
567,532. 

contrast the slow market 
domestic cars, registrations 
new imported cars last year again 
reached new high mark, well 
new high percentage the 
total market, the publication said, 
During 1958, 77,024 new imported 
were registered California, 
compared with 52,617 1957. Im- 
ported cars, therefore, captured 
17.3 percent the total market 
1958, against 9.2 percent 1957, 
and 5.8 percent 1956. 

shown the following 
table, the percentage the market 
taken the imported cars rose 
almost steadily from January until 
October, when nearly one quarter 
all new cars registered were im- 
ports. However, November and 
December, when the 1959 models 
the domestic lines began ap- 
pear volume, the imports 
dropped off both percentage and 
quantity. 


Total Total Percent 

New Cars Imports Imports 

Jan, 36,677 4,617 12.6 
Feb. 35,414 4,52 12.7 
March 32,765 5,028 15.3 
Apr. 236 5,323 155 
May 168 
June 37,169 6,134 
duly 36,746 7,326 19.9 
Aug. 35,641 7,656 215 
Sept. 32,010 7,161 22.3 
Oct. 33,150 8,083 243 
Nov. 42,399 7397 18.6 
Dec, 51,036 6,390 134 
Total 


Oregon Reports 
Registrations for 


Month and Year 


SALEM, fig- 
ures compiled the Department 
Motor Vehicles, there were 6,020 
new cars registered Oregon 
December and 55,302 the entire 
year. 

the year’s total, 26,948 regis- 
trations came the last half. 

makes, December registra- 
tions were: Chevrolet, 1,605; Ford, 
1,287; Rambler, 427; Oldsmobile, 
361; Buick, 325; Plymouth, 288; 
Volkswagen, 194; Mercury, 155; 
Studebaker, 148; Dodge, 103; Cadil- 
lac, 97; Renault, 81; Hillman, 53; 
Edsel, 52; Fiat, 44; Chrysler, 43; 
DeSoto, 41; Volvo, 31; Simca, 28; 
Imperial, 24; Morris, 24; MG, 21, 
and English Ford, 20. 

Mercedes-Benz, 20; Metropolitan, 
19; Peugeot, 18; Triumph, 18; 
Isetta, 15; Austin-Healey, 13; Lin- 
coln, 12; Opel, 12; Vauxhall, 12; 
Borgward, 11; Taunus, Goliath, 
Sunbeam, Riley, Berkeley, 
NSU, and Surrey, 

For the year, registrations were: 
Chevrolet, 13,813; Ford, 11,250; 
Plymouth, 3,853; Rambler, 3,818; 
Oldsmobile, 2,621; Pontiac, 2,599; 
Buick, 2,300; Volkswagen, 1,941; 
Mercury, 1,676; Dodge, 1,253; Cadil- 
lac, 868; Renault, 866; Studebaker, 
818; Simca, 736; Edsel, 562; Fiat, 
522, and Hillman, 500. 

DeSoto, 499; English Ford, 432: 
Chrysler, 430; Triumph, 380; Vaux- 
hall, 358; Volvo, 356; Borgward, 
285; Opel, 244; MG, 242; Lincoln, 
229; Morris, 195; Imperial, 175; 
DKW, 169; Mercedes-Benz, 169; 
Metropolitan, 169; 141; Go- 
liath, 136; Austin-Healey, 119; 
Isetta, 109; Jaguar, 62; Peugeot, 60; 
Alfa Romeo, 51; Sunbeam, 32; Aus- 
tin, 24; Citroen, 23; Porsche, 20; 
Berkeley, 19; Taunus, 17; Riley, 15; 
Auto Union, 13; Toyopet, 11, and 
miscellaneous, 33. 


2ND QUARTER 26.93 
September 321,106 6.90 
December 517,304 11,12 


Payment Security helps sell cars, too! 


Power brakes protective dashboards collision-proof door latches. Safety features 
which assure your prospect driving security help close the sale. the same token, 
payment protection features which assure your prospect payment security help sell 
the financing. 

The car financing prospect may wonder difficulty making his car payments will 
arise because illness accident disability. You can overcome this hesitancy 
offering your prospects Associates HAL (Health, Accident, and Life Insurance). HAL 
makes your prospect’s car payment sickness accident occurs and pays off the balance 
completely case death. And including HAL with Associates financing, your 
prospect pays less for this coverage than purchased the insurance separately. Ask 
the man from Associates for the full story HAL soon. 


ASSOCIATES INVESTMENT CO.— ASSOCIATES DISCOUNT ASSOCIATES DISCOUNT (CANADA) EMMCO INSURANCE 
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The Man Behind the 


Sales Testing the New Models 


Houck 
Travelling Correspondent 

Studebaker Lark the suc- 

cess story the year from the 
midnight oil burned the design- 
ing job the pledge Studebaker 
employes make every job 
quality product, 


Its wide acceptance across the 
country almost overnight the 
result product which pleases 
the cash customers. All autos are 
sold for cash the final countdown 


Studebaker arranged for Dealer 
Ben Lindenbusch, St, Louis, 
furnish with test car, and 
with shortage cars some 
styles his courtesy giving 
one right off the haulaway truck 
hereby acknowledged and ap- 
preciated. 


wanted give the “red 
carpet” tuneup, but taking “raw” 
gave chance check factory 
quality control and the pledges 
the Studebaker workers. 

Starting out with only miles 
the speedometer and dealer 
service, found this car put to- 
gether way that would please 
the most critical—a tribute 
what American manufacturing can 
do, leaks, rattles, misses, 
—just smooth, trouble-free running, 
easy handling and superb perfor- 


mance. 


Tale the Tape 


many first impres- 
sions are lost trying out 
new car, put tape recorder 
the front seat the Here 
are some observations made during 
167-mile trip Jefferson City: 

Its am. Feb. I'm behind 
the wheel Lark and the 
right (slow) lane Kingshigh- 
way St. Louis. I'm headed 
south and I’ve just left the block- 
long Studebaker dealership 

Ben Lindenbusch, The odometer 

easy. 

Temperature dial shows cold 
engine’s not warmed 
gasoline empty. Must watch for 
station fit credit card, 
bought much Super hope they 


Sims Explains 
Purpose NADA 
Poll ‘Security’ 


BOSTON.—Dealers who vote 
the upcoming NADA pro- 
posed “permissive legislation bill” 
will not casting ballots for 
against territory security, Elson 
Sims told 500 Massachusetts auto 
dealers last week. 

Sims Ford dealer Vin- 
cennes, and his state’s 
NADA director. addressed 
“rally for profits,” sponsored 
NADA and the Massachusetts Au- 
tomobile Dealers 

told the dealers, “You will 
simply voting this question: 
‘Should NADA introduce permis- 
sive legislation remove all trade 
barriers which have kept auto deal- 
ers and manufacturers from work- 
ing out the best plan distributing 
automobiles the public interest 
and profitable and permanent 
basis through their franchised 

the bill passed, said, 
dealers would the same posi- 
tion they are now, except that 
dealers and manufacturers could 
preceed legally work out dis- 
tribution plan that they feel best 
for them and the customer. 

The various manufacturers might 
decide upon different plans, they 
might decide upon none all, 

Sims declared that the removal 
the service-responsibility clause 
from dealers’ contracts 1949 has 
been one the great contributing 
factors dealers’ low profits 
recent years. 


16th All-Chrysler Deal 


Glover Motors, Inc., here has re- 
ceived Dodge car and truck deal- 
ership, becoming one dealer- 
sel] and service the entire Chrysler 
Corp. line. 


don’t get mad when they find out 
putting cheaper regular this 
Lark with its newly designed cast- 
iron cylinder heads which makes 
regular burn like high octane.) 
must break well for some un- 
known purchaser always 


love the Lark, That 


Car Tested: 
LARK 


Model: Lark Regal V-8 two- 
door hardtop. 


Engine: OHV 
displacing 259.2 cubic inches, 
8.8-to-1 compression ratio (uses 
regular gas) and generating 180- 
horsepower 4,500 with 
standard two-barrel carburetor. 
Bore and stroke 3.562 3.250 
Cylinder heads cast iron, 
pistons cam ground aluminum, 
transverse slot, tin-plated, 
weighing 16.21 ounces each, Con- 
necting rods are special 
steel C-1141 and weigh 23.71 
ounces each, Bearings are steel- 
backed Camshaft 
alloy cast with five bearings, 
cast-iron timing gear meshing 
with Celeron fiber gear with 
steel Lubrication system 
full pressure main bearings, 
connecting rods, camshaft bear- 
ings, tappets and directed jet 
piston pins, timing gears and 
driven spur gear; oil-pres- 
sure sending gauge electric 
newly designed two-barrel with 
new inlet manifold for smoother 
engine operation and new large 
hat-type carburetor silencer for 
improved air flow. 

Transmission: Flightomatic 
automatic, consisting torque 
converter and compound plane- 
tary gear set, with lever 
selector pattern P-N-D-L-R. 
Transmission air-cooled 
that the fluid not piped the 
front and cooled radiator 
water. 

Optional equipment: Heater 
and undercoating. 

Twin-Traction rear 

Tires: 6.40 15, white sidewall 
Goodyear. 


drive 
down. 


jerks 


* * * 
Equipment Check 


work? don’t even know the 
windshield wipers work the 
headlights. Windshield wipers work 
electric, too. Coming 
Chippewa where make right 
turn, watch the expression 
the face the driver behind when 
put the brakes the way 
looks, the stop lights work, 
That gas guy’s 
crazy swing out into this 
traffic without full head gas 
sure hope it’s easy the 
she must running fumes 
now fine test-driving record 
run out gas the middle 
this heavy Louis traffic, 

station ahead there the left 
well, let’s signal for that left 
the light waiting for the left 
arrow that will let into that sta- 
tion least with little help 
could push that but 
pump and still gas 
more than two miles empty 
gas tank. 

‘Fill 
TTENDANT looking dealer 
tag rear and the Federal 
price tag the left rear window 
“You selling Studebakers?” 

“No,” answered, “making test 
drive for the factory.” 

“Test drive, huh? This takes reg- 
ular don’t it? Want fill up?” 
“Yes,” all three. 

“These Larks bad,” the 
attendant “Got customer 
with one. He’s nuts about it, Ab- 
so-lute-ly nuts, Pretty solid, huh?” 
Bangs rear fender with palm. 

“Like know how the test 
comes out, couldn’t stop back 
when you finish, could you? Say 
that customer about it, 
good. tell old lady, too. 
She thinks like have one, 
but women don’t know nuthin’ 
about automobiles.” 

Now I'm back the traffic 
stream again with full tank 
gas, Got lot visibility out 

(Continued on Page 58, Col, 1) 


Missouri and New York 


Unions Eye More Shops 


organizers have launched 
campaigns unionize service 
departments franchised dealers 
and other shops Central Missouri 
and the Buffalo area. 


Organization service employes 
Central Missouri has long been 
the goal the Machinists Union 
its effort close the wage gap 
shops between 
Kansas City and St. 
Louis, Almost all 
shops and service 
stations both 
cities are union. 

Although there may few 
union members service .depart- 
ments this area, most shops are 
not organized, and most dealers are 
opposed the Shop employes 
indicate there little demand for 
union. 

The Buffalo Automobile Dealers 
Assn. has learned that the unions 
are planning allout drive 
employes the service depart- 
ments dealers the Buffalo 
area, 

“It would well for you 
double-check your employe relations 
sure they are good order,” 
the BADA warned its members. 

also advised dealers call the 
association “should anything de- 
velop the line employe rela- 
tions about which you would like 
consult with our labor counsel.” 


Action Seattle 


SEATTLE, Local 882, Automo- 
bile Salesmen Union, the 
process adding its first new 


LABOR 
FRONT 


members since last year’s 128-day 
strike. 


The local has organized more 
dealerships the past days 
than any like period since 
initial contracts with three new 
and three used-car dealers. 


This marks the first time 
years that the union has tried 
organize used-car dealers, The com- 
petition from unrestricted nonunion 
used-car lots was one the chief 
complaints new-car dealers dur- 
ing the strike. 

Before the strike, members the 
Metropolitan Auto Dealers Assn. 
employed 700 salesmen. Immedi- 
ately after the strike only 150 were 
Now 475 are back the 
job. 


Late Report... 


Lark Roadability Impressive— 


The roadability the Studebaker Lark impressed Houck, News 


travelling correspondent, who piloted the car 1,000-mile test drive. 


“You 


wouldn't want car hold the road any better than this declared. 


Last Big Warranty Firm 
Sees Bright Future Field 


SPRINGFIELD, J.—The used- 
car warranty business here 
stay despite difficulties with state 
regulations and shrinkage the 
number companies the field, 
according David Pavsner, vice- 


president Consolidated Warranty 


System. 

fact, Pavsner said, “We ex- 
pect our business grow and 
part the auto industry for 
many, many years.” 

Where there were once many 
companies the warranty busi- 
ness, Consolidated Warranty now 
the position claim the 
only major nationwide warranty 
company. 

These companies which warranty 
used cars against failure certain 
parts ran into major problem 
when some states began ruling that 
the business was form insur- 
ance. 

Universal CIT, Consolidated War- 
ranty’s last major nationwide com- 
petitor, began phasing out the 
business several months ago. While 
existing contracts are being hon- 
ored, very little new business has 
been written for several months, 
according CIT spokesman. 

added, “We aren’t mad 
anyone, It’s just that the terrifi- 
cally complex state regulations 
made advisable for with- 
draw. 

“It takes time for unified body 
laws develop. Right now, Cali- 
fornia says that warranty business 
insurance and New York says 
that isn’t.” 

Pavsner said that inability 
offer nationwide service has forced 
number the smaller warranty 
firms out the field. 

said that Consolidated War- 
ranty position offer that 
nationwide service through its 135 
offices and large field The 
company was formed last August 
National Bonded Cars, Regis- 
tered-Tested Cars and Auto War- 
ranty Co. Sure Car America 
joined the organization last De- 
cember. 

Pavsner said the company was 
operating states. the 
states which have ruled warranty 
operations form insurance, 
Consolidated qualifies in- 
surance company. 

insure that Consolidated’s cus- 
tomers will receive payment 
claims, Pavsner said the firm has 
obtained reinsurance from inde- 
pendent insurance companies. 

said that few states, Con- 


Used-Car Market 


The overall average price used cars sold wholesale auction 
last week rose $1,117, according Automotive News’ index, 

was the second week row that the index had trended up- 
ward, led strong $133 recovery Only other model with 
higher price last week was the class, which went $4. 

$15 and $22 Readjusted prices represented new lows 
for and ’54s. The previous low for was equalled. 

group representative auctions last week, the sales ratio 
was 65.0 percent average consignment 193.3 units, week 
earlier, was 68.2 percent 192.1 units. 


Auction reports begin Page 44. 


necticut for instance, efforts 
Consolidated qualify in- 
surance company had not been 
The company plans 
other efforts become qualified 
there, said. 


New Hampshire Plans 


Warranty Investigation 


CONCORD, investiga- 
tion the activities companies 
selling warranty certificates 
used-car buyers New Hampshire 
has been ordered Gov. Wesley 
Powell. 

One the largest automobile 
dealers Manchester was quoted 
newspaper there stating 
that some customers have been 
unable get “satisfactory action” 
claims brought for car repairs. 
said his dealership was think- 
ing giving the practice 
arranging warranty purchases be- 
cause “it’s costing customer 
goodwill.” 

Powell asked the attorney gen- 
eral report him soon 
possible the warranty situation 
New Hampshire. 


‘Cost Trade’ 
Off $170 Year, 
Ford Aide Says 


NEW average “cost 
trade” typical consumer 
purchasing new car has dropped 
about $170 below the year-ago fig- 
ure, Ford Motor Co. marketing 
specialist said last week. 


Robert Eggert, marketing re- 
search manager for Ford, told 
members the national Hardware 
Manufacturers’ Statistical Assn. 
that this represented percent 


This has been one the key 
factors, Eggert said, increased 
sales for 1959. noted that 
industry sales passenger cars 
1959 were running about percent 
ahead the same period 1958, 
with February showing indication 
even greater gains. 


continuation this rate, 
said, would place industry sales for 
the year 5.8 million units. 


Eggert said his figures the 
difference between 
tradein and the price new car 
were based the average price 
consumer 1959 low-priced 
makes and the average wholesale 
auction price equivalent 24- 
month-old cars. 


“The reduction cost trade,” 
Eggert said, “has generally occur- 
red because the somewhat low pro- 
duction 1956, 1957 and especially 
1958 models has resulted 
shortage these models available 
for the used-car market.” 


Free Cakes Phoenix 


PHOENIX, Ariz. Fletcher 
Jones, Chevrolet dealer here re- 
ports 4,200 cakes given away the 
who took demonstra- 
tion ride the 1959 Chevrolet. 


— 


MORE BUYERS MEAN BETTER 


Reduce that used car inventory PROFIT with the 
DEPEND THESE NAAA MEMBERS: 


YOU CAN 


ALABAMA 

Cofield Auto Auction 

Boaz, Ala. 

Dixie Auto Auction, Inc. 
217 Gadsden Rd. 

Birmingham, Ala. 

ARIZONA 

Phoenix Auto Auction 

2201 Westward Bivd. 

Phoenix, Arizona 

CALIFORNIA 

les Angeles Auto Auction 

8001 E. Garvey Ave. 

Sovth San Gabriel, Calif. 

Secramento Auto Auction 

4304 W. Capitol Ave. 

West Sacramento, Calif. 

COLORADO 

Celerade Auto Auction 

4285 S. Santa Fe Dr. 

Littleton, Colo. 

Denver Auto Auction 

4595 S. Santa Fe 

Littleton, Colo. 

CONNECTICUT 

Southern Auto Sales Auction 

Box 661 

Werehouse Point, Conn. 

FLORIDA 

St. Petersburg Auto Auction 

St. Petersburg, Fla. 

West Palm Beach Auto Auction 

2014 N.E. 18th Sr. 

Ft. Lauderdale, Fla. 

GEORGIA 

Dixie Auto Auction, Inc. 

1040 Brady Ave. 

Atlenta, Ga. 


All members this Association are pledged strict 


Code Ethics. 


future. 


Banks Finance Companies: Repossessed Cars can 


PRICES 
FOR YOU! 


auction method 


Dixie Motors Auto Auction LOUISIANA NEW JERSEY Dayton Dixie Auto Auction, Inc. Tri-State Auto Auction, Inc. 
718 Angier Ave., N.E. Capitol Auto Auction Avto Auctions, Inc. 5300 WN. Dixie Dr. Box 5274 
Ga. Beck St. Rovte Dayton Ohio Whitehaven, Tenn. 


Arena Auto Auction 

8486 S$. Chicago Ave. 

Chicago, tll. 

DeKalb Auto Auction 

Sycamore Rd. 

DeKalb, til. 

Greater Chicago Auto Auction, Inc. 


Beton Rouge, La. 
MARYLAND 

Bel Air Auto Auction 
s.1 

Bel Air, Md. 
MASSACHUSETTS 


Concord Auto Auction 
Hosmer St. 


East Rutherford, N. J. 

National Auto Dealers Exchange 
Route 206 South 

Bordentown, N. J. 


NEW YORK 

Tim Anspach Dealers Auto Auction 
1906 Central Ave. 

Albany 5, N. Y. 


Automobile Auction 
300 S. Front St. 

Fremont, Ohio 

Mobiles, Inc. 

1130 Dublin Rd. 

Columbus, Ohio 

Montpelier Auto Auction 
Montpelier, Ohio 


TEXAS 

Amarillo Auto Auction 
3202 E. Tenth Ave. 
Amarillo, Tex. 

Fort Worth Auto Auction 
2235 Jacksboro Highway 
Fort Worth, Texas 
Lubbock Auto Auction 


The membership composed only Auction Operators 
who have proven experience, Financial responsibility, 
Honor and Success their operation. 


National Auto Auction Association covers the Entire 
and has achieved indispensable place the automotive 
industry and advanced into brilliant and highly respective 


7750 S$. Cicero Ave. Skyline Auto Auction, Inc. 
MICHIGAN Brooklyn, N. Y. er Auto Auction v \> 
INDIANA Box 806 
ng Aptco Auto Auction Syracuse Auto Auction Butler, Pa. UTAH 
19241 Dix Lafayette, Salt Lake Auto Auction 
Flint Auction, Inc. 2224 Union Rd. Salt Lake City, 
Man 


Buffalo, N. Y. 


NORTH CAROLINA 
Gate City Auto Auction 
6000 High Point Rd. 
Greensboro, N. C. 

M. Inc. 

Box 8251 
Charlotte, N. C. 


NORTH DAKOTA 
Tri-State Auto Auction Co. 
3041 W. Main St. 

Fargo, N. D. 


OHIO 

A-1 Avto Sales, inc. 

707 W. Waterloo Rd. 
Akron, Ohio 

Capito! Auto Auction, Inc. 
745 Leone Ave. 
Columbus 3, Ohio 


VIRGINIA 

Fredericksburg Auto Auction 
P. O. Box 1056 
Fredericksburg, Va. 


Windsor Auto Auction 


3711 Western Rd. 

Flint, Mich. 

Grand Rapids Auction, Inc. 
Route 168-M21 

Jenison, Mich. 

Motor City Auto Auction 
18310 Telegraph Rd. 
Detroit, Mich. 


MISSISSIPPI 


indianapolis Auto Auction 
P. O. Box 8251 
Indianapolis 24, Ind. 


Ken Schoefer Auto Auction, Inc. 
203 W. Morris St. 

Indianapolis, Ind. 

South Bend Auto Auction 

2217 Lincoln Way West 
Mishawaka, Ind. 


Central States Auto Auction 
211 S. Deleware 

Mason City, lowe 


KENTUCKY 

Fred Brown Auto Auction 

2240 Bridge St. 

Paducah, Ky. 

Greater Lovisville Auto Auction 
3508 Manslick Rd. 

Lovisville, Ky. 


ALL CHECKS AND TITLES GUARANTEED 


handled anywhere the with details taken care 
locally the closest member the National Auto Auc- 
tion Association. Save Trouble—Save Expensive Transpor- 
tation—Storage Free, Refurbishing and repairs Dealer 
cost, Cars sold for cash Auction the highest dealer 
bidder. 

Leasing Firms—Your units for Liquidation can quickly 
disposed for Cash, Location Cars problem, Re- 
furbishing Fleet Cost, consignment too large small. 


New Car Dealer:—Adjust your used car inventory every 
days, Auctions are the answer. 


Herold B. Robinson Auto Sales and Auction Co. 
6600 WN. Broad St. 

Philadelphia 26, Pa. 

SOUTH CAROLINA 

Batesburg Auto Auction, Inc. 
Pine St. 

Batesburg, C. 

Rew!l's Auto Auction Sales, Inc. 
Leesville, $. C. 

TENNESSEE 

Cleveland Avto Auction, Inc. 
Cleveland, Tenn. 

Nashville Auto Auction 

1406 Lebanon Rd. 

Nashville 10, Tenn. 

Powers Auto Auction, Inc. 

P. O. Box 227 

Bristol, Tenn. 


WASHINGTON 

South Seattie Auto Auction 
10844 E. Marginal Way 
Seattle 88, Wash. 
WISCONSIN 

Fontana Auto Auction 
Fontana, Wis. 

Tri-State Auto Auction 
Cuba City, Wis. 
Wausau Auto Auction 
x... 4 

Wausau, Wis. 


Jackson, Miss. 


MISSOURI 

Auto Dealers Auction 
6200 independence Ave. 
Kansas City, Mo. 

St. Lovis Auction Co. 
3807 Easton Ave. 

St. Lovis, Mo. 


Executive Office: 803 So. Columbia St., Frankfort, Ind. 
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First Test Decided Against Ex-Dealer 


Ruling Clarifies Good-Faith Act 


(Continued from Page 1) 


had been fearful that loose appli- 
the statute would en- 
courage featherbedding and gold- 
bricking among franchised dealers. 


“This decision reasserts that fac- 
tory-dealer relations reciprocal 
relationship,” Detroit attorney 
said. dealer doing bad selling 
job can’t use the good-faith law 
club beat the factory. Any 
legal cause for action must 
along coercion and intimidation 
lines.” 

Judge Wortendyke ruled 
favor AMC the merits 
the Staten Island Motors case, 
thus avoiding direct commen- 
tary the constitutionality 
the good-faith law. 

AMC had filed brief contending 
that the law was unconstitutional, 
which Chrysler Corp. has main- 
tained other dealer suits. The 


judge said his summary months the franchise period, 


against the dealer under the terms 
the law made unnecessary 


evaluate the law’s constitutional 
status. 


MERICAN MOTORS termi- 
nated the franchise, assigned 
Francis DePaolo, the ground 
that the dealer was overly absent 
from the assigned place busi- 
ness, 

absentee dealer, Judge Wor- 
tendyke agreed, not entitled 
relief under the good-faith law 
when the manufacturer decides 


representation for his product.” 

Neither coercion nor intimida- 
tion were present the Staten 
Island Motors situation, the judge 
continued, These are grounds for 
dealer litigation the good-faith 
law. 

American Motors representatives 


dealership the last six 


Judge Wortendyke said. 


such conduct “affords inadequate 


could hardly have threatened 
coerce intimidate DePaolo be- 
cause they could not find him 


tempted force the dealer 
accept automobiles, parts, acces- 
sories supplies did not want 
could not dispose the 
market,” the opinion 

“Certainly, manufacturer has 
the right expect its dealers 
provide suitable outlet for its 
products.” 

* * 
TATEN ISLAND MOTORS 
would have had cause for action 
under the good-faith law had 
alleged AMC pressure that resulted 
nonrenewal its franchise, the 
judge stated. 

Judge Wortendyke also dismissed 
Staten Island Motors claims re- 
garding repurchase AMC cars 
equipment held the end 
franchise. said that the 
dealer had accepted these franchise 
provisions without protest the 
time signing, but later listed 
them burdensome when the non- 

“The common definition 
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Gas-Station Users Like 


Service, Location 


DETROIT.— Although most 
motorists use only one brand 
gasoline, they place high pre- 
mium service and convenience 
when they choose their neighbor- 
hood service stations, according 
Polk Co, 

fact, percent the 
motorists who regularly patron- 
ize one station said they 
because that station’s good 
service convenient location, 
Polk found. 


coercion does not cover this situ- 
ation,” the judge stated. 


For precedent, Judge Wortendyke 


cited the 1957 appellate-court de- 
cisions against two Baltimore deal- 
ers, Webster Motor Car Co, and 
Schwing Motor Co, Both these 
dealers sued their factories (Pack- 
ard and Hudson, respectively) 
grounds antitrust law violations 
involving exclusive-territory agree- 
ments. 

These decisions, which the 
Supreme Court chose not review, 
show that “manufacturer does 


Pittsburgh Plate 


back production 


our thousands friends and customers the automotive 


world, are pleased announce that full production getting 


underway once more Pittsburgh Plate Glass Company. 


are bending every effort assure full and steady flow all 


our types automotive glass car and truck manufacturers, 


suppliers replacement glass, and automobile dealers. 


our friends and business associates the automotive industry, 


wish express our sincere appreciation for their understanding 


and patience during the recent period difficulty. 


PITTSBURGH PLATE GLASS COMPANY 


One Gateway Center 


Pittsburgh 22, Pa. 


not violate the Sherman Act 
cuts off the franchise 
who admittedly doing 
business selling the 


autos,” said Judge 
+ + * 


Federal Court Newark 

also the scene for two other 
antitrust cases involving auto 
tailing—the vs. Volkswagen 
America and Sheldon 
Pontiac dealers, 


Oral arguments 
allocation charges the 
wagen suit were held last week 
before Chief District Judge Phillip 
Forman (see story Page 57). 

The Sheldon Pontiac suit, al- 

leging that neighboring 
dealers conspired have the 
New Brunswick dealer’s allot- 
ments reduced, the deposi- 
tion stage before Judge William 
Smith. 


another good-faith suit 
Detroit Federal District Court, 
Judge Ralph Freeman still wag 
reserving decision last week the 
constitutionality the statute 
Chrysler Corp., defendant 
case, had challenged the law’s con- 
stitutionality motion seeking 
dismissal the suit brought 
Plymouth dealer Roseville, Mich. 


New Manager 
Named Buick; 


Four Promoted 


FLINT.—Appointment Gerald 
Millar, Detroit advertising ex- 
ecutive, Buick advertising man- 


HM. A. Clark 


ager has been announced 
Edward Kennard, general sales 
manager. 
Millar’s selection for the newly- 
created position completes gen- 


said. Millar, 
will work 
the direc- 

tion Richard 

Cogswell, 
direc- 

tor. 

Other appoint- 

ments include 
Clark, 
promotion 
Richard 

Newkirk, used- 
manager; Vincent Valek, 
assistant advertising manager; 
Crawley, sales training 
manager, and John Kostka, ex- 
and displays manager. 


International Ups 


Two Trucks 


CHICAGO.—Appointments 
Callahan assistant the vice- 
president, motor truck division, and 
Bulleit assistant truck sales 
manager has been announced 
International Harvester. 

Callahan joined 1938 and 
has served various truck sales 


Callahan 


J. C. Bulleit 


capacities since was 
assistant sales manager 
1957. 


Bulleit has held various man- 
agerial assignments since joining 
years ago. was appointed 
head International truck parts 
and service merchandising 1949. 


: 


Here’s the Theme for Biggest, Industry-Wide 


NEW CAR SALES PROMOTION 


2” 


the Best Organized Nation-Wide 
NEW CAR SELLING DRIVE THE YEAR! 


The Promotion has the full cooperation of: 
The Automotive Industry The National Automobile Dealers 
Association Hundreds the Nation’s Leading Newspapers 


Ready Cash In! 


Make Your Dealership New Car Sales 
Headquarters during This All-Out Selling Drivel 


THE OFFICIAL DEALER PROMOTION KIT INSIDE! 


MARKETING DIV. THE MERRICK LITHOGRAPH CO. 


Make Your Dealership 


With This Eye-Catching, “LIVE BETTER” Dealer 


All Materials Shown 
Actual Color 


Stops Traffic, Attracts Customers Heavy, 


COLORFUL, HARD-SELLING WINDOW TRIM 


Material for Several Windows Brilliant Fluorescent 


Versatile, Can Arranged Fit Your Needs Giant Simulated 


SAFER ITS MORE FUN 


NEW 


eee 


ANEW CARI 


| 
| 


NEw 


Pi 


JUMBO OVER-THE-WIRE SET 


Side Pieces 27” Copy Reverse Side 


HUGE SERVICE DEPT. POSTER 
This poster invites your best prospects 


take ride one your demonstrators. 


Display this poster prominently. 
will build extra showroom traffic. 


BUMPER STRIPS 


Drill Cloth 
for Easy Hanging 


Strips fit any bumper. 


Adhesive backing makes appli- 
cation and removal easy. 


Use them all demonstrators. 


BRAND 


TODAY! 


250 FOLDERS 


ideal for handouts, invoice stuffers, mailers. 


This folder will explain detail the many advantages 
BADGES 
which your prospects will “Live Better Far 


when they buy new car. Badges slide into lapel 
slogan 
Ample space available the back side for your remains visible. 


stamp imprint. 


Make sure all your 
salesmen wear one 
these badges during 

Letters the promotion. 


COMPLETE KIT FOR ONLY 


4 


“LIVE BETTER FAR WITH BRAND NEW DEALER KIT 


CLEVELAND 14, OHIO PHONE 


Outdoor Banner 


ORDER 


COMPLETE FORM 
Window Trim KIT 
COMPLETE 
DEALER KIT Service Dept. Poster 
INCLUDES: 


Badges OVER SINGLE 


CASH 
THIS 
SELLING 


250 Handout Folders ITEM PURCHASE 


WINDOW TRIM $4.25 EACH 


BUMPER STRIPS (SET 12) 
HANDOUT FOLDERS (250) 


MINIMUM ORDER 


TAX INFORMATION: Vendor should bill applicable sales use tax required law ADD SALES 
so; not, buyer will pay any use tax directly the taxing jurisdiction. 

NOTE: material manufactured based receipt payment with order. Prices quoted are 
the same for associations and individual dealers. APPLICABLE 


GRAND Order Enough 

MARKED NOT LATER THAN MARCH 

14th, 1959 order insure Entire 

YOUR CHECK MONEY ORDER MUST ACCOMPANY THIS ORDER MAKE prior Automotive Week. 

MATERIAL SHIPPED UNTIL PAYMENT RECEIVED Dealership! 


Authorized 


Cut out this order form... 
Send with your check today. 
Orders Filled First Come...First Served Basis! 


“Live Better Far With Brand New Car” Dealer Kits Designed and Produced 


LITHOGRAPH 


THE MERRICK 


CLEVELAND CHICAGO DETROIT NEW YORK 
GENERAL OFFICES AND PLANTS: 2165 LAKESIDE AVE., CLEVELAND 14, OHIO 


DESIGNERS AND PRODUCERS THE “YOU AUTO BUY NOW” 
DEALER KIT USED LAST YEAR OVER 300 CITIES 


OUTDOOR BANNER $8.75 EACH 
SERVICE DEPT. POSTER $1.00 EACH 
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With the 


USAK Detroit, doing 
nicely, thanks, selling Ramblers, 
Larks and Mercedes-Benz 
older neighborhood Detroit's 
West Side which has long since lost 
most its medium-priced dealer- 

ips. 

Husak operation, long- 
time Studebaker dealership, once 
Buick dealership the other 
side the partition. 

The Husaks now occupy the en- 
tire building. The Buick dealership 
gone and the Husaks use the 
Buick area for Rambler sales, 

There once was Pontiac deal- 
ership across the street from the 
Husak The Pontiac dealer- 
ship added the Vauxhall just after 
the English car was introduced 
this country. Now, the Husaks 
store their stock Ramblers and 
Larks what used the Pon- 
tiac showroom. 

the street, there’s vacant 
Oldsmobile dealership. 

The homes and the stores 
the neighborhood are definitely 
age. One every six 
seven stores vacant, the 
heavily Democratic section, some- 
one has pasted “Republican Re- 
cession” signs the front 
some the vacant stores. 
Michael Husak said the dealer- 

ship prospering. New cars are 
moving well, considering the hard 
winter, Service volume high, ac- 
counting for about percent 
income. 

had only one complaint: “Get 
some good weather, can 
move used cars.” 

> > 

USAK said the dealership does 

not rely heavily sales 
people living “Nobody can 
live sales his neighborhood 
when $50 will drive man across 
the city buy his car. 

“We get customers from all over. 
Some even travel 150 miles buy 
from us, although don’t know 
why.” 

Like just about everyone the 
and compact car field, 
Husak has sort mild con- 
tempt for the big cars the Big 
Three. 

“Hell, someone came here 
with Chevy trade in, 
don’t think take it. going 
The used-car buyer looking for 
bargain. Are there any bargains 
used Chevys anymore? 

“It used that envied 
them. Chevy had nice compact 
but they don’t anymore.” 

When asked about prospects for 

Big Three cars, Husak said, 

think they can it.” 


THE Big Three can match 
Lark and Rambler quality, 
and size, they will have 
product, said. However, 
from what Husak hears, the Big 
Three cars will resemble 
European cars, rather than 
the Lark and Rambler. 

don’t think car like that 
will sell very well here,” added. 

Husak sold both the Lark 
and Rambler and finds that each 
has its own market. said the 
Lark was “the best car ever 
had sell” the years the deal- 
ership has been handling Stude- 
baker. 

The dealership sells its diverse 

wares this manner: The Ram- 
bler American the straight econ- 
omy car with frills. The Lark 
offers seating space for six along 
with high economy. 
_For those the market for 
little bigger car—four-door, little 
more horsepower and weight—the 
Rambler the product. 

While the dealership used 
rely Studebaker owners for 
the bulk its new-car sales, 
things have changed. “We’re sell- 
ing about percent our cars 
Studebaker owners, get 
lots Buicks and Oldsmobiles 
and some Pontiacs. 

“Many our customers are 
working They don’t want 
big car Big cars mean 
big tires, big everything. They just 
cost too much.” 


Sixes Going Like 


SIX-CYLINDER car doesn’t 
wait for buyers these days, ac- 


Traveling Along Automobile Row 


cording executives two deal- 
erships, one Ford outlet De- 
troit’s West Side and the other 
Chrysler-Plymouth retailer su- 
burban Dearborn. 

get one,” said the general man- 
ager the Dearborn deal, “And 
they’re hard get. remember 
few years ago had buy three 
sixes get eight; now it’s the 
other way around.” 

The sales chief the Ford deal- 
ership reported similar experience 
with the sixes, adding that they’re 
almost impossible get these days. 

Both attributed the demand for 
the six the “economy kick” 
touched off the rising popularity 
imports and the 1958 recession. 
The Dearborn executive said 
felt lot Americans prefer 
stripped-down six low-priced for- 
eign cars. 


Good Kidder 


IAT’S the auto salesman’s most 

valuable asset? It’s sense 
humor, according James 
Arrants, sales manager Smith- 
Briggs, Inc. (Ford). 

got able kid the 
customer along and come with 
bright remark his questions,” 
says Arrants, who started selling 
cars with Ford outlet 1923. 


“And there’s lots business 
around for the salesman 
out and work for it,” adds, “But 
it’s not the showroom floor, 
the salesman has out and 
bring in.” 

salesman the showroom floor. 
“There’s real salesman with 
plenty drive. few months ago 
was washing car serv- 
ice station. suggested try sell- 
ing cars, and he’s closed deals 
since starting two months ago.” 

> 


Accessory Sales Down 


SUBURBAN dealer the low- 

price field reports sales 
percent over the corresponding pe- 
riod last year, but sees this 
year declining use accessories. 

“More and more people want 
new car, but they’re satisfied 
they can get,” said. 

“All the power options are down 
from last year and more people 
are returning the straight stick. 

“As one fellow put it, ‘Just give 
heater. can without the 
rest the gadgets.’” 


Lots Head Room 


EXECUTIVE Ford deal- 
ership Detroit’s west side 
tells this story about his nephew: 
The young man, whose father 
has earned his living through Chry- 
sler Corp., now out his own. 
Although the youth about six 
feet, five inches tall, bought 
1959 Chevrolet. 

Uncle from the Ford dealer- 
ship immediately asked him: 
“How are you going fit into 
Chevrolet?” 

The nephew replied: “I’m not 
worried about that. bought 
convertible.” 


Shake Time 


it’s better shake 

salesman and get him 
back the right track, rather than 
fire him and look for someone 
replace him.” 

That’s the view the general 
manager successful Detroit 
Ford dealership. added, “If the 
salesman has been doing good job 
for you and then begins slip, 
might that the dealership fail- 
ing give him the support and 
help that needs. 

“When salesman begins 
slip, may need shaking up. 
can take right way, 
can work wonders. 

“Besides, when you bring 
new salesman, you start 


.from zero with 


Price Stickers Help 


SALES manager for suburban 
Detroit Ford dealership reports 
the new price sticker law has 
helped draw traffic his show- 
room, 

“People aren’t afraid come into 


the showroom anymore,” said. 
“Before the new law went into 
effect lot prospective customers 
were afraid ask the price 
car because they were afraid they 
couldn’t afford that sales- 
man would confuse them the 
point where they didn’t know how 
much the car was costing them. 

“Now they have some place from 
which start bargaining for 
car and they seem like it, 
least, seems getting more 
them into our showroom, Maybe 
sell them, but can 
get them into the building can 
least get crack them.” 

* 


Does the Hard Way 

Detroit’s newest used-car 

dealers decided the 
hard way. 

went into business last Oc- 
tober, time when Detroit’s un- 
employment total was unusually 
high. His first few months busi- 
ness turned out the city’s 
coldest, most disagreeable winter 
decades. 

figured could get through 
the winter the used-car busi- 
ness, could face anything. I’ve 

sold something just about every 
day and I’ve made living, When 
the weather breaks, things should 
break wide open. 

don’t think this unemployment 
business means thing. When 
things are better you pay more for 
your merchandise and you have 
work hard sell it. 

“Even with this recession going 
on, been able steal 
our cars. When comes time 
move them, still have sell 
every one them.” 


Rigidcut milling cutter blades. The 
company said the reductions were 
made possible through introduction 
automated equipment and proc- 
esses its plant. 


Wesson Cuts Prices 


FERNDALE, Co., 
producer carbides and tools, an- 
nounced price reductions 
percent its inserted standard 


Quantity 
CASTINGS 


THE 


PRODUCTION 
ESTABLISHED 1866 
FOUNDRY DIVISION. 


ASSEMBLIES 


drilling for 
cotter 


without threading, 


Use plain, unthreaded rods, shafts, 
studs, rivets pins 


and simply push these low-cost 


Type 
PUSHNUTS 
One-piece, heavy Retainers 


gauge spring steel 
with powerful grip. 
Cover rod ends with 
smooth cap. 
Always 

fectly. Various designs and finishes 
sizes for 1/4", 5/16", 
and dia. unthreaded rod. 


New low-cost, space- 

saving, spring 

retainers ‘push 

plain rod, providing 
strong, firm retention parts, seated 
‘unseated. Available for and 
dia. rod; other sizes development. 


All PUSHNUTS apply manually with high speed air hammers 


Easily, quickly pushed unthreaded 
studs assure tight, vibration-proof 
assembly ornaments, medallions, name- 
plates. Sizes for 5/64", 
1/8” and 3/16” diameter. 


Flat 
Type 
PUSHNUTS 


Acorn Type PUSHNUTS 


Pleasing, appearance and 
strong spring grip for fastening covering 
ends rods, studs rivets. Sizes from 
dia. 


Write for free somples and data, stating type, size and application. 


RESPLENDENT ALUMINUM THAT AIDS SALES 


Making good-looking cars look better just half the job aluminum trim. The other half stilling the 
fears salt-shy drivers, that trips like the one shown right can undertaken intrepidly. 

Resplendence reassurance National Decorated Metal Company, Prairie Chien, Wisconsin, 
incorporates both auto trim Aluminum. Color, texture, form, design, are all grist NDM’s 
creative mill shaping the stuff that aids sales aluminum auto trim, bewitching car buyers and 
boldly defiant ugly corrosion. The textured, anodized instrument panel and polished seat side panels 
(shown here) illustrate the point perfectly. 

Alcoa does not make automotive trim. But our explorations into form, color and texture, carried 
harmony with creative fabricators such National Decorated Metal, have advanced the frontiers auto- 
motive design and blazed the trail for some new sales approaches. 


National Decorated Metal...put more sales points the point 


> 
f 
: 
> 


Alcoa sells your with national magazine ads like this one and two top-rated 


shows —“Alcoa Theatre” and Presents.” Tell your customers about Alcoa big new sales feature! 


DRIVE INTREPIDLY BOCA RATON... 


the air the road, salt’s threat Alcoa provides light, strong aluminum alloys 

brightwork aluminum. Alcoa developed anodizing engine parts, too. Look for the extra values Alcoa® 

give aluminum tough and brilliant face that rivals Aluminum your next car. Aluminum Company 

sapphire. And for more get and match Impala’s America, 1808-C Alcoa Building, Pittsburgh 19, Pa. 
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AUTOMOTIVE NEWS PLATFORM 

Fair and equitable contracts between manufacturers and dealers 

motor vehicles, parts and accessories; 

7 2. Every dollar of gasoline and oi! taxes, collected by states and federal 

governments, appli to the building and maintenance of highways; 

1 3. Guard the precepts of individual freedom, which made the U. S. A. 

great and gave its citizens more the better things life than anywhere 

else in the world. 


AUTOMOTIVE 


Capsule Comment 


Survey finds states sold used units other than 
dealers. 
And they wonder why the factory subsidies were 
dropped. 


NADA directors authorize membership poll permis- 
sive legislation make territory security possible. 

Note that this would not legislate territory security. 
would simply open the way for factories and dealers 
work out details such plan this were desired 


them. 


Rambler resurgence helped Wisconsin move third 
place and almost edge runner-up California 1958 car pro- 
duction. 

big accomplishment for compact car. 


New-car inventories franchised dealerships are rising 
percent lower rate than they did year ago. 


Another hopeful sign that recession thing the 
past. 


Consideration tariffs against imported cars urged 
two political opposites—New York Rep. Daniel Reed, 
conservative Republican, and UAW President Walter 
Reuther, leftwing Democrat. 

Note that these tariff pleas not come from industry 
management, which recognizes the success the imports 


challenge. 
* * 


End the Pittsburgh Plate Glass strike signals full- 
production Chrysler Corp. 


hope this the last Chrysler’s 1959 bottlenecks. 


Coming 
Events 


Dealer Conventions 

Feb. 22-23—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 

March Dealers Assn. 
of North Dakota, Bismarck. 

March 20-2i—Arizona Automobile Dealers 
Assn., Hotel Stardust, Yuma, 

March 22-24— Automobile Dealers Assn. 
of Alabama, Tutwiler Hotel, Birmingham. 

April 7—Brooklyn and Long Island Auto- 
mobile Garden City 
Hotel, Garden City, Long Island. 

April %—Annual Banquet, Rhode Island 
Automobile Dealers Assn., Sheraton- 
Biltmore Hotel, Providence, 

April 13-17—20th Annual Convention, 
South Carolina Automobile Dealers 
Assn., Cruise to Nassau, Port of Em- 
barkation, Charleston. 

May 10-12—Georgia Automobile Dealers 
Assn., Atlanta Biltmore Hotel, Atlanta. 

May Idaho Automobile Dealers 
Assn., Boise. 

May 21-22—Oregon Automobile Dealers 
Assn., Salem. 

May 22-23—New Mexico Automotive Deal- 
ers Assn., Western Skies Hotel, Albu- 
querque. 

June 45—Pennsylvania Automotive Assn., 
Bedford Springs Hotel, Bedford, Pa. 
June 21-23—Spring Meeting and Golf 
Tournament, New York State Automo- 
Whiteface Inn, Whiteface, 


June 21-24—Michigan Automobile Deal- 
ers Assn., Gratiot Inn, Port Huron, 
Mich. 

Aug. 7-8— Montana Automobile Dealers 
Assn., Butte, 

Sept. 13-15—Wyoming Automobile Deal- 
ers Convention, Casper. 

Sept. 14-15—Minnesota Automobile Dealers 
Assn., Hotel St. Paul, St. Paul. 

Sept. 20-2i—New Hampshire Automobile 
Dealers, Mount Washington Hotel, 
Bretton Woods, N. H. 

Sept. Annual Convention, New 
York State Automobile Dealers, The 
Concord, Kiamesha Lake, N. Y. 

Sept. 20-22—Colorado Automobile 
Assn.. Broadmoor Hotel, Colorado 
Springs. 

Sept. 20-22—Kentucky Automobile Dealers 
Assn., Kentucky Dam Village, Gilberts- 
ville, Ky. 


Oct. 18-19—Florida Automobile Dealers 
ae Hotel Robert Meyer, Jackson- 
ille. 

Auto Shows 


Feb. 19-23—Albuquerque Auto Show, State 
Fair Coliseum Bidg., Albuquerque, 

Feb. Auto Show, McCon- 
nel Air Base, Wichita. 

Feb. 20-23—Southern Tier American Car 
Show, West End Armory, Binghamton, 


N. Y. 

Auto Show, State 
Armory, Middletown, Ohio. 

Feb. 22-28—Annual Open House Week, 
Providecne, 

Feb. 27-March 8—!959 World Wide Auto 
Show, Miami Beach Exhibition Hall, 
Miami Beach. 

Feb. 28-March 8—Kansas City Auto Show, 
Municipal Auditorium, Kansas City, Mo. 

March 48—%th Annual National Autorama, 
Connecticut State Armory, Hartford. 

April Auto Show, New 
York Coliseum, N, Y. 

Apr. 6-1!—Denver Auto Show, Denver 
Auditorium, Denver. 

April 17-19—Cheyenne Automobile Show, 
Cheyenne. 


General 

March 2-4—Automotive Electric Assn. Re- 
gional Conference, Detroit Leland Hotel, 
Detroit. 

March 3-5—National Assn. of Fleet Ad- 
ministrators, Sheraton-Cadillac 
Hotel, Detroit. 

March Electric Assn. Re- 
gional Conference, Atlanta Biltmore 
Hotel, Atlanta. 

March 12-15—Pacific Automotive Show, 
Brooks Hall, San Francisco, 

March National Passenger Car, 
Body, and Materials Meeting, Sheraton- 
Cadillac Hotel, Detroit. 

March 19-20—SAE National Production 
Meeting, Sheraton-Cadillac Hotel, De- 


troit. 

American Society Tool 
Annual Meeting, Hotel 
Schroeder, Milwaukee. 

April Spring Meeting, Truck 
Operations Council. American Trucking 
Assn., Leamington Hotel, Minneapolis. 

June Summer Meeting, Chal- 
fonte-Haddon Hall, Atlantic City. 


Years Ago... 
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Automotive Cartoon 


the Week 


“The price high because each manufacturer must build 
better car than his competitor order 
make his product 


Letterbox 


Business 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


used, if you so request. Address Editor, Automotive News, Detroit 7, Mich. 


Hits Postal Rules 


The following 
letter was sent Florida’s con- 
gressmen: 

For several years now, small 
business has been penalized the 
drastic restrictions placed upon 
limiting fourth class parcel post 
pounds and seventy inches. 
was very apparent that one 
the impelling factors was favor 

Railway Express. 

The news that the contributing 
railroads might not renew their 
membership with Railway 
now threatens businesses like ours 
with tremendous loss sales. 
will impossible for and our 
customers handle freight 
shipment truck lines with their 
high minimum rates (100 pounds 
first-class). 

your constituant and 
American citizen and business man, 
ask that you use the influence 
your good offices eliminate the 
present severe restrictions 
that may again permitted 
make parcel post shipments the 
old limitation 100 inches—length 
and girth. This should profitable 
revenue the Post Office Depart- 


The Big Stories 
1929, George Mercer, consulting body engineer the Society 
American Engineers, predicted that the all-steel, seamless body “is 
the auto body the future.” Mercer expressed the belief that there 
would extreme change body styling the immediate future, 
but that eventually the body trend would toward entity em- 


bracing all extraneous and outside parts such fenders and lamps. 
“The future will see the body made part the whole instead 


superstructure,” predicted. 


The automotive industry continued break all production records 
with 350,617 cars January, 1929, against monthly average 
318,938 1928, record year for production. 

bill was introduced the New Hampshire Legislature imposing 
fee $3.20 register “hitch-hiker,” and for license for 
use the highways. Under the bill, hitch-hikers would carry metal 
sign announcing where they wanted and must provided 
metal can containing one gallon gasoline help out motorists 
who might out gas, The bill carried fine $13 for any 


violations. 


—From the Files of Automotive News. 


ment the light the new parcel 
post rates. 

Your efforts and your advice re- 
garding the progress such leg- 
islation will sincerely appre- 
ciated this company and some 
700 our dealer accounts well 
many other similar enterprises). 
president, King 
Sales Co., Inc., Jacksonville, Fla. 


* 


Fraud Case Dismissed 


the issue, you carried 
news item captioned 


The question involved was 
whether dealer purposely inserted 
advertisement local news- 
paper with the intent causing 
the public think that was 
franchised handle certain auto- 
mobile for which was not fran- 
chised. 

The case caused lot com- 
ment because the overwhelm- 
ing confidence placed this 
dealer the public. 


Here transcript the court’s 
opinion this case. The court said: 


“Both parties have been fully 
heard this motion, both orally 
and, course, the defendant 
writing, and devolves upon the 
court determine whether this 
case should dismissed motion 
not. 

“Of course, whether this case 
being tried the court were 
being tried jury, whether the 
court would feel there was suffi- 
cient evidence submit the case 
the jury, and have examined 
notes carefully this matter, 
and course there are several 
questions about this case, and feel 
from examination all the evi- 
dence that wouldn’t submit 
jury. 

“So, therefore, will have 
sustain the motion dismiss the 
That it.” 

The local dealer association 
well the National Independent 
Automobile Dealers Assn, claims 
heard the Halls Congress and 
the assembly line Detroit.— 
vice-president, 

(See LETTERBOX, Page 24, Col. 


LEADERSHIP 


During 


the POST-DISPATCH 
published more 
GENERAL ADVERTISING 
than any evening and Sunday 
newspaper the entire 
United States 
Canada 


ed LO U 

CIRCULAT 


FIRST ION FIRST READERSHI 


Promotion Draws 500 


bile-Chevrolet dealer Steam- 
boat Colo., reported that 
500 persons registered for used- 
car promotion which $175 auto 
was given away. 

Bash recorded chatty one-minute 
tapes for radio spot announcements 
the week before the drawing and 
supplemented the spots with news- 
paper ads listing used-car and 
truck bargains. 


‘Pepper-ized’ Used Cars 


EPPER AUTO SALES, INC. 
(DeSoto-Plymouth), Syracuse, 


promoting used-car business with 
Used-Car Dealer Week its “Pepper-ized Preferred Used- 


Mayor Allen Thompson Jackson, Miss., hands proclamation for “Used Plan.” 
Dealers Week" Howard Wilson, center, president, Jackson Used Cor Dealers Assn. The dealership said news- 
right Rodgers, association secretary-treasurer. paper ad: “We all know that 


buying used car has always 
White Buys Building been, best, big gamble. 


(Oldsmobile).| last, however, have developed 
has recently moved into revolutionary guarantee plan 
that out the greatest pro- 


Frank White, 
(Fla.) Pontiac dealer, 
chased the former headquarters building. 


THE JOB 
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How They're Pushing 


Dealer Ideas 


tection ever offered you—and 
extra cost.” 

Pepper said customer buying 
used car under the plan gets 
written new-car guarantee all 
current and latest models, plus 
set new tires; special written 
100 percent guarantee later- 
model cars and written guarantee 
any car sold, regardless age. 

* 


This Stunt Suits the Gals 


PROMOTION aimed the 

feminine prospect was spon- 
sored Dworin Chevrolet, East 
Hartford, Conn., its introduction 
the new Bel Air Sport Sedan 
hardtop. 

wool suit, matching velvet hat 
and silver-blue mink scarf were 
offered the woman who, 
words less, best expressed the 
feminine appraisal the new 
model, 


+ 
‘Philosopher’ Sells Cars 
EARHART MOTOR (Plym- 
outh), Craig, Colo., sponsors 


COVER THE WHOLE DELAWARE VALLEY YOU NEED 
THE CAMDEN COURIER-POST and THE TRENTON TIMES 


Our friend will off with bang, all right, but 
won't get far. The competition will leave him 
far behind. 


You can, too. That is, you can outdistance your 
competition the Delaware Valley with ease, 
you just apply yourself one fact: The Delaware 
Valley two markets, not one. you advertise 
newspapers, each side the river must sold 
locally—on its home grounds. For New Jersey, that 
means your newspaper choices are simple the 
CAMDEN COURIER-POST and the TRENTON TIMES. 
Each these dailies offers unparalleled 
coverage its booming market. This all-important 
fact recognized the top 100 
newspaper advertisers, who the 
regularly. pays why not let pay you? 


PAYS CROSS THE DELAWARE 


TRENTON TIMES 


Established 18863 


CAMDEN 


Established 1875 


Represented nationally GEORGE McDEVITT CO., INC. NEW YORK CHICAGO PHILADELPHIA DETROIT LOS ANGELES 


“Day-by-Day Philosopher” 


appeal. 

Lillian Gearhart, pa: tner, 
said the “home-spun” 
has been bringing favorable 
ment and customers into the 
rooms for seven years. 

“We began this philosophy pro- 
gram generate interest 
ing with our quality merchandise,” 
Mrs. Gearhart said. “It 
gram that has continued hold 
public interest. plan indefinite 
continuation it.” 

She said the “Day-by-Day Philos- 
opher” supplemented with satur- 
ation radio spots, with 


control broadcasts from the, 


Gearhart showrooms. 
* 


One-Hour Paint Job 


ITY 

BILE, LTD., Hamilton, Ont., 
going after service business 
offering new factory finish one 
hour. 

The dealership said has in- 
stalled new infrared baking oven, 
and motorists are invited phone 
for appointment get new 
paint job. 

The firm points out that the 
enamel expertly applied the 
new, dust-proof room. The service 
promoted full-page newspaper 
color advertising. 


> 
‘Thinking Man’s Sale’ 
ROAD STREET MOTORS 
(Ford), Philadelphia, borrowed 
cigaret slogan effort gain 
prospects. Advertisements advised 
the public that the dealership was 
conducting “Thinking Man’s 
Sale.” 


Dealer Prepares 
His Own Ads 
For Local Impact 


advertising that 
appeal being run Williamson- 
Willey Pontiac Co., Birmingham, 
Ala. 

The advertisements are two 
three columns width and look 
something like newspaper 
torial, but are usually run the 
classified section. 

Each one takes central idea and 
develops it. For instance, one enu- 
merates the various models and 
makes cars—54 exact—and 
suggests that the simple way 

Another stresses that poor 
business wait until the end 
the model year buy car. The 
latter was published Febru- 
ary. All the ads are designed 
with the seasons and special events 
mind. 

John Williamson, dealership 
partner, explains, factory ads “are 
all right for the factory, but may 
not the best for the dealer.” 
dealer his toes, can 


program its basic 


edi- 


design some his own ads fit 


his special situation, much better 
than some Madison Ave. expert, 
said. 

Williamson said had rec- 
ommendation make how 
much dealer should spend for ad- 
factors, such the extent 
his territory, whether exclusive 
not, types media available, and 
the age and reputation the deal- 
ership. does believe con- 
advertisements 
run regular basis throughout 
the year. 

media, Williamson favors 
the newspapers with radio next and 
television last account its 
cost, His concern’s radio advertis- 
ing quite distinctive its 
newspaper advertising. For in- 


stance, spot announcement may 


open with man whistling and 
someone asks him why, the answer 
being just bought Pontiac 
from Williamson-Willey.” 

Most newspapers charge what 
they call the “national rate” for 
new-car advertising. this situ- 
ation which causes Williamson- 
Willey advertise the classified 
section, The national rate does not 
apply classified advertising. 
liamson thinks the national rate 
should not apply advertising de- 
signed the local dealer and run 
primarily advertise the dealer- 
ship. 


Simca for Miller 


Miller Motors, Inc., 710 St. Louis 
Ave., St. Louis, has been 
awarded Simca -franchise. 


ACCORDING RAMBLER DEALERS, CUSTOMERS SAY— 


Want 


DEALER REPORTS FROM ALL OVER THE 
COUNTRY PROVE THAT RAMBLER BUYERS 
ARE PRE-SOLD BECAUSE THEY KNOW... 


Model for model, Rambler costs less than other American-built cars. 
Rambler built for today’s driving easiest park, handle and garage. 
Rambler America’s Gas Mileage Economy King. 


WONDER MANY ASTUTE AUTOMOBILE MEN ARE SAYING... 


MAIL THIS COUPON TODAY 


Have the Product for the 
Expanding Compact Car Market... 
YOU Have the Opportunity! 


Rambler Franchises Also Available Canada and Important Export Markets. 
Canada Write to: American Motors (Canada) Ltd., 2951 Danforth Ave., 


Director Dealer Development 

American Motors Sales Corporation 

Detroit 32, Michigan 

Dear Sir: Will you please provide with more complete informa- 
tion about the Rambler franchise. understand that under 
obligation and inquiry will held the strictest confidence. 


ADDRESS 


ite 

er 
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Eisenhower 


AUTOMOTIVE WASHINGTON 


Fight 


For Balanced Budget 


William Ullman 


Washington Bureau Chief 


biggest story developing Washington far this 


year that the President 


going wage personal, 


last-ditch fight for his balanced budget. The warning flags 
are that isn’t going leave this battle his subor- 
dinates the White House and that isn’t going yield 


expediency. appears that support the strong posi- 


Ike really means business 
this time. 


The President going 


more speeches. going use 
more and radio. He’s going 
take the fight the people 
planned cross-country tour. 

There are signs already that the 
President making headway. Mail 
has been flooding into the White 
House, and aides report that the 
overwhelming majority letters 


tion against more 
deficit spending. 


The President 
will probably ad- 
dress more trade 
conventions. Re- 
cently ac- 
cepted bid 
address the big 
Washington meet- 
ing the Na- 
tional Rural Elec- 
tric Cooperative 


William Uliman 


Assn., made farm directors 
Federally-financed electric sys- 
tems. 

his budget message Con- 
gress, Ike had recommended that 
these rural electric co-ops pay more 
interest their Government loans 
and get part their financing from 
private sources. 

the face Ike’s campaign, 
congressional Democrats are con- 
tinuing claim that Federal 
support number projects 
will mean more tax revenue 
the long They insist that the 
President’s pleas for thrift will 
slow down the economy instead 

Privately, however, Democratic 
leaders not plan push new 
spending schemes very far. For one 
thing, they can count series 
Presidential vetoes. For another 
thing, they longer can sure 
that the public isn’t getting fed 
with deficit spending. 


the President carries through 
the vigorous campaign for bal- 
anced budget which has begun, 
may more successful hold- 
ing down spending than anyone 


ago. 
* 


Douglas Gets Key Duty 


ment the balanced budget 
battle came when Senate Majority 
Leader Lyndon Johnson, Texas 
Democrat, told the Senate-House 
Economic Committee ahead 
with his broad study inflation.. 


was significant because chair- 
man that committee Senator 
Douglas, Democrat 
and former University Chi- 
cago economics professor. Unlike 
Senator Estes Kefauver Tennes- 
see, and other his Democratic 
colleagues, Senator Douglas does 
not believe that “administered 
prices” and other alleged shenani- 
gans big business firms are solely 
blame for inflation. 

While the senator believes that 
corporate pricing policies play 
their part, also believes that 
Federal budget deficits and the 
spiral contribute 
rising prices. When comes 
economics, Senator Douglas 
conservative heart. 

The selection his committee 
handle the inflation study, there- 
fore, indicates that Senator John- 


Porous metal filters 


Moraine Products’ vital parts for automotive progress 


Sintered metal parts 


Friction materials 


Brake fluid 


MORAINE PRODUCTS BRAKE ASSEMBLIES 
FOR MORE AND SAFER STOPS 


Moraine brake assemblies have provided safer, surer 
stopping power more than fifteen million General 
Motors passenger cars America’s finest motor 
vehicles. Rugged, dependable brake assemblies are one 


many examples 


the important ways which 


Moraine Products Division has served the automotive 
industry for almost quarter century. Last year 
alone, Moraine produced more than 2,000 different 


kinds parts for cars, trucks 


and buses—as well 


many others for non-automotive applications. 


Moraine Products 


Division General Motors, Dayton, Ohio 


— 


ob- 
lem inflation and budget de. 
with little respect. While 


true that the Douglas 


nevertheless well-publicized 
forum public opinion. 

Senator Douglas finds thai 
unbalanced budget makes 
contribution inflation, then 
dent Eisenhower may find support 
for his views coming from un- 


expected corner. 
+ 


Slow Recovery Seen 


foresee continued business re- 
covery, but they don’t see much 
steam behind it. Best guess that 
unemployment will drop from the 
current 4.7 million about mil- 
lion, 

Key all, they say, continues 
auto sales. sales should 
spurt the spring, the upsurge 
may carry lot the economy 
with it. 

The news from business 
sources, however, continues 
good. Fourth quarter profits 
many leading companies showed 
marked improvement. Among the 
firms making good gains were 
Ford, Chrysler, Bethlehem Steel, 
Steel, and Standard Oil 

Total sales retail stores hit 
$16.3 billion January, per- 
cent from January, 1958, according 
the Department Commerce. 
All all, retail sales January 
were about high sales during 
the big Christmas sales month 


December. 


White SBA Post 


ILFORD WHITE has been 
appointed director the 
Small Business 
new office management and re- 
search assistance, according SBA 
Administrator Wendell Barnes. 


w 


Among other things, the new of- 


fice will maintain clearing house 


for information small business 


management. 

SBA also reports publication 
“Practical Business Use Gov- 
ernment Statistics,” which 
available from the Superintend- 
ent Documents, Government 
Printing Office, Washington, 
C., for cents. 

The booklet suggests ways 
which the small firm owner 
manager can use data published 
the Government. also tells where 


find useful statistics. 
> 


Budget Cuts Asked 
Council State Chambers 


Commerce has recommended 
cuts the 1960 budget totalling 


$3.2 billion. Included its targets 
the Small Business Administra- 
tion. 


The Council’s tax committee re- 


ports that believes “the SBA 
loan activities are not proper 
function the Federal Govern- 


ment.” 


Useful Publication 


useful publication 
the new “Tax Guide for Small 
Business, 1959 Edition,” also avail- 
able from the Government Printing 
Office. Price: cents. 

Ask for Catalog No. 22.19/2:SM 
1/959. The guide answers tax ques- 
tions for corporations, partner- 
ships, and sole proprietorships. 


Packaging Unimportant 


ECRETARY LABOR JAMES 
MITCHELL has said that 
doesn’t matter whether labor re- 
form legislation approved the 
single package which the President 
recommended passed pieces. 
“Whatever the packaging, it’s the 
product that counts,” the Secretary 
said. 


Charlotte Deal Okays 


$76,000 Back-Tax Debt 


GREENSBORO, C.—City 
Chevrolet Co., Charlotte, C., 
Tax Court here agreed 
pay the Government $76,000 set- 
tlement claim for income tax 
deficiencies assessed against the 
firm the Interna] Revenue Serv- 
ice for four years—1948-1952. 

The Revenue Service had claimed 
deficiencies totalling $158,000, The 
Government questioned whether 
some money paid corporation of- 
ficers salaries during the four 


years was “reasonable compensa- 


tion” whether the salaries should 


have been subjected corporation 


Engine bearings 
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the 
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‘Land sakes 
everyone knows 


keeps the wiggle 
out watching!” 


Now, try this 
new Power 
Your Dealer 


ABBY: How can you tell it’s Safety PLATE? 


You just look for the label, Abby. 
P-L-A-T-E. Course only General Motors 
have every window every car made 
the whole United States! Means better 
lookin’ all 


PRUDENCE: 


ABBY: You mean there’s difference between 
Safety PLATE and other safety glass? 


PRUDENCE: Worlds difference! Safety 
PLATE’s got the waviness taken out. Things 
don’t seem wiggle when you look through 
Safety PLATE glass. 


ABBY: Mmm, better feelin’, too. Seems right 
cool and comfortable here. 

PRUDENCE: That’s the Safety PLATE 
this car E-Z-Eye. They color special 
keep out sun heat and glare. Next best thing 
air conditionin’, say. 


Another America’s leading manufacturers, Libbey-Owens-Ford, 
delivering extra sales power for those who use its products and 
those who sell them. For, with the advertisement shown above, L-O-F 
has started color campaign the world’s most widely read magazine, 
Reader’s Digest. 


The result can mean extra sales for every automobile dealer who 
handles new used cars equipped with L-O-F Safety Plate Glass. 
Actually, more than third all new car prospects will exposed 
this campaign the Digest, read many good customers 
and prospects every sales area. 

“The Digest audience huge,” says L-O-F President Mac- 
Nichol, Jr., “larger far than any other. told that million 
people— least one out every four every dealer 
regularly and repeatedly. That means can tell lot people 
the benefits L-O-F Safety Plate Glass.” 


Why L-O-F Has Made the Digest 
The Foundation its New Campaign 


evaluating all media, L-O-F found Reader’s Digest combina- 
tion benefits available nowhere else. 


Using the Digest, L-O-F can address the largest existing audience 
car buyers audience with demonstrated ability buy, 
and with proven belief the magazine. 

This faith will help L-O-F advertising exert more powerful influ- 
ence. Dealers can benefit from this new power their automobile 
showrooms showing L-O-F advertising. Prospects will im- 
pressed because they know they can rely products advertised 
Reader’s Digest. 

All these unique qualities were factors which made L-O-F decide 
rely heavily upon the Digest for its 1959 campaign. Perhaps 
they are reasons you, too, should investigate how Reader’s Digest can 
heighten the success your next campaign. 


People have faith 


Digest 


Largest magazine circulation the 
Over 11,750,000 copies bought monthly 
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Highways 


Accident Death Total 


Put 91, 


Accidents killed 91,000 Ameri- 
cans 1958, injured 9.1 million and 
resulted economic loss 
$11.9 billion, according the Na- 
tional Safety Council. 

The death toll was down per- 
cent from the 1957 figure 95,- 
307, the council said, The acci- 

dent death rate was 52.5 per 
100,000 population which was 
called alltime low. 


Motor-vehicle accidents were the 
No. One killer, taking estimated 
37,000 lives 1958, compared with 
38,702 year earlier. The death rate 
per 100 million vehicle miles was 
5.6, the lowest was 
6.0 1957. 

Home accidents claimed 27,000 
lives last year, down 1,000 from 
1957; work accidents killed 13,300, 
compared with 14,200 year earlier, 
and public mishaps (other than mo- 


000 for 


tor vehicle) were responsible for 
16,500 deaths, down 1,000. 

The council said that one out 
every persons the suf- 
fered disabling injury 1958. 

The estimated economic loss 
$11.9 billion includes wage losses, 
medical expenses and overhead 
costs insurance for all acci- 
dents, production delays, damage 
equipment work accidents 
and property damage from traffic 
accidents and fires. 

Falls killed 18,500 persons last 
year, percent fewer than 1957; 
deaths from burns numbered 6,500, 
percent; drownings totalled 
6,300, down percent, and firearms 
deaths numbered 2,450, per- 
cent. 

Only one catastrophe 1958 
caused more than deaths, That 
was the Chicago school fire, which 


appeal the 


New styling, new features, new go! The 1959 cars are loaded with 
more the exciting new things buyers want than ever before. 


And salesmen for leading makes now have powerful selling 
unch brand-new kind original equipment tire. It’s the new 
Luxe Champion with Firestone Rubber-X and 


TYREX cord. 


Here, any standard, the finest regular original equipment 
tire ever offered America’s motoring public. 


Here, with Firestone Rubber-X, brand-new kind long- 
wearing rubber for tires. Firestone Rubber-X compounded 
specifically for each type car, truck, farm implement and con- 
struction equipment tire. Firestone tested for months for extra 
toughness and extra wear laboratories, proving grounds and 


over the highway. 


*TYREX—Certification mark of American Tyrex Corporation 


killed 93. There were four other 
catastrophes which more than 
persons died. 


addition last year’s 37,000 
traffic deaths, there were 1.35 mil- 
lion nonfatal injuries. The value 
property destroyed and damaged 
was estimated $1.85 billion. 

Home accidents caused four 

million disabling injuries, three 
times many were caused 
traffic mishaps. Economic loss 
totalled about $900 million and, 
mentioned, there were 27,000 
deaths. 

Work accidents injured 1.8 mil- 
lion 1958, compared with 1.9 
million the year before, and eco- 
nomic loss was about $3.85 billion. 
There were 13,300 deaths. 

There were about 2.05 million 
nonfatal disabling injuries public 
(not motor-vehicle) accidents which 
brought economic loss $800 
million, There were 16,500 deaths. 

Airplane accidents killed 129 per- 
sons—114 passengers and crew 
members—in four accidents which 
occurred the domestic passenger- 
operations scheduled 
air carriers. 

The passenger death rate per 
100 million passenger miles, based 
preliminary information, was 


Firestone Rubber-X and Cord ada 


4 


Dodge Dealers Discuss Plans— 


Meeting discuss promotion plans, members the advertising committee the 
Erie County (N. Y.) Dodge Dealers Retail Selling Assn. are, from left, Henry 
son, advertising, Buffalo Courier-Express; Robert Brost, Brost Motors, 
Charles Magie, Joseph Snider, Inc.; Albert Delacy, Delacy Motors, Inc., and 
Anthony LaMastra, Great Lakes Motor Corp. 


0.44, increase from the rate 
0.12 1957. 

the first nine months 1958, 
total 1,702 persons were killed 
all categories railroad acci- 
Injuries numbered 13,998. 
The safety council said compari- 
with 1957 cannot made be- 


And here, with TYREX, the strongest cord material ever built 
into standard original equipment tire. New cord offers 
new tire safety high speeds, new ride smoothness, new quiet. 


Good news about good things gets around fast. And right now it’s 


winning friends and ringing 
are featuring the big tire sales 


sales for leading makes that 
PLUS—new Firestone Luxe 


Champions, standard equipment extra cost! 


BETTER RUBBER FROM FINISH 
Copyright 1959, The Firestone Tire & Rubber Company 
Enjoy the Voice Firestone every Monday evening ABC television 


cause change Interstate 
Commerce Commission 
rules. 

The preliminary estimate fire 
losses 1958, made the National 
Board Fire Underwriters, was 
$1.056 million, percent from 
the comparable preliminary esti- 
mate for 1957. 


Marks Set Outstate Cars 
Entering California 


More than million out-of-state 
cars entered Southern California 
during 1958 new rec- 
ord for the fourth consecutive year, 
the Automobile Club Southern 
California reported. new state- 
wide mark also was set. 


Entry checks revealed that 
170 cars, carrying 3,298,802 pas- 
sengers, brought tourists and new 
residents the southern coun- 
ties, 3.4 percent increase over the 
previous record set 1957, the 
Auto Club said. Statewide entries 
increased percent 1,903,454 
break the record set 1956, the 
Club added. 


‘It CAN Happen YOU, 


Kemper Poster Warns 


safety poster being offered 
business firms and police officials 
the Central Automobile Safety 
Committee Kemper Insurance 
Co., Chicago. 

The poster warns: “It CAN Hap- 
pen You Seven Out 
Are Innocent Victims Law Vio- 
lators—Demand and Support En- 
forcement.” The poster available 
inches and envelope in- 
sert seven inches. 


North Indiana Toll Road 


The Northern Indiana Toll Road 
experienced 13.5 percent $1,- 
584,141.47 gain revenues during 
1958 compared with 1957, the 
Indiana Toll Road Commission has 
announced. 

There was percent pickup 
truck and bus revenues, the Com- 
mission noted its 1958 annual 
report, Revenues totalled $11,685,- 
757.41 and the road was patronized 
9,592,196 motorists, the report 
said. 

Pay-as-You-Go Highways 
Derided Ribicoff 

Abandonment pay-as-you-go 
financing favor bond issuance 
for highway construction was ad- 
vocated Gov. Abe Ribicoff his 
inaugural message the Connecti- 
cut Legislature. 

“Time and experience,” Ribicoff 
said, “have demonstrated that 
can never hope provide Connec- 
ticut the highway system needs 
doing the job piecemeal 
pay-as-you-go basis.” 


Rose Loans Car School 


Rose Motor Co., Glenwood 


Springs, provided Garfield 
High School with 1959 four-door 
Bel Air Chevrolet for the driver- 
education class. 

* 


New Road Funds Planned 


Plans for spending another $156 
million for highway construction 
the State Washington were an- 
nounced the opening the 1959 
Legislature. 


+ + 
Firestone 


SINCE DEALERSHIPS BEGAN! 


THE MOTORIST-APPROVED, INDUSTRY-COMMENDED 
AMERICAN EXPRESS CREDIT CARD PLAN 


Attract new customers only 
the American Express Credit Card 


Increase your vital repairs, credit headaches. 


parts, and service business. investment required. 


q 
a 


can 


ROUTES HUNDREDS THOUSANDS 
AMERICAN EXPRESS CREDIT CARD USERS 


This sign your door invites new 
business—and extra profits from 
the new ‘‘preventative mainte- 
customer whom service 
more important than price. 


AMERICAN EXPRESS 
CREDIT CARD 


DOMESTIC DIRECTORY 
1959 


find out how surely, 
easily, this big new 
business-builder can 


work for you, write 
American Express Co., 
Credit Card Dept., P.O. 
Box 2027, Church St. 
Sta., N.Y. N.Y. 


TRAVELERS CHEQUES ORDERS TRAVEL SERVICE FIELD WAREHOUSING OVERSEAS COMMERCIAL BANKING FOREIGN FREIGHT FORWARDING 


AMERICAN EXPRESS COMPANY 


Headquarters: Broadway, New York 400 offices principal cities the world 


This the card that organizes 
America’s most profitable group 
customers and directs them you, 
ever-increasing numbers. 


Your listing this Directory in- 
sures that the motorists with the 
most spend witl come you. 


he 
SERVICE 
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Auto Personnel 


president Air Reduction Sales 
Co., Y., the industrial gases and 
welding products division Air 
Reduction Co., Inc., has been ap- 
pointed president that division. 

who, vice-president Air Re- 
duction Co., will devote full time 


corporation affairs. 
* * 


Carriers Elect Rosenbaum 
Albert Rosenbaum has been 
elected executive director the 
Regular Common Carrier Confer- 
ence, New York. formerly was 
general manager. 
+ 
Three Executives Promoted 


Parker Seal Co. 


Increased responsibilities have 
been announced for three execu- 
tives Parker Seal Co. division, 
Parker-Hannifin Corp., Culver City, 
Calif. 

Paul Smith, general manager 
Parker Seal, becomes president 
that Scott Rogers, 


assistant general manager, becomes 
vice-president, and McCuistion, 
sales manager, becomes sales vice- 
president. 

* 


Dodge Ups Peterson 


Peterson has been appointed 
supervisor—planning the Dodge 
assembly plant Hamtramck, 
Mich. 


+ 


Cadillac Ups Olson 


Robert Olson has been ap- 
pointed business management 
field representative for Cadillac. 
replaces Robert Henning, who 
recently was appointed assistant 
advertising manager. 

* 


Victor Promotes Aukers 


Victor Mfg. Gasket Co., Chi- 
cago, has elected Albert Aukers 
industrial sales vice-president. 
Aukers joined the firm 


Bernz Promotes 


Appointment John Mallett 
general sales manager and Ray 


Parks Southern regional sales 
manager has been announced 
Otto Bernz Inc., Rochester, 


* * * 


Brown Named Sales Chief 
Ford Motor Sweden 


Douglas Brown has been ap- 
pointed general sales manager 
Ford Motor Co. 
Sweden. 
had been Europe 
and Egypt mar- 
keting manager 
for the Ford In- 


sion. 


Brown, who 
joined Ford Mo- 
tor Co, 1950 
public relations, 
succeeds 
Nielson, who 


D. A. Brown 
retiring. 


* * * 


Mechanex Names Keefe 
Raymond O’Keefe, former serv- 
ice merchandising manager for 
Trailmobile, Inc., Cincinnati, has 
been appointed general sales man- 
ager for Mechanex Corp., Denver. 

* * 


Lamson-Sessions Ups Kelly 
Kelly has been appointed 


sales manager the Chicago divi- 
sion Lamson-Sessions Co., Cleve- 
Kelly will responsible for 
sales activities the state area 
covered the company’s Western 
* * 
Johnson Named President 


Phil Wood Industries 


The directors Phil Wood In- 
dustries, Ltd., Windsor, Ont., have 
elected Henry Johnson president 
and board chairman. The company 
makes hydraulic hoists and dump 
truck bodies. 

the same time Philip Wood 
announced his resignation pres- 
ident and the sale all common 
stock the company Johnson. 
Philip Wood will continue di- 
rector and representative 
and Wood will continue 
general manager. Johnson for- 
mer controller Ford Motor Co.’s 
engineering division. 


Raybestos Division Promotes 


Sachs, MacMurray Sales 


Carl Sachs has been appointed 
marketing manager and John 
MacMurray sales manager the 
Asbestos-Grey-Rock division, 
Raybestos-Manhattan, Inc. 

Sachs, who joined Grey-Rock 


Most Famous Name Car Radios: 


MOTOROLA 


Brings new reliability, simplified 
installation car radios with 
compact transistor-powered line 


6°7 


VOICE 


Gleaming chrome-finish trim knobs and tubes plus power transistors. 12-volt operation. 


Never before has one car radio 
line given dealer much sell 
and many ways sell it! 


Good looks...extra power... 
greater reliability ...compact size 
for easy installation ... trim plates 


and adjustable shaft centers fit 
almost any car the giant 
Golden Voice* Speaker. 


You name the product advantage 
... you get sell new Motorola 
Model GV701 Car Radio. 


Pius complete line car radios fit almost any sports car, truck boat. 


radio failures occur. 


UWAPORTANT COMBINATION OF MOTOROLA EXCLUSIVES 
STRENGTHENS YOUR SALES STORY 
transistor replaces parts power section where 60% 


50% less battery drain—transistors use 50% less power. 
Power transistor eliminates need vibrator power section 
and ends annoying buzz and hum. 

Full 8-watt amplification without distor- 
tion gives rich, high-fidelity-like sound. Twice much 
audible volume—new Push-Pull Audio Output supplies twice 
much power speaker produced single-end type. 
station steady where signal present. 


*TRADEMARK OF MOTOROLA, INC. 


NOW 
AVAILABLE 


complete new Motorola 
Car Radio Antenna Line 


“Car Radio Department 
Operates 
less than sq. ft. Can 
return greatest profit 
per sq. ft. floor space 
any item handled. 


MOTOROLA 


Largest Electronics Manufacturer 


— 


1924, had been assistant sales mans 
ager, MacMurray, who joined 
Rock 1935, had been 


manager for Western Pennsylvania, 


Ohio, West Virginia, 


Kentucky and Eastern Michigan. 


Names Miller 


Marketing and Sales 


marketing and sales 
ident has been announced 
Wayne Corp. 

Miller formerly 


ident and 
marketing 
Needham, 
Brorby, 
Chicago. 
55, organized 
and staffed the 
sales promotion 
and 
ing department 
Norge Saleg 
Corp., division Borg-Warner, 
also has directed refrigeration and 
other appliance sales and saleg 
promotion for Westinghouse 
tric Bendix Home 
and Crosley division, Avco Mfg. Co, 


* 


R. E. Miller 


Scott Named Vice-President 


Ford Canada 


Karl Scott, organization plan- 
ning director for Ford Motor Co, 
has been named executive vice- 
president, Ford Motor 
Canada, Ltd. 
Emmert, resigned. 

Scott joined 
finance 
staff 1946. 
1951, was 
named controller 
the manufac- 
turing services 
from 
1953 early 1957, 
general 
manager the 
division. February, 1957, was 


named director the organization 


Kart E. Scott 


planning office, position 


his latest appointment, 


M-E-L Promotes Devona 


Doubek Chicago 

Two promotions the Chicago 
district have been announced 
M-E-L. 

Edward Devona, formerly 
Chicago district Lincoln merchan- 
dising manager, has been named 
general field manager for the 
M-E-L sales office district, and 
Frank Doubek, zone manager, 
has been appointed service man- 
ager. 


Stein Joins Pratt 


Allan Stein has been appointed 
special field representative for the 
Pratt Muffler Division, Chicago. 


Letterbox 


(Continued from Page 16) 


Jan Ross Motor Co., Inc., Colum- 
bus, 

Note: Jan Ross Motor 
Co. was the firm involved the 
case. The complaint was filed 
Leo McPherson, general man- 
ager Mid-Western Service 
Sales, Inc., Columbus, Volkswagen 
distributor for Ohio and Ken- 
tucky. 


(McPherson alleged that Jan 
Ross violated city ordinance 
fraudulent advertising running 
newspaper which identified 
the Ross firm “factory- 
authorized” dealership. Mc- 
Pherson claimed his company 
the only factory-authorized 
outlet Franklin County.) 

ok 


Renault 5th Hawaii 


request correction ofa 
story Page 123 the Feb. 
1959 issue, the sale imported 
cars Honolulu. 

are enclosing copy the 
official correction issued the 
Honolulu Advertiser which failed 
mention Renault its recapitula- 
tion foreign-car sales the 
Islands for 1958. 

The corrected top are 
lows: Chevrolet, 2,098; Ford, 1,411; 
Plymouth, 844; Vauxhall, 573; Ren- 
ault, 442; Volkswagen, 399; Hillman, 
367; Buick, 340; Oldsmobile, 294, 
and Fiat, sales 
manager, Universal Motor Ltd., 
(Renault-Peugeot distributors), 
Honolulu. 
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...the advantages aluminum 


NOTE: Before you buy any part 
designed and priced 
aluminum. material costs 
not determine part costs. New 
techniques and 
plicable aluminum—can 
lower final cost. 


Reynolds 
Aluminum 


the metal for 
TRADEMARK 


Watch Reynolds new DISNEY and “ALL-STAR week ABC-TV. 


and the integral design concept 


Savings piece costs and tooling reduced front end 
appealing are major benefits offered 
extruded aluminum integral bumper-grille. 

bumper-grille such sketched the front side 
this page, the versatile aluminum extrusion process per- 
mits number design and fabrication benefits. par- 
tially cost complete section can obtained without pre- 
liminary forming drawing operations. integral 
stiffeners can incorporated the unexposed inner por- 
tions the bumper. Non-uniform metal distribution can 
easily designed the section take care any 
peculiar loading attaching situation and permit mini- 
mum weight and cost. 

the grille area, air intake openings can provided 
simple perforated louvers other interesting shapes 
blanked the vertical constant section the aluminum 
extrusion. For decorative functional purposes, rubber, 
plastic metal inserts may applied any portion 
the exposed bumper-grille face using integrally ex- 
truded dovetails for attachment simplicity. 

Conventional forming processes can used for closure 
bumper erds. more complex wrap-around effects are 
desired, hot forming techniques can readily adapted. 
The hot forming process for aluminum extrusions removes 
previous styling limitations formerly thought con- 
nection with extrusions for bumpers and similar complex 
structures. 

addition the aluminum extrusion approach, alu- 
extrusions may the integral design approach. 
Also, bumper-grille area, the integral 
design with aluminum concept offers important potentials 
areas such hood grille, deck lid, rear quarter 
panel and 

For more information the applications above and 
aluminum mill products and fabricated aluminum parts 
and trim, call Reynolds Aluminum Specialists. They 
are your service help you get the very most from 
the aluminum you use. Reynolds Metals Company, Fisher 
Building, Detroit Michigan Box 2346-MW, 
Richmond 18, Virginia. 
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Philip Monaghan, general 
GMC Truck and Coach Division, em- 
phasizes point about his “Op- 
eration High 


ONTIAC. “Operation High 
Gear” “do-or-die” effort 
the part GMC Truck Coach 
division get substantially 
larger portion the truck 
market which, incidentally, ex- 
pecting boom the years ahead. 
1958 GMC produced 61,768 
trucks, 7.1 percent the total 

output. This was well behind 

the leaders Chevrolet, which 

made 278,615 units, and Ford, 

which produced 

Behind Operation High 
supporting force, are new top 
Management and Roger Kyes, 
group vice-president the Dayton, 
Household Appliance and GMC 
Truck Group. Also behind the pro- 
are all vast financial, 
research, manpower and other re- 
sources. 

Directly responsible for the suc- 
cess failure the program 
Philip Monaghan, who has spent 
half his years with GM, and 
the last six vice-president 
and GMC general manager. 


Monaghan described Operation 
High Gear “highly evolutionary 
—not revolutionary—concept 
philosophy product, management, 
sales, manufacturing and service. 
However, 


our basic objective—to 


Torturing Auto Brightwork— 


Detroit Tool Shops Face 


Financial Failure 


failure for sub- 
stantial number Detroit tool 
and die shops that supply the auto 
industry appears the offing 
before the year ends. 

good percentage the medium- 
sized and larger job shops the 
area indicated that their sales 
will considerably below 1958, 
which many respects was the 
worst year the industry’s history. 

The Automotive Tool Die 
Manufacturers Assn., which rep- 
resents 150 the larger shops, 
reports that the number man- 
hours worked 1958 was down 
percent from the 1957 slump 


GMC Eyes Bigger Market Slice 


year. conservative estimate 
that the industry’s 1958 volume 
was less than half its 1956 
sales. Profits slid much more than 

Principally responsible for the 
near-chaos this business the 
rapid growth the captive (fac- 
tory-owned) tool shops and the 
relatively small tooling program the 
auto makers have for their 1960 
models. 

Other factors that have contrib- 
uted the decline the Detroit 
tool and die industry are the grow- 
ing price-consciousness the auto 


car makers buy from out-of- 
Michigan and overseas tool sources. 


the most staggering 
blow that General 


Fisher Body division, the 


customer this industry for dec- 
ades, has almost completely with- 
drawn from the Detroit tool and 
die market for its models. 
Many Detroit shops, which have 
virtually “lived” Fisher Body 
work since their inception, say “we 
haven’t seen Fisher print 
months,” meaning that they 
even been asked quote tentative 
prices for work. Two shop owners 
said they couldn’t understand the 


industry and the tendency published statement 


make the most economical the GMC Dealer Council, 
that will produce the greatest said. 


enue the long run—is un- 
changed.” 

Discussing the need for some 
fresh thinking the truck field, 
compared truck progress with 
that the aircraft industry, 
both which began about the 
same time. While many new air- 
craft concepts have been intro- 
duced and outmoded, contin- 
ued, the trucking industry still 
makes bigger trucks merely 
using two longer pieces chan- 
nel iron for the frame. 

“What and everyone else have 
been doing,” Monaghan continued, 
“is start off with the basic truck 
and then just add components, in- 
stead designing components— 
such light cab, air suspension 
independent suspension right 
into the truck. course, we've all 
had build around the great vari- 
ety state trucking restrictions.” 

With this thinking the back- 
ground, Monaghan and his staff 
developed mid-1956 analysis 
what was needed the truck 
industry the future. 
> 
GOOD bit this analysis was 
based information gathered 


Engineering New Products 


Lab technicians from two companies subjected various chrome-plated parts 
process Corrodkote which accelerates corrosion and the technicians 
duplicate hours the punishment that these parts would get several months 
winter driving. Left: young woman Ford Motor Co. paints the Corrodkote 
Paste bumper section. Right: Hall Lamp Co. engineer dips mirror 
covered with the paste into humidity cabinet wear down the chrome 


“We have excellent dealer 
council,” added. al- 
most transportation engineers 
and they’re very outspoken. 
told them that had the desire 
embark entirely new 
program this type and 
asked them what they wanted. 

“Also, about this time had our 
engineers talk lot truck 
operators and then asked the 
engineers come with com- 
plete new program trucks. Si- 
multaneously, asked our sales 

(Continued on Page 33, Col. 1) 


the program was han- 
outside firms. 

The major factor the reduc- 
tion Fisher’s outside tool work 
the expansion the division’s 
own die, jig and fixture facilities. 
least dozen these captive 
shops are now operating and their 
work forces have been increased 
considerably. With two three 
exceptions, these tool shops are 
located stamping plants, thus 
saving tool transportation costs. 

Fisher Body engineers say that 
this internal tooling gives them 
much greater product security—a 
primary objective General Mo- 
tors for the past year two. 

Another factor tending reduce 
the volume Fisher Body tool and 
die work the common body shell 

(Continued on Page 28, Col. 3) 


Hand Controls Are Termed 
Boon Millions Drivers 


UFFALO. Because modern 

drivers would much better off 
they could control their brake 
and gas pedals with their hands, 
rather than with their feet. 

This earnest conviction belongs 
Paul Dunn, rehabilitation 
specialist who has made and sold 
some 3,000 his Dunn Drive Con- 
trols disabled veterans and other 
handicapped persons. 

Now, Dunn feels that the lower 
cars and the expressways are 
combining extend the market 
for his hand controls millions 
healthy people who pro- 
longed driving and other mil- 
lions whose leg control partly 
restricted arthritic, circulatory 
respiratory problems, 

our cars,” explained. “Now, with 
the seats, wheel and floor being 
lowered, the pressures are put 
the sacroiliac-to-knee area. The 
seats ‘cradle’ you—-covering 

larger area the body and re- 
stricting more blood. 

reduce re- 

action time, making driving 
more hazardous. This trend low- 
ness bound have effect, 
especially the right side, because 
the right foot extended ac- 
You get gradual solidifi- 
that extremity.” 

claimed that the foam rubber 
some cars today also handi- 
cap because supports the body 
unnatural manner, further re- 
stricting the quadriceps—the four 
front muscles the thighs that 
raise and lower the legs. 

Continuing his argument, 
said that it’s “positively provable” 
that the arms will not fatigue 


rapidly legs will, because the 
arms are closer the brain. 
added that this situation gets 
more serious person gets 
older because his heart gets less 
energetic and his arteries get 


According Dunn, his controls 
will speed the reaction time 
the average driver one-third, 
which can result car stopping 


(Continued on Page 30, Col. 1) 
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How ‘Hand Work— 


Joseph Callahan 


Inspection Plan Urged 


Smogbound 


MILD challenge has been tossed 
the auto industry the 
City Los Angeles set 
vehicle maintenance inspection 
program, sincerely interested 
solving its smog problem, 

This proposal was made the 
final session the Society 
Automotive Engineers’ annual 
meeting Detroit last month 
paper prepared three Chrysler 
Corp, engineers who have been 
working the Automobile Manu- 
facturers exhaust reduction 
program for several years. 

The engineers are Virginia 
Sink, Walter Fagley and 
Heinen, who also 
chairman AMA’s Vehicle 
Combustion Products Committee. 

While has been widely recog- 
nized that car maintenance would 
reduce air pollution, this intensive 
and documented study specific 
maintenance factors indicated the 
amount hydrocarbon emission— 
estimated percent—that could 
eliminated moderate main- 
tenance. 

Miss Sink, who presented the 
paper, also told how the inspection 
methods used Chrysler Corp. 
could expanded into practical 
program for inspecting car condi- 
tions municipality. 

> 7 

said that while the Chrysler 

findings could not applied 
directly all situations, they were 
such magnitude that they 
“should interesting any com- 
munity sincerely desirous reduc- 
air pollution from the automo- 

ile.” 

Basis the study was com- 
parison the exhaust emissions 
1956 field survey about 300 

(Continued on Page 32, Col. 1) 


Dunn, Buffalo rehabilitation specialist, exhibits the unit which permits 
driver control the gas and brake pedals hand. says modern car design 
making such controls for millions drivers. 


Monthly Section Describing and Interpreting Technical Developments 
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Fusion Engineering Offers 
Silver Brazing Pastes 


experimental kit silver brazing 
pastes (standard silver braze alloys and 
fluxes stable combinations) being 
Offered Engineering, 17921 
Roseland Ave., Cleveland, 


The kit consists three separate silver 
brazing for use testing produc- 
tion silver brazing applications and for 
determination cost reduction 
creased production potential. produc- 
tion Fusion silver brazing pastes can 
applied the production 
line rapidly three parts per second, 
said. 


Trucks Used 


Towline Conveyor System 


two tow conveyor lines 


the Fasterner Division, National 
Co., Rockford, 
the production layout 


the plant, these two lines consist Bor- 
rett single-stroke lift trucks whose 
The trucks, produced Barrett- 
Co., 628 Dundee Rd., Northbrook, 
interchangeable from one line 
the other where the connect 
transfer point. 


High Temperature Brazing 
Cuts Assembly Costs 


high temperature brazing process 
which makes possible the use lower 
cost place high cost 
investment casting now being used 
Processing Corp., 116 Manchester 
Ave., Highland Park, Mich., for the pro- 
duction diffusers and 
for aircraft engines 
engine turbochargers cost savings 
percent. 

Diffusers and rings are 
from heat-resistant sheet with 
hole-located vanes and then 
ready for brazing. Vac-Hyd uses two 
ing methods for this type. One 
vacuum brazing for higher strength 
critically stressed parts for special appli- 
cations. increase approximately 
percent the tensile and fatigue strength 
the brazed joints also re- 
ported over other methods. The other 
method, hydrogen brazing, somewhat 
more economical method better 
production parts, said. 


Balancing Machine Designed 


For Gyros and Armatures 


many more gyros, arma- 
tures and other rotors can balanced 
per hour speeds 14,000 r.p.m. 
with the Rava type gyro balancer an- 
nounced Olsen Testing Machine 


Co., 600 Easton Rd., Willow Grove, Pa. 

The part balanced mounted 
adjustable nylon supports and driven 
peripheral drive flat belt, air, 
under its own power, and its own 
bearings for optimum precision, 
said. Since there end drive, the 
use couplings eliminated. Four speed 
ranges are available any standard 
belt driven machine. 


Dow Chemical Markets 
Plastic Molding Material 


The first member family plastic 
molding materials has been 
Dow Chemical Co., Mich. The 
material copolymer styrene and 

Trademarked Zerlon 150, the product 
thermoplastic which Dow says has 
excellent clarity, processability, and good 


tremely tough, with good strength, heat 
resistance and light According 
Dow, typical uses might molded and 
extruded parts such horn buttons, me- 
dailions, knobs, dicks and decorative items. 


Sunnen Gage Dial 


imporved indicator for the 
AG-300 precision clearance gage 
been introduced Sunnen Products 


Co., 7937 Manchester Ave., St. Lovis 


Mo. 


Technical 


Three appointments the tire 


Engineering and Production 
New Products 


System Applied 
Automatic Lathes 


Incorporation preselector machine 
system into model lathes 
produced Seneca Falls Machine Co., 
Seneca Falls, Y., said enable 
operators set-up changes. 

The “dial” system substantially reduces 
time and therefore particularly 
desirable on short run operations, it is 
claimed. Both rough and finish passes are 
integrally controlled permitting automatic 
sequencing from “finish” 
passes without necessity removing work 


piece from between centers. 


Mechanism Turns Parts 
Racks Automatically 


An avtomatic turnaround mechanism 


Personnel 


patent section since 1951. suc- 


engineering and development Baillio, who recently 


partment Firestone Tire 
section. 


ber Co. have been announced. 
Robert Brooker was named 
manager passenger tire engi- 
neering; Kenneth Campbell jr. 
was made manager truck and 


Robert Lee becomes manager 
passenger tire construction. 


Allison Division Promotes 


Christenson and Tuck 


Allison division General Mo- 
tors has named Howard Christ- 
enson head the expanded re- 
search activities its transmission 
engineering department. 

Christenson formerly was chief 
development engineer. will 
succeeded that post Robert 
Tuck, 18-year Allison vet- 
eran. Christenson joined the 
Research Laboratories 1937 and 
was transferred Allison 1947. 

> 


Austin’s Gannett Retires 


After Years Service 


Gannett, engineering and 
research vice-president, Austin Co., 
Cleveland, has retired after years 
service with the firm. 

Joining the firm Cleveland 
1915 assistant chief engineer, 
Gannett was engineering and re- 
search vice-president for the last 
years. 


Butterfield Appointed 


George Butterfield has been 
named general manufacturing man- 
ager for Detroit Controls division 
American-Standard. formerly 
was superintendent the Colum- 
bus plant the corporation’s 


American Blower 


Berghoff Joins Dupli-Color 


Technical Director 


Wellington Berghoff has joined 
Dupli-Color Products Co., Inc., Chi- 
cago, technical director. 

had been laboratory super- 
visor for Ford Motor Co. for four 
years. Prior that held sim- 
ilar position with Packard Motor 
Co. 


* * * 


Sibbe Named Assistant Chief 


Patent Section 


Carl Sibbe has been promoted 
assistant director General Mo- 
tors’ patent section. 

Sibbe joined 1948 and has 
served the Detroit office the 


was named director the patent 


| (Continued from Page 27) 


program which, beginning with the 
cars, permits much greater in- 
terchangeability stampings (as 
well tools and dies). 
common body shell principle 
will again used the 
models, but there are many reports 
from other auto makers, suppliers 
vendors that this program 
abandoned for the ‘61 cars. 
This could wishful thinking but 
being heard increasingly 
well-informed circles. 

Supporting this report the fact 
that Fisher Body engineers are be- 
ing alerted for heavy overtime this 
summer and fall when the pro- 
gram really begins move. 

Another factor contributing 
the reduced purchases tools 
and dies the increasing ability 
and other company engi- 
neers re-use whole die 
part die that was built for 
previous model. engineers 
call these fabricating 
change orders, and be- 
come increasingly important. 


racks their way anodizing machine, 


has been designed and built Hanson- 
Van Winkle-Munning Co., Matawan, 

The mechanism labor and time sav- 
ing and for more efficient opera- 
tion of an automated system, the firm 


said. Swivel devices turn racks first one 
side and then the other racks 


travel along monorail. 


Polyurethane Type Rubber 
Used for Industrial Tires 


Development polyurethane syn- 
thetic rubber industrial tire with 
four times the wearing con- 
ventional industrial tires has been 
nounced the Research Division, Good- 
Tire Rubber Co., Akron 16, 

Made from neothane, the tires are de- 
signed for pallet wheels and steer 
wheels. The material has high resistance 
cutting and chipping, well excel- 
lent oil, weather and abrasion resistance 
High load bearing 


previously mentioned factors. Said 

one unhappy superintendent, “It 

looks like half facelift for 1960.” 


Ford, Chrysler Orders 


little optimism that does 
exist the Detroit job shops 
largely based the “fair-sized” 
1960 programs that have emanated 
from Ford Motor Co. and Chrysler 
Corp. 

generally agreed that Chry- 
sler has the largest tooling pro- 
|gram but its impact its Detroit 
and die sources has not been 
great because the tool-up pro- 


Allison Build 
Gas Turbine 


INDIANAPOLIS.—A compact, 
lightweight automotive-type gas 
turbine engine developing 225 
horsepower being made available 
military and commercial users 
heavy-duty equipment, according 
Newill, general manager 


Many the tool shop owners Allison division. 


that the scarcity Fisher Body 
work also the result very 
slight changes the cars but 
this impression could easily 
gained from the general reduction 
outside Fisher Body tool pur- 
chases brought the two 


Chevrolet Pays 
$606,000 for Ideas 


DETROIT.—Workers Chev- 


The engine was developed 
Research Laboratories and was 
originally installed the Firebird 
and Firebird series. Respon- 
sibility.for further development and 
production the GMT-305 “Whirl- 
now has been transferred 
Allison, Newill said. 

Prototype models have been or- 
dered several major equipment 
builders for delivery 1959, 
added. 

“Light weight and small size plus 
the advantages rotating regen- 


rolet manufacturing and for improved fuel economy 
plants received record high the Whirlfire fully competi- 
$606,000 with the best gasoline engines 


bonuses last year. Edward Cole, 
Chevrolet general manager, said 
the total topped the former high 
1957 nearly $35,000. During the 
year 11,691 suggestions were 
adopted Chevrolet. This 
amounted about 2,000 more than 
were adopted the previous year, said 
Cole. total 20,101 workers par- 


the market today,” said Newill. 


The Whirlfire will available 
for installation heavy-duty on- 
highway and off-highway vehicles, 
prime movers, military and marine 
applications and stationary power 
plants, said. Prototypes the 
Whirlfire also have been road- 
proven other gas-turbine ve- 


ticipated with yield 48,458 hicles, said. 


Plastic Agents Designed 
Increase Life Vinyl 


Longer life for car upholstery claimed 
with the development two plasticizers 
Plastics Coal Chemicals Division, 
Allied Chemical Corp., 40 Rector St., New 
York (Plasticizers are agents 
added certain plastics impart 
ness and flexibility.) 

Developed specifically for with 
vinyl, the plasticizers are said impart 
resistance oil and than 
conventional types. According Allied, 
interiors employing these new 
compositions will retain their original 
finish, even after repeated applications 
soapy water exposure the sun. 
The plastic agents are designated Elastex 
36-R Plasticizer and Elastex 37-R 
cizer. 


Firm Says Finish 
Doesn't Tolerance 


Nero-Zinc, green-colored solution 
formulated Wagner Brothers, 400 
produce deep, lustrous black finishes 
either plain zinc die cast 
immersion time, depending temperature 
range the bath. 

The compony says the development 
produces finishes with increase 
dimensional tolerance the treated 
parts, and applicable for 
color identification purposes such pre- 
venting mixup small ports 
production line where number small 
items ore being 


Detroit Tool Shops Face Failure 


off-highway tire engineering, 


gram being spread over approxi- 
mately two-year period. number 
shop operators said they had 
Chrysler work early 1958. 


Chrysler also doing more 
its own tool work its bolstered 
captive shops, such the Twins- 
burg plant, the Nine-Mile 
press plant Warren, 
and the Vernor tool plant De- 
troit. 


this connection, tool orders for 
the cars were generally placed 
the automakers about two 
months earlier than usual, giving 
rise the belief that the might 
introduced earlier than the 
were. 


One tool supplier said that most 
major items have Apr. deliv- 
ery date (compared June last 
year) but that “this target 
which most them are now going 
miss.” 

LACEMENT the bulk the 
automotive business October, 

November and December produced 
mild fall upturn, but this was 
partly stimulated some delayed 
price increases, according lead- 
ing tool and die official. 


Many the owners are hopeful 
that some the divisions— 
Pontiac, Buick and Oldsmobile— 
will give the industry mild boost 
the next few weeks when they 
order tooling for their front-end 
components, such grilles, dust 
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Books Cover 
And Corvette 


Guide” 
the newest publication the 
Modern Sports Car Series Arco 
Publishing Co., 480 Lexington Ave., 
New York. 

Included are maintenance in- 
structions, specification charts, per- 
formance tips and historic notes. 
Author William Carroll, 
News staff correspondent. 

Also available the Modern 
Sports Car Series “Corvette 
Guide,” Dick Thompson and 
Donn Hale Munson. Each book 
priced $2.75. 


q 


vs 


Ever had customer complain that cars what they used be”? 
Steel answers that complaint with its feature commercial this 
Wednesday evening (Feb. 25) the Steel Hour. The com- 


mercial brings back the famous Stutz Bearcat, contrast with the STEEL 
models. 


will show 22,000,000 viewers how today’s steels make today’s 


cars more drivable, more durable, more desirable than ever before. WED ESD 


will show how modern steels make possible graceful, flowing lines 


lasting beauty and value. 
Your customers will watching, learning how modern steels FEBRU ARY 


give them more for their money the new cars they buy. Why don’t 


you? enjoy Wednesday evening’s play, too. It’s Teresa Wright 


entertainer who runs afoul small-town marshal. 


(iss) United States Steel 


STARRING TERESA WRIGHT 


CHECK YOUR LOCAL LISTING FOR TIME AND STATION 


Cut Reaction Time... 
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Hand Controls Called 


Boon Motorists 


(Continued from Page 27) 


feet sooner, the case motions possible, after many 


vehicle travelling miles hour. 
* + 


Aid Chronically 


researching and solv- 
ing handicapped-d river prob- 
lems since 1942, Dunn was the 
staff the University Buffalo 
Chronic Disease Research Institute 
from 1951 1954, His job involved 
teaching the chronically ill drive. 

“By applying the things learned 
while working with the handi- 
capped,” continued, found 
could cut the fatigue and actions 
the normal, healthy person 
half. 

“Handicapped people made 
acutely conscious that human 
beings have limited 
set out eliminate many 


motion and position studies, 

feel that some control such 
mine should integral part 
the car the future—thereby 
making possible for million 
more people drive cars.” 

addition many the 60,000 
veterans who were disabled the 
war, Dunn said that his patented 
controls would benefit the 250,000 
persons who are being handicapped 
age and home accidents each 
year, the 600,000 Americans who 
have chronic circulatory, arthritic 
and respiratory problems and the 
150,000 people who have “restrictive 


problems” periodically. 
* 


questioned about recent 
charges his controls, Dunn 
said the principal changes consisted 


adapting the controls the 
changed car interiors. 

The car interior changes which 
Dunn has had circumvent are 
reduction the “working 
space” under the wheel (which 
particular problem the 
person large) and the tendency 
some auto makers encase 
the steering wheel with die- 
cast cover, These covers are 
usually removed, added that 
the Imperial presents special 
problem because the whole col- 
umn rotates. 

While the 300 driver controls 
which Dunn makes average 
year are varied the muscle 
restrictions his clients, his basic 
unit consists bar that projects 
out from spot about foot from 
the top the steering Two 
rods—one attached the brake 
pedal and the other attached 
the accelerator—are attached near 
each end the horizontal bar. 


Bar Brakes, Accelerates 


HUS, the bar fitted 
with rubber-gripped handle) 
brakes the car when pushed 


Testing Catalytic 


the cooperative research reduce hydrocarbons and oxides 
nitrogen exhaust gases, General Motors research laboratories have run tests 


experimental catalytic converter. 


Both single converter and system, 


above, have been tried determine whether catalytic oxidation process tech- 
nically feasible reducing certain exhaust gas emissions. 


simultaneous accelerating and brak.|for weak biceps 


ing, and vice 
Variations his control units, 


and accelerates the car when range from $15 $150 for 
pulled. This arrangement prevents complete installation, include units 


SELLING METHODS 


OUT 
SALES 


YOUR 
PICTURE! 


Vp 


YH 


ROO 
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FACE IT! The sales techniques most new 
and used car dealers haven’t kept pace with 
the modern, up-to-date features the products 
they sell. Different trade-in and pricing 
methods, confusing monthly payment and 
insurance figures all have contributed mys- 
tifying the average car buyer. 


NOW, FOR THE FIRST TIME, progressive car 
dealers can their cards the table” and 
give their customers the facts about deprecia- 
tion and trade-in values. What’s more, they 
can tell customers just what the trade-in value 
car will any time the future; then 
customers can choose the right price bracket 
according their means and wishes. 


Known the USED CAR VALUATION AND 
DEPRECIATION TABLE this handy pricing tool 
was developed result thirty years 
practical experience and research retailing 
automobiles. Its use has been thoroughly tested 
many leading dealers who unanimously say 
they wouldn’t without it. The effect has 
been restore customer confidence the 


dealer, cut down “‘shopping for trade- 
offers and more actual sales! 


THE COMPLETE KIT (copyrighted) includes large 
valuation and depreciation wall table, similar 
detailed pocket-sized table for salesmen’s use, 
special table showing depreciation the 
month, work day and work hour, plus pad 
newly developed ap- 
praisal forms (50 the 
pad) for quick-figuring 
individual deals. 

PRICE PER KIT: $10.50, 
postpaid, order many 
kits you need. Fill 
out the coupon below 
NOW and send with 
check money order. 


NATIONAL AUTOMOBILE DEALER CONSULTANTS 
1050 Erie Cliff Drive, Cleveland 


Enclosed check (or money order) for 


KIT $10.50 per set. 


FACTS BUILD CONFIDENCE! 


sets your used VALUATION AND DEPRECIATION 


AUTOMOBILE 


CONSUL 


ANTS 


STREET ADDRESS 


interested further details about your personal 
dealer consultant service. NO. 


right. left-foot controls, dimmer 
switches, wide pedals, pedal exten- 
sions and many others. 

Recently, has done some 
work help people drive en- 
tirely with their feet. One unit 
has been built, Steering ac- 
complished with hydraulic leg 
unit. 

Dunn said the swivel seats, of- 
fered Chrysler Corp. this year, 
are definite assist the handi- 
capped for getting and out, but 
that they support the body the 
same poor manner other seats. 

OME months ago was granted 

patent for “throughway 
throttle,” variation his basic 
unit designed for expressway 
travelling. 

Dunn’s control can also 
adapted dual control for 
high school driver training. 
Equipped with either dual hand 
foot controls, this unit permits 
safe, inexpensive nontedious 
training. The unit can re- 
moved from one car for use 
another. 

conclusion, said, “Salesmen, 
truck drivers and tourists can all 
better, safer drivers cars with 
controls. The facts are that any 
manner which the car driver 
can improved will help the 
great cause accident prevention. 
Engineers recognize that any im- 
provement reaction time pre- 
vents accidents.” 


Sales Mark Set 
Reinforced 
Plastics 1958 


NEW YORK.—Record sales 185 
million pounds reinforced plas- 
tics 1958, percent over the 
168 million pounds 1957, has been 
reported the Reinforced Plastics 
division, Society the Plastics 
Industry. 

1959 the industry expected 
percent, according Leven- 
hagen, division general chairman 
and president Molded Fiber Glass 
Tray Co. 

said new uses for these ma- 
terials were featured exhibit 
the division’s 14th annual con- 
ference Chicago February. 

Transportation was the rein- 
forced plastics’ market that suffered 
most 1958 from the drop pas- 
senger-car production, Levenhagen 
said. 

The volume reinforced plastics 
going this field will further 
increased such new uses the 
White truck cab, continued. 
This cab completely molded 
reinforced plastics for weight 
saving 500 pounds and tooling 
cost one-sixth that steel cab, 
added. 


Dutch Assembly Firm 
Licensed Willys 


TOLEDO.—Kemper van Twist, 
Dordrecht, Holland, has signed 
contract with Willys-Overland Ex- 
port Corp. assemble and dis- 
tribute Jeep vehicles Holland, 
Girard, Willys-Overland pres- 
ident, 

Established 1833, the Dutch 
firm has been the automotive 
business since 1918. 

Willys has assembly manu- 
facturing plants foreign coun- 
tries. There are Jeep dealers 
Holland. 


TARE 
DEALER 


W. Gray, £. A. Mayer 4. O. Evans C. G. Allred W. W. Pelsve 


2615" Dorede ‘SE. 830 Pleasant Lane 215 So. Third St. 3111 So. 10th East Rt. 2, Box 44 
Springfield, | Lothrup Village, Mich. Aberdeen, S. Dak. Glenview, lil. Cleor Lake, lowa Salt Lake City 6, Utah Creve Coeur, Mo. 


Lawrence Stromme 
3532 Utoh Ave. 
Minneapolis 26, Minn, 


G. A. Lyons 
78 Ridgeway Dr. 
Decatur, lil. 


4 . B. Martin 
7704 East 29th St, 
Tulsa, Okla. 


4. R. Kane F. Choco! €. B. Baroch 
3938 Lynner Drive 7456 No. Crossway Rd. —(Fox-Point) 4935 Randolph St. 
Des Moines 10, lowa Milwaukee, Wisc. Lincoln, Neb. 


Nowell K. R. Wright 
940 Lokeside Dr. SE 
Eost Grand Rapids, Mich. 


G. A. No 
12347 Ww. Oklahome St. 
Appleton, Wisc. 


Eubank introduces the 
Quaker State team that helps 
Midwestern dealers boost profits 


Delton Powell 
4708 Central Ave. 
Indianapolis, Ind. 


Wilbur Rusch 
4140 Jay St. 
Wheatridge, Colo, 


33964 Dr. 
Farmington, Mich. 


“Take good look the men this 
page. Chances are you’ve seen some 
them before. They’re Quaker 
State’s direct sales representatives 
the Midwest. 


“One these men (or one our 
many distributors’ salesmen) will 
out your way with the word about 
Quaker State’s exclusive 
Grading System. What’s 
more, he’ll tell you about the many 
sales aids that help keep profits high 
year-round basis! 

“Now, you’d like full informa- 
tion right away, hope get 
touch with the Quaker State repre- 


sentative nearest you. find 
address under each picture. 


“Or there are any questions can 
answer, just drop line direct 
Box 438, Northwest Station, Kansas 
City 


QUAKER STATE REFINING CORPORATION, OIL CITY, 


Member Grade Crude Association 


R. L. Blume, Jr. D. R. Hughbanks 
4501 West 69th St. 473 No. 17th St. 
Prairie Village, Kansas Noblesville, ind. 


H. R. Boker 
6195 Field St. 
Arvada, Colorado 


R. K. Thompson 
5224 Maddox Lone 
Minneapolis 24, Minn, 


R. A. Johnson 
2609 Kimbary Way 
Salt Lake City 9, Utah 


L. T. Brennan 
1912 DeCook Avenue 
Park Ridge, lll. 


Ann Arbor, Mich. 
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Los Angeles the Coor- 
dinating Research Council with the 
exhaust emissions from fleet 
engineering courtesy cars 
Chrysler Corp. This fleet ranged 
age three years and 35,000 
miles and included experimental 
The units were given ordinary 
service and 5,000-mile tuneups. 

The 5,000-mile tuneups con- 

sisted checking the compres- 
sion, spark plug gaps, distribu- 
tor, manifold, carburetor and 
timing. All defective parts were 
replaced. 

the effect main- 
tenance fuel consumption, Miss 
Sink said: 

“To give rough evaluation 
the effect poor electrical main- 
tenance and high idle adjustment 
fuel consumption, one-hour 
test was conducted the chassis 
dynamometer with the car good 
condition and also 
with the car 
what might 
called mildly poor 
condition, 

“Even with the 
very mild cycle 
used, the indica- 
tions are that 
savings the 
percent could 
achieved sim- 
ple maintenance. 
This most attractive possibility will, 
course, have explored fur- 
ther.” 


applying the Chrysler 
approach program for re- 
ducing hydrocarbon emissions, she 
said, community should make 
survey sufficient size establish 
the potential the approach. the 
survey showed that maintenance 
would reduce the hydrocarbon 
emissions, the next step would 
establish inspection program. 

The authors also tested and 
proved their theory about the value 
maintenance replacing used 
ignition system parts with those 
from essentially new cars. 

Several automotive engineers 
said that the need for car main- 
tenance probably greater 
Angeles than many other 
cities where colder weather 
makes some kind annual 
semi-annual maintenance almost 
“must.” 

Thus far, Los Angeles has taken 
action that would require its 
motorists maintain their cars 
better. This partly due lack 
instrumentation and procedures 
for conducting effective inspec- 
tion program. 


Virginia Sink 


Has Horsepower Race 


Reached Its Finish? 
the average 1959 car was 
only one unit over the average 
horsepower 259 1958, indicat- 
ing that the horsepower race among 
auto makers has pretty well 
ended for the present. 

The top powered 1959 cars are 
Chrysler, Imperial, Lincoln and 
Continental—all with 350 horse- 
power. American and 
Lark were tied for 
“low honors” with horsepower 
each. 

The compression ratio the 
average car was 9.5, also 
slightly from the average ratio 
Highest compression ratio 

(10.5), unchanged from last year, 
owned Cadillac and Buick. 
The lowest compression ratio— 
8.0—was slightly from the low 
last year, 7.8, The compression 
ratio the Rambler American 
and the Lark 8.0. 

These and the following facts 
were compiled “Brief Passenger 

Car Data,” booklet published an- 
nually Corp.: 

There are makes and 
models this year, compared 


MOTOR 


OHIO 


makes and models 1958. 


Packard was the casualty. 

The average engine cubic 
inch displacement 338, against 
325 1958. 

Maximum horsepower the 
average car reached 4,- 
448 Last year the top 
horsepower was developed 4,- 
534 

Average shipping weight 

models pounds over the 


average 3,775 for the cars. 
* 


Correct Pressure 


Shown Instantly 
GADGET that enables the mo- 


duced Somers, Ltd., Lon- 
don, England. 

The device, called “Indicap,” 
virtually miniature pressure gage 
mounted valve cap, The mo- 
torist inflates his tires the cor- 
rect pressure and replaces his four 
regular valve caps with four con- 
taining the new device. 

small red plunger the top 
the cap pops out indicate 
that the pressure correct. 
the pressure falls three pounds 
more, the plunger instantly falls 
in, indicating glance that the 
pressure too low. It’s less than 
inch longer than the regular 
valve cap. 

When the Indicap screwed 
down, depresses the valve cap 
plunger and acts stop valve 
itself. The center “pip” passes air 
pressure the main body the 
cap which contains plastic seal 
and accurately calibrated spring 
controlling the plunger. The cap 
made for variety pressures— 


torist check his tire pressure |one for most makes cars. 
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Write or call New Vors representative 
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MG Rast ted Street Sew York. New 


This three-tenths page odvertisement 

over 100 inquiries, many 
long-distance telephone and 

this unsolicited letter from the 
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KEWTLEY SPRED ROADSTER 


Integrated Aluminum Wheel— 

This aluminum wheel, designed Kelsey-Hayes Co., example the integral 
But how you keep idea. The wheel combines brake drum, wheel structure “spider,” wheel 
pressure gage—is now being 


cover and hub. 
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Pians Trucks Fit Buyer’s Demand for 
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GMC Eyes Bigger Market Slice 


j (Continued from Page 27) 
force come with similar 
program, 

“We then put all these reports 

into one hopper and sifted them 
down one package. Although 
each report was independently 


done, percent the staff came 


the same conclusion. And 
audit our thinking once month 
make sure it’s sound.” 


‘Beefed Up’ 


began implementing 
Operation High Gear mid- 
1956 “beefing” the GMC engi- 
neering department. Dave Crockett 
was hand-picked the new chief 
engineer because his reputation 
Cadillac, and because his repu- 
tation “heavy-duty engineer” 
acquired during the war when 
handled the Cadillac tank program. 

Also added the staff as- 


— — 


increases. 


Topay. 


QUESTION ABOUT IT. The “hot- 
test” market for quality products today 
America’s booming suburban communi- 
ties where modern shopping centers, giant 
supermarkets, smart stores and show rooms 
are ringing gigantic record sales 


NOT? This wonderful world 
with its concentration 
high-income, home-owning, multi-car- 
owning families the world home-cen- 
tered activities for families with flair for 
world families whose discerning tastes 
are matched their ability buy for 
greater needs. America’s most respon- 
sive market. This the World 


sistant chief engineers were Shel- 
don Little, also from Cadillac, 
and Charles Lewis, former 
chief engineer GM’s Holden 
affiliate Australia who re- 
turned here for health reasons. 
Donald LaBelle moved from 
development engineer truck en- 


Since 1956, the GMC engineering 
Staff has tripled. now has 677 
engineers and technicians—the 
largest staff the corporation, ex- 
cept for Chevrolet. 


The great variety GMC trucks 
and buses—some 1,200—makes the 
number engineers more impos- 
ing than is. Incidentally, great 
many these new engineers came 
from the aircraft industry, where 
lightness also stressed, 

“These fellows,” said Monaghan, 
“have taken the old blueprints and 
have thrown them out the window. 
They’ve started out design our 


new tractors right from the ground 
up. Once again, this that the 
trucker will get the greatest re- 
turn for his money. feel they’re 
really designing these vehicles 
exactly the job they’re intended 


new approach design 

required people who really 
know the heavy end the business 
—where lightness big factor,” 
Monaghan said. “The engineering 
program that has been developed 
the last years coming 
the front, little little.” 

When told that appeared that 
the major emphasis Operation 
High Gear thus far had been 
placed engineering, Monaghan 
said this was partly true, but that 
increasing attention now being 
given manufacturing and sales 
the new products come closer 
reality. 

“You can’t have any one section 


THE MAGAZINE PLEASANT PLACES 


Lark Tops ‘Domestics’ 
Canadian Rally 


TORONTO.—A Studebaker 
Lark led other North American 
cars place sixth preliminary 
overall standings the Canadian 
winter rally 

The Lark came second 
the larger-car class (engine dis- 
placement 1,301 and over) 
against competitors. tied 
with two other cars for sixth 
position the total field more 
than 160 entries. 

Driven Dr. Frank Lathe 
with Dr. Sheila Birse navi- 
gator, the Lark registered only 
“fault” points the 1,400-mile 
road test. 


stronger than any other,” ex- 
plained, “or will take over. You 
lose coordination. try apply 
the strength where it’s needed. 
the next couple months the 
major emphasis will placed 


manufacturing. 


“Then, the heavy forces will 
added sales. Until now, the major 


Selling $50,000 yachts? $500 Hi-Fi sets? 


Whatever you sell, you can sell more the Wonderful World 


Suburbia Today 


papers, Topay offers advertisers 
concentrated coverage depth 438 top- 
rated suburban communities—outstanding 
shop-at-home suburbs the country’s 
leading metropolitan centers. 


advertisers unprecedented op- 


portunity concentrate their sales mes- 


Topay. Call him today. 


Distributed 175 selected suburban news- 


Today 


sage today’s most fertile market with 
maximum impact and results. 
follows the most alert retailers into 
the golden land preferred customers. 


Topay not already high 
your media list, let show you why 
should be. Your representative has full in- 
formation including the latest additions 
the evergrowing list outstanding subur- 
ban communities covered 


Reaching 1,204,934. families 175 top-rated suburban communities. 


The smart, 
monthly 
colorgravure 
magazine 
newspapers 
selected 
suburban 
communities 


changes have involved bringing the 
right people the right spot and 
working strengthen our dealer 
organization (consisting about 
3,000 dealers, including 240 exclu- 
sive GMC outlets).” 
* + 


GMC Team Young 


the GMC manage- 

ment, said was the sec- 
ond oldest man the staff, 
terms seniority, with only six 
years the job. The average man 
the staff years old and 
has years experience. 

Monaghan then stated that 
tremendous change the GMC 
manufacturing facilities will 
made the near future, with en- 
tire plants being moved. 

Within the next year all GMC’s 
million feet manufacturing 
space will gutted and new equip- 
ment moved in. Included this 
program the engine plant (which 
already has been moved new 
temporary quarters), the assembly 
plant and sheet metal and miscel- 
laneous facilities. 

Monaghan, who former as- 
sistant factory superintendent for 
Oldsmobile, then evaluated his man- 
ufacturing staff saying that 
manufacturing has three major 
functions—to build cost, build 
quality and build time—and 
that his staff was doing good job 
all these. 

said major objective was 
reduction the number trucks 
offered without reducing the earn- 
ing power any customer. 
said simplification product 
lines would benefit dealers low- 
ering required parts inventories, 
reducing the chances misapply- 
ing vehicles, simplifying service 
and other ways. 

According Monaghan, the 

first products Operation High 
Gear, the DLR-8000 and the DLF- 
8000, which were introduced 
prototypes recently, will “even- 
tually replace many more models 
our trucks and our com- 
petitors.” 
said that these trucks had 
new features designed 
new way. Among these are the fab- 
ricated frame, aluminum 48-inch 
cab, independent front suspension, 
air suspension and new type 
steering gear and control island. 

Monaghan said these trucks were 
largely designed customers 
that most the features were re- 
quested them. 

“This truck and the others 
come will give much considera- 
tion possible providing ex- 
actly what the customers want,” 


said. 


Aluminum Use Growing 


ASKED about the use alumi- 

num the new GMC program, 
said well aware the 
power-to-weight ratio. one 
the biggest aluminum users 
the The use aluminum 
being extended great deal. And 
know how use it. have 
our own extrusion plant.” 

When questioned about the 
superiority gas diesel en- 
gines for trucks, Monaghan said 
gas engine can built dur- 
able diesel engine, but that 
thus far the gas engine has not 
been exploited enough get the 
maximum durability out it. 

(Continued on Page 36, Col, 3) 


MR. SALES MANAGER! 


You'll find ST. CLAIR INN, just 
miles upriver from Detroit, THE 
place for good sales meetings! 
Everything you need plus resort 
atmosphere and complete control! 
Contact Creighton Holden Mrs. 
Margaret Nelson. 


St. Clair Inn Country Club 
OPEN ALL THE SCENIC ST. CLAIR RIVER 
Owned and operated by the Holdens 
ST. CLAIR, MICHIGAN dial 9-2222 


AUTO-TURNTABLE 
Assembled 
For display 


Send for 
free folder. 


AMER-STAGE 


805 East 134 St. 
Bronx 54, N. Y. 


153 Nerth Michigan Avenue, Chicago 


TOWN MEETING 


Mercury-Edsel-Lincoln Dealer Council System 
Promotes Factory-Dealer Cooperation Through 
Open-Forum Discussion Ideas 


Political scientists often point the town meetings colonial America 
the purest example democracy action. There, each man had equal say 
the affairs the community. 


This same respect for the viewpoint the individual forms the basis the 
Mercury-Edsel-Lincoln Dealer Council System. Here, each dealer through 
his elected representative, has both the right and responsibility speak 
his mind before top management matters corporate dealer policy. 


Each recommendation thoroughly studied during the National Dealer 
Council Meeting Dearborn, Michigan, and the decision reached re- 
layed the individual dealer, completing the full circle dealer-factory- 
dealer communication. many Ford Motor Company dealers know, from 
personal experience, today’s dealer proposal often becomes tomorrow’s 
company policy. 


Typical dealer response this System was the resolution, published 
following the recent Mercury-Edsel-Lincoln National Dealer Council 
Meeting President Stewart Evans Detroit. stated 
“M-E-L dealers are greatly encouraged the fact that the Division and 
the Company are dealing with the opportunities and problems today’s 
market with skill and resourcefulness, planning for the years ahead 
progressive yet sound and realistic basis, while continuing use every 
resource their command make each our cars the most competitive 
product its field, now and for the 


The resolution added that the Council had enjoyed “absolute freedom 
opportunity express opinions and views, and ask questions any 
and all matters mutual interest. The management the Company and 
the division were absolutely frank and straightforward their response 
every question.” 

Because his Council, each Ford Motor Company dealer can voice his 
opinion the shaping sound corporate practices which ultimately 


benefit dealer and management alike. Another reason why great 
dealer the Ford Family Fine Cars. 


FORD MOTOR COMPANY 


The American Road, Dearborn, Michigan 


FORD THUNDERBIRD EDSEL MERCURY LINCOLN CONTINENTAL MARK 
ENGLISH FORD LINE GERMAN FORD LINE FORD TRUCKS TRACTORS 
FARM IMPLEMENTS INDUSTRIAL ENGINES 


FORD FAMILY FINE CARS CLEARINGHOUSE NO. 123 SERIES 


Open-forum type discussion—dealer representatives express views Division manage- 
ment recent National Dealer Council Meeting 


Pd 
~ 


Champion Aluminum User— 

The 1959 Imperial the champion user aluminum, according Aluminum Co. 
America. Shown with the car are representative aluminum parts which contribute 
average 100 pounds per car this make, Alcoa said the average 
uses 51.58 pounds the light metal. 


Ford Names Dealers 


New Ford dealerships Chisholm, headed Eugene 
include Panther Motors, Inc.,| Hines and Miller Motors Litch- 
Pine Island, headed field, headed John Miller and 
Scarborough; Lake Street Anderson. 


Biggest Line 


Truck Bodies! 


Steel and Alumi- 
num Units each with choice hundreds 
optional features 


Beverage Bodies With Sliding 
load accessibility 


TRUCK BODIES 


NAME 
COMPANY 
ADDRESS 
CITY 


And Best Deal 


FRUEHAUF TRAILER COMPANY 


10952 Harper 
SEND FULL FACTS TRUCK DEALER PROFITS AVAILABLE 
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Plans Trucks Fit Buyer’s 


Market Slice 


Eyed GMC 


(Continued from Page 33) 


However, admitted that sales 
the diesel tractor in- 
troduced last April, were sur- 
prisingly good. 

“Better engines are needed for 
trucks today’s expressways,” 
added. found that you can 
get much durability out 
engine you build into it. some 
our tests, we’ve upped the effici- 
ency gas engines 400 percent.” 

Agreeing that there growing 
trend make the truck driver hap- 
pier, commented “we feel that 
the cab the driver’s office. you 
make the driver comfortable, 
better and safer driver and 
take care the truck.” 


SAID that must kept 
mind that trucks put 100,000- 
200,000 miles year—mileage that 
cars don’t put years. 
Asked about the future the 


trucking industry, enthusiasti- 
cally predicted will have phe- 
nomenal growth the next 
years due the decentralization 
factories away from cities, the 
growth suburban living, the 
expansion demand for services 


Virden Sees Big Three 
Introducing Small Cars 


Virden, president and chairman 
Eaton Mfg. Co., has joined 
Borg-Warner Chairman Roy 
Ingersoll publicly expressing 
expectations that the Big Three 
will produce small cars, 

Virden said “guesses” two 
the Big Three will introduce 
small cars this year with the 
third following soon thereafter. 


Clinch your chassis sales 


and enjoy sizeable 


Profits” with low-cost 
Fruehauf Truck 


THERE’S NOTHING BUT PROFIT selling 
Fruehauf Truck Body along with your chassis— 
work, worry, cost, handling. Fruehauf 
mounts, paints, and delivers practically overnight. 
Your profit the body clear. 

The cost any Fruehauf body competitive, 
yet the name well-known and respected, that 
you have practically selling do. Even more 
important, for the sake your customer good will, 
Fruehauf backs its product one else can! 

Save shopping time and bargaining effort 
dealing with the manufacturer the broadest line 
truck bodies found anywhere. Fruehauf 
builds complete selection closed open top 
smooth panel steel bodies with straight-frames 
wheel-housings, aluminum units many lengths 
with beaded smooth panels exterior posts, 
and sliding-panel beverage bodies. Optional features 
available, such rear and side doors, accessories 
and fittings, are practically countless. 

Send for the full, money-making story now. 


Truck Body Division 


STATE 


Detroit 32, Michigan 


and the decline other modes 
transportation. 

“Of all the settled industries,” 
concluded, “ours growing 
than any other. The truck 
growing more rapidly than the 
auto industry. 

“But, regardless what you say 
do, you always get back one 
key point. man buys truck 
make money. The best truck the 
one that best earns its keep.” 


Briefs 


Firm Says Coating Process 


Ups Abrasive Product’s Life 


FORT LEE, J.—Abrasives Co. 
America has announced new 
process for coating abrasive prod- 
claims 
will increase wearing qualities 
the materials from 200 per- 
cent. 

The firm said the process makes 
use magnetic force coat flex- 
ible backing materials with abra- 
sive products, Abrasive particles 
are firmly embedded the adhe- 
Sive coating with the sharpest 
points upwards assure the maxi- 
mum number cutting edges, the 


firm said. 
* 


Aluminum Finish Developed 


NORTH HOLLYWOOD, 
chemical process for finishing 
aluminum has been developed 
Republic Chemical Co, The non- 
electric process, called Recodizing, 
produces grainy structured satin 
finish different types alu- 
minum alloys and said 
both low cost and highly corro- 


sion resistant. 


Record First-Quarter Sales 


Forecast Airtemp Chief 


DAYTON, Record-breaking 
first-quarter sales Airtemp air 
conditioning and heating equip- 
ment have been forecast Paul 
Augenstein, president Air- 
temp division, Chrysler Corp. 

“Figures for the first three 
months 1959 already show more 
than percent increase busi- 
ness over the same period 1958,” 
said. “Based the unprece- 
dented early results feel are 
starting the best sales year our 
25-year history.” 


ASTE Expands 


DETROIT. expanded pro- 
gram technical seminars, largest 
ever scheduled its 27-year his- 
tory, has been announced the 
American Society Tool Engi- 
neers. Ten separate seminars have 
been scheduled. 


Hunter Buys Out OMC 


RIVERSIDE, Calif—Olin Math- 
ieson Corp. has sold its 
majority interest Hunter En- 
gineering here Joseph 
Hunter, who now sole owner 
the company and will continue 
operate for the 
aluminum sheet, strip and extru- 
sions. 

Commerce Dept. Withdraws 


Obsolete Light Standards 


WASHINGTON. Ten Commer- 
cial Standards auto lighting, 
established 1941 under the coop- 
erative procedure the Commerce 
Department, have been withdrawn. 
The standards are obsolete and 
have been superseded those 
the same subjects shown the 
1957 SAE Handbook. 

Titles the deactivated stand- 
ards are: CS80-41, Electric direction 
signal systems other than sema- 
phore type for commercial and 
other vehicles subject special 
motor-vehicle laws (aftermarket); 
CS81-41, Adverse-weather lamps for 
vehicles (aftermarket); CS82-41, 
Intercontrolled spotlamps for vehi- 
cles (aftermarket); CS83-41, Clear- 
ance, marker and identification 
lamps for vehicles (aftermarket); 
CS84-41, Electric tail lamps for 
vehicles (aftermarket); CS85-41, 
Electric license-plate lamps for 
vehicles (aftermarket); CS86-41, 
Electric stop lamps for vehicles 
(aftermarket); CS87-41, Red elec- 
tric warning lanterns; CS88-41, Li- 
quid burning flares, and CS97-42, 
Electric supplementary driving and 
passing lamps for vehicles (after- 
market). 


on 


Millions car buyers 
are reading about 


Laminated 
Safety Glass (LSG) 


car buyers become more safety- 
conscious, they are asking many 
questions about automotive safety glass, 
Here are the answers some the 
questions your dealers and salesmen 
may asked about LSG: 


“Invisible Sandwich”: 
LSG literally plastic-glass 
pieces 
glass bonded with completely 
transparent tough sheet plastic. This sandwich 
construction easy point out. Along any 
exposed edge LSG, you will see “line” running 
along the center the edge. That “line” the 
plastic interlayer. (No “line,” LSG.) 


“Windshield Safety”: 
Every American-made car 
truck required have 
windshield made LSG. 
It’s the only type safety glass that has 
plastic safety layer bonded between two pieces 
glass. Many cars, but not all, have this 
“windshield-safety” their side windows well. 


“Friendly Spider Web”: 
The plastic interlayer 

LSG reduces the hazard 
flying glass. rock 

other sharp object striking window 
windshield made LSG might crack the glass. 
But the plastic interlayer helps hold the broken 
pieces together and keeps them from flying apart, 
thus forming “friendly spider web.” 


“Extra Margin 
Safety”: case both 
doors and windows 

are jammed shut, LSG 
provides emergency exit. window made 
LSG can cracked with any handy object— 
even person’s elbow foot. Once cracked, 

push will bulge out the window 

and can shoved kicked out the frame, 
“extra margin safety” for escape. 


Monsanto does not make LSG, but supplies 

the plastic interlayer leading manufacturers 
Laminated Safety Glass. 

Monsanto Chemical Co., Plastics Div., 
Springfield Mass. 
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With Growth Captive Shops... 


Detroit Tool Shops Face Failure 


(Continued from Page 28) 


shields, bumpers, hoods and fend- 
ers. Chevrolet has also increased 
its facilities and does comparatively 
little business with Detroit shops. 

Discussing the divisional situ- 
ation, one official said, “The 
divisions can’t move until they 
know precisely what body go- 
Fisher, which may maye 
changes where the front end 
ties with the shell. That’s why 
their work always delayed and 
hotter than pistol.” 

One the few bright spots 
the tool-shop horizon 1958 was 
the re-entry American Motors 
into the market with relatively 
small buying program, after 
couple years practically 
ordering. 

> 


Budd Key Factor 


REGARD the general de- 
cline Detroit tool business, 
there growing awareness 


among many the owners principal Chrysler work received 


impact that Budd Co. has their 
business, 


Budd’s primary automotive prod- 
uct body stampings, and sells 
goodly volume them every 
major car and truck maker, includ- 
ing General Motors. produces 
either all substantial portion 
the stampings the bodies for 
the Thunderbird, Lark, Rambler 
and Imperial. 


Budd has huge 1,200-man tool 
shop Philadelphia which tools 
its own presses, thereby en- 
abling remain competitive 
with the cost-conscious auto mak- 
ers, particularly for low-volume 
stampings. 

Its experience with the unitized 
body has convinced number 
job shop owners that Budd has 
gotten substantially larger 
amount work for the Chrysler 

Corp. models, which reportedly 
will largely frameless. 

One owner medium-sized 
shop east side said the 


1956 was that subcontracted 
him Budd. added that gen- 
erally Budd buys Detroit only 
when most shops are filled capac- 
ity with work. 


* 


AST summer some the tool and 

die shops pinned their hopes for 
moderately good 1959 two 
things—the Big Three small-car 
programs and anticipated de- 
fense program. Both these hopes 
have faded. 


The small-car programs 
and Ford both are under way, but 
the captive shops are doing most 
the die, jig and fixture work, 
except for few underbody and in- 
terior stampings that give clue 
the cars’ appearances. Chrysler 
small-car program expected later 
the year. 

The Defense missile 
projects proved insignificant 
the Detroit job shops because 
they are principally electronic pro- 
grams. 

Although there little cheer- 


Mobility Plus 


S-P’s Twin Traction 


Beats Ice 


SOUTH traction, 
limited-slip differential available 
optionally Studebaker cars 
and trucks, has proved its value 
thousands motorists this winter, 

Despite record accumulations 
ice and sleet, numerous own- 
ers twin traction equipped cars 
have reported overcoming the ad- 
verse driving conditions with ease 
while hundreds their fellow mo- 
torists were stranded, added. 

Twin traction was developed 
Dana Corp., Toledo. The device was 
first offered optional equipment 
all Packard Clipper models, 
and Studebaker trucks the fol- 
lowing spring. 


ing, the Detroit tool industry has 
experienced brief flurry ac- 
tivity the past month, follow- 
ing the successful settlement 
nine-month dispute between tool 
and die associations and UAW 
Locals 155 and 157. 

avoiding any immediate wage 
increases and some other costs, the 
tool and die shop owners were able 


YOU CAN KEEP BEATING INFLATION BEARING COSTS 


THIS CHART shows happened 
the price Timken® bearings 
for automobiles compared other 


170 


160 


Timken Company labor cost index 


150 


140 


things automakers buy, since our 


new-design bearings came along. 
Almost nothing! You helped keep 
the cost down standardizing 
these new-design Timken tapered 
roller bearings made ultra-mod- 
ern methods. Now, here’s how keep 
that price way down (see below). 
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Metal and metal products* 


Possenger 


All ore indexes, 
wholesale prices 
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1957 1958 1959 


| COMPUTED FROM TOTAL VEHICLE COST OF PINION, DIFFERENTIAL REAR AND FRONT WHEEL BEARINGS. 


WITH MORE STANDARDIZATION BEARING SIZES 


THIS PICTURE shows just few 
the custom-made machines our 
revolutionary Bucyrus, Ohio, plant 
that has industry buzzing. stand- 
ardizing even more few Timken 
bearing sizes (especially pinion 
and differential), you enable these 
missile age machines run non- 
stop production. Result: 
keep production costs down 
and continue pass the savings 
you. more standardizing. Use 
more Timken bearings made 
cost-cutting techniques. The Timken 
Roller Bearing Company, Canton 
Ohio. Canadian plant: St. Thomas, 
Ontario. Cable: 


TAPERED 
BEARINGS 


First bearing value for years 


hour the wage differential betwe 
their shops and Big Three sho; 
This differential believed 

important factor the 


try’s troubles. 


Strike Proves Harmful 


generally felt that the pro- 
longed negotiations hurt the 
troit tool and die industry’s hopes 
for prosperous 1959 because pros- 
pective buyers were afraid plac- 
ing orders shops that could 
tied any day strike. 

Several shop operators said their 
efforts diversify into other in- 
dustries have been blocked 
prejudice against the Detroit shops 
the minds many businessmen 
around the country. This prejudice 
based prices, politics, and 
other factors. 

Recent activity has consisted 
largely requests for price quo- 
tations thus far, explaining the 
lack any great enthusiasm 
the shops. 

This points important fac- 
tor the entire situation—the al- 
most complete lack profit, even 
among the firms that are doing 
some business because the ex- 
treme, almost cutthroat competi- 
tion. 

Price shopping prevalent. Sev- 
eral owners reported that they are 
getting only about percent the 
jobs they quote on, compared 
percent years gone by. Many 
price quotes are received from Big 
Three supplier divisions and outside 
Suppliers the basis “How 
much would this cost get 
this job?” 
that the net result 

this intense competition 

profitless operations, one veteran 
shop owner said, “The boys 
the industry are cutting each 
throats. They down $1, 
$1.25 $1.50 hour below their 
costs—until they finally catch one 
(job). 

“They figure that got your 
basic labor rate and anything above 
that, regardless how little, will 
help you absorb some the fixed 
you can recover part the 
overhead, and possibly reduce your 
from $60,000 $40,000. 

“It’s like man who drown- 
that drown slowly, instead 
drowning immediately. 
just prolonging it.” 

Competition the industry 
such that many the shops are 
quoting jobs that they have 
never found worthwhile previously. 
For instance, some large shops with 
big overheads are bidding prints 
that were formerly considered al- 
most the exclusive province 
medium-sized shops. And these 
shops are similarly cutting into the 
business that was formerly left 
the small shops. 

course, even more disconcert- 
ing these owners than the dearth 
business now their slim back- 
logs future jobs. 

New Scapegoat 
YEAR ago many the tool 
and die producers blamed hard 
times foreign tool buying the 
auto makers who were unable 
convert their foreign profits into 
cash and agreed take tooling out 
these countries instead. 

This year, the tool men placed 
much less emphasis this fac- 
tor, although most feel that 
still going on. generally be- 
lieved that this will become less 
factor the European Com- 
mon Market develops (permitting 
more conversion profits 
cash) and the expanding Euro- 
pean auto industry provides more 
work for the European tool shops. 

How much tool and die shops out- 
side Michigan have cut into the 
Detroit job shop business difficult 
determine, although the Automo- 
tive Tool and Die Assn. estimates 
that the Detroit shops got about 
percent the outside business last 
year, compared percent 
1946. 

Most owners were loss 
explain why more the Detroit 
shops hadn’t already failed. 

tell you why they’re all hang- 
ing on,” one said. “First 
most them have fat years be- 
hind them. Secondly, they’re hang- 
ing around see what the big 
program amounts to. And 
finally, they can’t sell their busi- 
nesses.” 
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Everywhere you turn 
dealers are making... 


Eastern retail drug chain southern construction 
materials company midwestern service station 
group western retail sales company every- 
where you turn COMMERCIAL LEASING dealers are 
closing local leasing contracts like these. 


And, every turn, these leases mean profit from 
each unit you lease 


you get extra service and parts volume, 
because this maintenance leasing plan. 


you control condition and time resale 
used cars. 


you enjoy bigger factory bonuses increased 


volume. 


you pay fees licensing costs, invest 
capital. 


Combine this dealer-tailored plan with complete 
selling program plus national advertising, and you 
get package that makes Commercial Leasing your 
best bet the booming leasing field. Contact your 
local representative for the full story. 


ANOTHER SERVICE OFFERED AFFILIATES COMMERCIAL CREDIT CORP. 


LEASING 
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Court Decisions 


Leo Parker 
Attorney at Law 


HIGHER court rendered 
important decision holding that 

prospective purchaser who drives 
automobile for relatively long 
period time for testing auto- 
matically becomes its lawful owner. 
For example, Beardsley Chev- 
rolet Co. Edwards, 310 (2d) 
539, the testimony 
showed facts 
follows: man, 
named Edwards, 
wanted pur- 
chase used au- 
tomobile from the 
Beardsley Chev- 
rolet Co. The lat- 
ter permitted Ed- 
wards drive 
the automobile 
before deciding 
that would 


L. T. Parker 


purchase it. The automobile was 
driven, during the weeks which 


followed, several persons includ- 
ing Edwards, 

complaint was made about 
the performance the vehicle 
other than that was sometimes 
necessary for them “pump” 
the brakes before they could 
applied successfully, 


One day when Edwards’ employe 


Sacramento Dealers 


Reelect All Officers 


SACRAMENTO, good 
term deserves another the Sac- 
ramento dealer organization. Mem- 
bers reelected their slate officers 
including: 

John Drew (Dodge-Plymouth), 
president; Steve Beamer (Stude- 
baker), vice-president; Lew Wil- 
liams (Chevrolet), Dick Warren 
(Pontiac), Roy Jacobes (Lincoln- 
Mercury), Newton Cope (Buick) 
and Don Ried (Cadillac), directors. 


was driving the vehicle, sud- 


denly came upon another automo- 
bile stopped the road front 
him, order avoid striking 
this car, swung into the opposite 
lane and there collided with 
automobile driven one Broach. 

state policeman who investi- 
gated the accident testified that 
Edwards’ employe told him the 
brakes must have been faulty 
some way because they didn’t stop 
the first time pressed them. This 
officer stated that had pump 
the pedal four times, when tried 
the brakes after the accident, 
before pressure was 

+ * * 


Dealer Sued 


SUIT was filed against Beards- 

ley Chevrolet for heavy 
damages the contention that the 
company’s officials knew the bad 
mechanical condition the auto- 
mobile and, knowing was unsafe, 
allowed Edwards use the 
highways. 

The higher court refused 
hold Beardsley Chevrolet Co. 
liable because the evidence 
proved that Edwards had used 
the vehicle for long time and 


4,000 Attend Auto Show 

Staged Medows 
SOUTH BEND.—More than 4,000 


persons attended “MedowRama,” 


10-day auto show staged here re- 
cently Dodge dealer Ben Medows. 

Highlight the show was pool 
display which 1959 Dodge Cus- 
tom Royal appeared floating 
water. 

Everyone who attended the show 
received tickets for door prizes 
given away daily. 

that automatically became its 
lawful The court said: 


“The mere fact that the vehicle 
was registered the name an- 
other (Beardsley Chevrolet Co.) 
immaterial. The only conclusion 
may properly reach under the tes- 
timony that the action Ed- 
wards retaining possession over 
the long period exercised his option 
purchase and vested full owner- 
ship him.” 

This court went explain 
that since Beardsley Chevrolet Co. 
was not the owner the automo- 


— 
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eye view extra sales point... 


the luxury and practicality 


SELLING TIP: While eyes the engine, show the beautiful, practical 

upholstery Pont nylon. From experience their own homes, women are 

sold the smart styling, all-weather comfort, longer wear nylon upholstery. And 
now out every new cars offer these same selling extras. Point out the new 
colors, designs, textures—and see her help you close the sale. 


minutes everybody will talking about—the Pont Show the 
HAMLET—February 24, 9:30-11:00 PM, EST, CBS-TV. 


BETTER THINGS FOR BETTER LIVING... 


THROUGH CHEMISTRY 


= 


paT.OFe 


bile, could not liable 
Broach. 
* 


Knew Car’s Defects 


ONSIDERABLE discussion 

arisen from time time over 
the legal question: Can the pur- 
chaser defective automobile 
recover damages from the manu- 
facturer for injuries caused the 

The answer is: Under some 
circumstances automobile 
manufacturer may liable for 
automobile, but never where the 
testimony proves that the pur- 
chaser used after knowing that 
was defective. 

For illustration, Ford Motor 
Co. Atcher, 310 (2d) 510, 
was disclosed that man named 
Atcher purchased automobile. 
used for sometime when one 
day his small son fell from the 
automobile and was injured when 
the left rear door came open while 
the automobile was being driven 
along the highway. 

Atcher sued the manufacturer 
the automobile for damages and 
proved that the injury resulted 
from two defects the automo- 
bile; one consisting excessively 
long pin the latch mechanism 
the door, which could result 
the door failing latch some 
occasions, and the other consisting 
warped frame throwing the 
body out line that the doors 
did not fit properly the door 
frames, The testimony proved that 
Atcher knew that the car had these 
defects before his son was injured. 

* * 


Owner Loses Suit 


higher court refused 
award Atcher any damages 
saying that Atcher’s negligence 
using the defective automobile was 
the proximate cause his son’s 
injury. The court said: 

“Where the purchaser ar- 
ticle knows that unsafe 
dangerous, and with knowledge 
this fact invites permits third 
party use it, and the third party 
injured, cannot maintain 
suit against the manufacturer.” 


Trust Laws Not Violated 


WELL known that Congress 
recent years has given con- 
sideration alleged abuses 
manufacturer-dealer relationships 
the automobile industry, and 
measure reform was attempted 
the enactment 1956 the 
“Automobile 
Day Court” Statute. 

Recently higher Federal 
court clearly held that auto- 
mobile manufacturer does not 
violate the antitrust laws col- 
lecting money from dealers for 
advertising purposes and then 
increasing the selling price au- 

For example, Miller Motors 
Ford Motor Co., 252 Fed. (2d) 441, 
Miller Motors sued Ford Motor Co. 
for treble damages, The testimony 
showed that October, 1946, Ford 
Motor established separate Lin- 
coln-Mercury division. 

These dealers were unanimous 
their desire form advertising 
funds similar but distinct from 
Ford Dealers Advertising Funds. 
Throughout the country, the Lin- 
coln-Mercury Dealers Advertising 
Funds were then created, Further 
testimony showed that dealer par- 
ticipation was compulsory, 

ok 


Only Hold Out 


NLY four Lincoln-Mercury deal- 

ers the have not been 
members some LMDA since 
1950. Ford Motor agents made 
unmistakably clear that dealer’s 
franchise would terminated 
resigned from LMDA. 

Notwithstanding these proven 
facts, the higher court held Ford 
Motor Co, guilty violating 
the antitrust laws, saying: 

“There being showing any 
public injury resulting from re- 
straint commerce automobiles 
advertising, cannot said 
that the Sherman Act has been 

“Except for the feature that par- 
ticipation was expected and en- 
couraged the defendant (Ford 
Motor Co.) with the general sup- 
port dealers, the LMDA plan 
differs little from any other coop- 
erative advertising plan, which 
‘admittedly beneficial the indus- 
try and 


5 


rs 


you want sell more travel items and services, 
where every page full ideas that sell: 
Better Homes Gardens, the family idea maga- 
zine. Month after month, BH&G unrolls stimulat- 
ing ideas for family travel and vacations. And 
Better Homes Gardens families are travelers. 
recent shows that over half 
readers vacationed away from home compared 


only slightly over third the nonreaders. 


12-Months’ Study, 1956 


During the year 1/3 America reads 


Current Prices Cars 


The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment. 

(Copyright, 1959, by Automotive News) 
BUICK—LeSabre—4-dr. sed., $2,804; 2- 

dr. sed., $2,740; 4-dr. hardtop, $2,925; 
2-dr. hardtop, $2,849; conv., $3,129; 4-dr. 
2-sedt stat. wag., $3,320. Invicta—4-dr. 
sed., $3,357; 4-dr. hardtop, $3,515; 2-dr. 
hardtop, $3,447; conv., $3,620; 4-dr. 2-seat 
stat. wag., $3,841. Electra —4-dr. sed., 
$3,856; 4-dr. hardtop, $3,963; 2-dr. hard- 
top, $3,818. Electra 225—4-dr. Riviera sed. 
(6-window hardtop), $4,300; 4-dr, hardtop, 
$4,300; conv., $4,192. (Twin-turbine Dyna- 
flow standard on Invicta, Electra and 
Electra 225. Power steering and power | 
brakes standard on Electra and Electra 
225.) 

CADILLAC — Sixty Two—4-dr. hardtop 
(6-window), $5,080; 4-dr. hardtop (4-win- 
dow), $5,080; 2-dr. hardtop, $4,892; conv., 
$5,455; Sedan de Ville 4-dr. hardtop (6- 
window), $5,498; Sedan de Ville 4-dr. hard- 
top (4-window), $5,498; Coupe de Ville 2- 
dr, hardtop, $5,252. Eldorade—Brougham 
4-dr. hardtop, $13,075; Seville 2-dr. hard- 
top, $7,401; Biarritz;conv., $7,401. Sixty 
Special—4-dr. hardtop, $6,233. Seventy-Five 
—S-pass. sed., $9,533; iimousine, $9,748. 
(Hydra-Matic, power steering, power brakes 
standard on all models). 

CHEVROLET — (Prices are for six-| 
cylinder models, For V-8s, add $118.) 
Bisenyne—4-dr. sed., $2,301; 2-dr. sed., 
$2,247; util. sed., $2,160. Bel Air—4-dr. 
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$3,223.50; 4-dr. 2-seat Custom Sierra, $3,- 
318; 4-dr. 3-seat Custom Sierra, $3,438.50. 


EDSEL—(Prices are for V-S models. 
Deduct $83.70 for six-cylincer Rangers; 
deduct $96.50 for six-cylinder stat, wags.) 
Ranger—4-dr,. sed., $2,683.50; 2-dr, sed., 
| $2,629; 4-dr. hardtop, 2,755.50; 2-dr. 
| hardtop, $2,690.50. Corsair—t-dr. sed., $2,- 
812; 4-dr, hardtop, $2,884.50; 2-dr. hard- 
top, $2,819; conv., $3,072. Station Wagons 
—4-dr., 2-seat Villager, $2,971; 4-dr., 3- 
seat Villager, $3,054.70. 

FORD—(Prices are for six-cylinder mod- 
els. For V-8s, add $118.) Custom 300— 
4-dr, sed., $2,273; 2-dr. sed., $2,219; busi- 
ness sed., $2,132. Fairlane—4-dr. sed., $2,- 
411; 2-dr. sed., $2,357. Fairlane 500—4-dr. 
sed., $2,530; 2-dr, sed., $2,476; 4-dr. hard- 
top, $2,602; 2-dr. hardtop, $2,527. Galaxie— 
4-dr. sed., $2,582; 2-dr. sed., $2,528; 4-dr. 
hardtop, 54; 2-dr. hardtop, $2,589; 
conv., $2,839; retractable hardtop (V-8 
standard), $3,346. Station Wagons—2-dr., 2- 
seat Ranch Wagon, $2,567; 4-dr. 2-seat 
Ranch Wagon, $2,634; 2-dr. 2-seat Country 
Sedan, $2,678; 4-dr. 2-seat Country Sedan, 
$2,745; 4-dr. 3-seat Country Sedan, $2,829; 
4-dr. 3-seat Country Squire, $2,958. Thun- 
derbird—(V-8 standard) — 2-dr, hardtop, 
$3,696; conv., $3,979. 

IMPERIAL—Custom—4-dr. 
4-dr, hardtop, $5,016; 2-dr. 
909.50. Crown—4-dr. sed., $5,647; 4-dr. 
hardtop, $5,647; 2-dr. hardtop, $5,403; 
conv., $5,773.50. LeBaron—4-dr. sed., $6,- 
103; 4-dr. hardtop, $6,103, (Torquefiite, 
power steering, power brakes standard on 
all models.) 

LINCOLN—Lincoin—4-dr. sed., $5,089.60; 
4-dr. hardtop, $5,089.60; 2-dr. hardtop, $4,- 


n 


sed., $5,016; 
hardtop, $4,- 


sedan, $2,440; 2-dr. sed., $2,386; 4-dr. 
hardtop, $2,556. Impain—4-dr. sed., $2,- 
592; 4-dr. hardtop, $2,664; 2-dr. hardtop, 
$2,599; conv., 2,849. Station Wagons— | 
2-dr. 2-seat Brookwood, $2,571; 4-dr. 2-seat 
Brookwood, $2,638; 4-dr. 2-seat Parkwood, 
$2,749; 4-dr. 3-seat Kingswood, $2,852; 
4-dr. 2-seat Nomad, $2,897. Corvette — 
hardtop cpe. or conv., (V-8 std.), $3,875. 

CHRYSLER—Windsor—4-dr. sed., $3,- 
204; 4-dr. hardtop, $3,353; 2-dr. hardtop, 
$3,289; conv., $3,620; 4-dr. 2-seat stat. 
Wag., $3,691; 4-dr. 3-seat stat. wag., $3.- 
878. Saratoga—4-dr. sed., $3,966; 4-dr. 
hardtop, $4,104; 2-dr. hardtop, $4,026. 
New Yorker—4-dr. sed., $4,424; 4-dr. hard- 
top, $4,533; 2-dr. hardtop, $4,476; conv., 
$4,889.50; 4-dr. 2-seat stat. wag., $4,997; 
4-dr. 3-seat stat. wag., $5,212. 300-E—2-dr. 
hardtop, $5,318.50; conv., $5,748.50. 
(TorqueFlite, power steering, power brakes 
standard on Saratoga, New Yorker and 
300-E.) 

CONTINENTAL — 4-dr. sed., $6,845.30; 
4-dr. hardtop, $6,845.30; 2-dr. hardtop, 
$6,598.30; conv., $7,056.20; town car, $9,- 
208; limousine, $10,230. (Tur hb o-Drive, 
power steering, power brakes standard on 
all models.) 

DeSOTO—Firesweep—4-dr. sed., $2,904; 
4-dr. hardtop, $3,038; 2-dr. hardtop, $2,- 
967; conv., $3,315; 4-dr. 2-seat stat. wag., 
$3,366; 4-dr. 3-seat stat. wag., $3,508. 
Piredome—4-dr. sed., $3,234; 4-dr. hard- 
top, $3,398; 2-dr. hardtop, $3,341; conv., 
sed., $3,763; 4-dr. 
hardtop, $3,888; 2-dr. hardtop, $3,831; 
conv., $4,152; 4-dr. 2-seat stat. wag., $4,- 
216; 4-dr. 3-seat stat. wag., $4,358. Ad- 
venturer—2-dr. hardtop, $4,427; conv., | 
749. (Torquefilte standard on Fireflite and | 
Adventurer. Power steering and power 
brakes standard on Adventurer.) 

DODGE—Coronet Six—4-dr. sed., $2,- 
586.50; 2-dr. sed., $2,515.50; 2-dr. hard-| 
top, $2,643.50. Coronet V-8—4-dr. sed., 
2,707; 2-dr. sed., $2,635; 4-dr. hardtop, 
$2,841.50; 2-dr. hardtop, 2.764; conv., 
$3,089. Royal—4-dr. sed., $2,934; 4-dr. 
hardtop, $3,068.50; 2-dr. hardtop, $2,990. 
Custom Koyal—4-dr. sed., $3,144.75; 4-dr. 
hardtop, $3,279.25; 2-dr. hardtop, $3,200.75; 
conv., $3,421.50. Station Wagons-—4-dr. 2- 
$3,103; 4-dr. 3-seat Sierra, 


seat Sierra, 


New Passenger-Car Registrations, States for Decemb 


902.10. Premiere—4-dr, sed., $5,594.20; 4- 
dr, hardtop, $5,594.20; 2-dr. hardtop, $5,- 
347.10. (Turbo-Drive, power steering, power 
brakes standard on all models.) 


MERCURY— Monterey —4-dr. sed., 
831.50; 2-dr. sed., $2,767.50; 4-dr, hardtop, 
$2,917.50; 2-dr. hardtop, $2,853.50; conv., 
$3,149.50. Montelair—4-dr. sed., $3,308; 4- 
dr. hardtop, $3,437; 2-dr. hardtop, §$3,- 
356.50. Park Lane—4-dr. hardtop, $4,031; 
2-dr. hardtop, $3,954.50; conv., $4,206. 
Station Wagons—2-dr. 2-seat Commuter, 
$3,144.50; 4-dr. 2-seat Commuter, $3,215; 
4-dr, 2-seat Voyager, $3,793; 4-dr. 2-seat 
Colony Park, $3,932. (Mere-O-Matic stand- | 
ard on Montclair, Voyager, Colony Park. 
Multi-Drive, Mere-0-Matic, power steer- 
ing, power brakes standard on Park Lane.) 


OLDSMOBILE—Series 88—4-dr. sed., $2,- 
902; 2-dr. sed., $2,837; 4-dr. hardtop, $3,- 
036; 2-dr. hardtop, $2,958; conv., $3,286; 
4-dr. 2-seat stat. wag., $3,365. Super 88— 
4-dr. sed., $3,178; 4-dr. hardtop, $3,405; 
2-dr. hardtop, $3,328; conv., $3,595; 4-dr. 
2-seat stat. wag., $3,669, 
sed., $3,890; 4-dr. hardtop, $4,162; 2-dr. 
hardtop, $4,086; conv., $4,366. (Hydra- 
Matic, power steering, power brakes stand- 
ard on Series 98.) 


PLYMOUTH — (On six-cylinder models, 
add $119.50 for a V-8 engine). Savoy Six 
—4-dr, sed., $2,282.75; 2-dr. sed., $2,232; 
business cpe. (V-8 not offered), $2,142.75. 
Belvedere Six—4-dr. sed., $2,439.75; 2-dr. | 
sed., $2,389.25; 4-dr. hardtop, $2,524.75; | 
2-dr. hardtop, $2,461.25. Station Wagon 
Six—2-dr. 2-seat Deluxe, $2,574.25; 4-dr. 
2-seat Deluxe, $2,641; 4-dr. 2-seat Custom, 
$2,761.50. Plymouth V-8—(On the follow- | 
ing models, a V-8 engine is standard and 
a six-cylinder engine is not available.) | 
Belvedere — conv. 
sed., $2,690.50; 4-dr. hardtop, $2,771.25; | 
2-dr. hardtop, $2,714.25. Sport Fury—2-dr. | 
hardtop, $2,927.25; conv., $3,125.25. Sta-— 
tion Wagons—2-dr. 2-seat Custom, §$2,- 
$14.25; 4-dr. 3-seat Custom, $2,990.75; 4- 


2,- 


dr, 2-seat Sport, $3,020.75; 3-seat 
Sport, $3,130.50. 
PONTIAC—Catalina—4-dr. sed., $2,704; 


2-dr. sed., $2,633; 4-dr. hardtop, $2,844; 
2-dr, hardtop, $2,768; conv., $3,080; 4-dr. | 


$2,814.25. Fury — 4-dr. | - 


| 


wag., $3,209. Star Chief—4-dr. sed., $3,- 
005; 2-dr. sed., $2,934; 4-dr. hardtop, §$3,- 
138. Bonneville—4-cdr. hardtop, $3,333; 2-dr. 
hardtop, $3,257; conv., $3,478; 4-dr, 2-seat | 
stat. wag., $3,532. | 


RAMBLER—American—2-dr. Deluxe sed., 
$1,835; 2-dr. Super sed., $1,920; 2-dr. 2- 
seat Deluxe stat. wag., $2,060; 2-dr. 2-seat 
Super stat. wag., $2,145. Deluxe Six—4-dr. 
sed., $2,098. Super Six—4-dr. sed., $2,268; 
4-dr. hardtop, $2,343; 4-dr. 2-seat stat. 
wag., $2,562. Custom Six—4-dr. sed., $2,- 
383; 4-dr. 2-seat stat. wag., $2,677. Rebel 
V-8—Super—4-dr. sed., $2,398; 4-dr. 2-seat 
stat. wag., $2,692; Custom—4-dr. sed., $2,- 
513; 4-dr. hardtop, 2,588; 4-dr. 2-seat) 
stat. wag., $2,807. Ambassador—Super— | 
4-dr. sed., $2,587; 4-dr, 2-seat stat. wag., | 
$2,881. Custom—4-dr. sed., $2,732; 4-dr. 
hardtop, $2,822; 4-dr. 2-seat stat. wag., 
$3,026; 4-dr. 2-seat hardtop stat, wag., 
$3,116. 


STUDEBAKER—Lark Deluxe Six—4-dr. 
sed., $1,995; 2-dr. sed., $1,925; 2-dr. 2-seat 
stat. wag., $2,295. Lark Regal Six—4-dr. 
sed., $2,175; 2-dr. hardtop, $2,275; 2-dr. | 
2-seat stat. wag., $2,455. Lark Regal V-8— 
4-dr, sed., $2,310; 2-dr. hardtop, $2,410; | 
2-dr., 2-seat stat. wag., $2,590. Sliver) 
Hawk—six-cylinder cpe., $2,360; V-8 cpe., 
$2,495. 


Year’s Total Car Registrations 


December 
1958 


Oregon, reported Oregon 


Department Motor Vehicles 


Other states and District 
Columbia, reported 


GRAND TOTAL 


Last half only. First half included 
Polk report for full year. 


Full Year 


1958 


4,624,015 


4,650,948 


New Commercial-Car Registrations, 


States for December, 1958-1957 


Truck registrations by states are 
ere weekly, as compiled 


released 
by R. L. Polk representatives in 
state capitals. 


Brock- 
way 


baker | White 


‘57 60 8 54 9 43 5 a he 2 

— ‘57 692 50 24! 741 212 198 19 i 34 
‘57 33 721 13 443 681 259 546 0 18 8! 

‘57 &80 3 64 673 157 216 6 16 18 


“The information contained in this report has 


been compiled from official state documents. Every reasonable precaution has been 
| exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
| R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.""—R. L. Polk & 
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With the exception of Oregon, this summary is complete for the stated 1958 period. The December year-tedate figures and the 1957 


| 2-seat stat. wag., $3,101; 4-dr. 3-seat stat. | year-to-date figures reflect Oregon through June only. 
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“The information contained in this report has been compiled from official state documents. Every reasonable 
precaution has been exercised insure accuracy this report the extent the registrations received and 


tabulated the time the 


With the exception Oregon, this summary complete for the stated 1958 period. The December year-to-date figures and the 1957 year-to-date figures reflect Oregon through June only. 
The 1957 figures for Nash and Hudson are included the Rambler total. The 1957 figures for Continental are included the Lincoln total. 
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GROWING SALES 
GROWING 
GROWING POPULARITY 


EVERYWHERE 


oF — 


q 4 


BECAUSE ITS SIZE MODERATE 
ITS COST LOW 
PEOPLE CAN AFFORD RUN 


Oe NON 


The Lark building modern, new market people who are becoming more realistic 

Without obligating myself, interested learning more about the Studebaker 

what they get for their hard-earned money. taxes and the cost living continue 

The Lark becomes increasingly more important commodity. The buyer gets luxury Development Dept. 

one taut, attractive package very fair price. You have the amazing 

car that’s the ideal first car, second car, economy car spirited performer. 

the engine and options you And don’t forget, you deal with 

two-way street appreciate! 
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‘53 Two-ten 4-dr., $505, $485*, 
’51 Styleline 2-dr., $330. 
4-dr., $120. 


Prices Used Cars Sold Auction 
Firedome Hardtop 2-dr., $1,660*. 

‘56 Firedome 4-dr., $1,375* (ps), 

(Compiled Automotive News from Auction Reports.) Firedome 2-dr., $495* (ps), 

'52 Firedome (8) 4-dr., $325 (ps). 

DODGE—’55 Coronet (8) 4-dr., $815*. 

‘51 Coronet (6) club coupe, $100*. 

EDSEL—’58 Citation conv., $2,245* (ps); 
Villager, $1,980*. 

FORD—'58 Fairlane (8) 500 Skyliner, - 
415* (ps); Country sedan (8), $2,115°, 
$2,075*, $2,060* (ps), $2,050*. 

’57 Thunderbird, $2,455* (ps); Del Rio 
ranch wagon (8), $1,720*%; Country 
squire (8), $1,720*, $1,710*; Fairlane 
(8) 500 2-dr., $1,625* (ps); 4-dr., 
$1,605*; Custom (8) 300 4-dr., $1,320", 
$1,300*, $1,290*, $1,285*. 

‘56 Custom (8) 2-dr., $1,000, $895; 4- 
dr., $945, $890; Custom (6) 2-dr, 
$805". 

‘55 Country squire (8), $1,115, $1,040*; 
Custom (8) 4-dr., $930*, $750. 

"54 Custom (8) Country sedan, $870, 
$865*; ranch wagon, $685; Crest (%) 
Victoria 2-dr., $745*. 

53 Crest (8) Country squire, $660; Vic- 
toria 2-dr., $515*, $420*; Custom (5S) 
2-dr., $465* (ps). 

Custom (8) 2-dr., $375*. 

baa MERCURY—’58 Monterey Hardtop 2-dr., 


& 


(ps). 
Apr. May Aug. Sept. Oct. Nov. Feb. (ps); Montclair 
Date 2-dr., (ps). 
Prices of '58s added and ’50s dropped in December, 1957. Prices of '59s added and '51s dropped in December, 1958. "56 Monterey 4-dr., $1,310* (ps). 
Figures alongside presen (Copyright, 1959, Automotive News) Montclair Hardtop 
(ps). 
Prices marked with asterisk Firedome 2-dr., $140*. Chieftain 2-dr., $205*. Super 2-dr., Super Holiday 
| FORD — °56 Ranch wagon (8) 1,025* | RAMBLER—'56 Custom 4-dr., $1,000*. "50 Super Riviera 2-dr., $100*. F » $2, ps). 
automatic transmission (6) 2-dr., $755, $700, $275. 725* (ps). (98) Holiday 4-dr., (ps); 
drive, and (ps) indicates power Custom (8) 2-dr., $650; Main (6) Commander (8) Hard-| coupe Ville, Super Holiday 4-dr., $1,180° 
steering dr., $280. top 2-dr., Impala (8) conv., $2,-| $1,095°. 
(6) Country sedan, $615*; Ford pick- Brookwood (8), $2,125* (ps); Holiday 2-dr., $890°; 2-dr., 
j Custom (8) Ranch wagon, $605*; 2- | up, $570, $530°. Bel Air (8) Hardtop 4-dr., $2,025* 
BUFFALO $400; Main (8) Ranch wagon. Willys pickup, $535. (ps), (ps); Hardtop 4-dr., $470° (ps). 
Crest (6) Victoria 2-dr., $480. $2,010° Super Clipper 4-dr., $1,- 
Thruway Auto Auction. Sale every Tues- | IMPERIAL—'55 Newport, $1,000* (ps). el Air (8) station wagon, $1,820*° 
Prices are for sale Feb. 10. Severe 4-dr., PORTLAND, ORE. (ps); Hardtop 2-dr., Belvedere (8) Hardtop 
sieet storm silicked roads and made tow- (ps). Portiand Auto Auction, Inc, Sale every One-fifty (8) station wagon, $1,550; a 4-dr., $2,000° (ps). - 
barring almost Good sale for| Monterey $820*, Tuesday, Prices are for sale Feb. 10. Two-ten (8) Two-ten Beivedere (8) 2-dr., $1,005°; Savoy 
those who made it, Prices still holding for| Monterey Century Estate wagon, $2,- (6) 2-dr., $1,275; (6) 2-dr., $845; 4-dr., $780. 
the most part. OLDSMOBILE (88) 2-dr., 000* (ps); Super Riviera 4-dr., $1,050. Savoy (8) 2-dr., $690; Plaza (6) 
Century 2-dr., (ps). 835* (ps), (ps); Rivi-| Bel Air (8) Hardtop 2-dr., $590. 
Special PLY Belvedere (8) Hardtop era 4-dr., $1,745* (ps); 4-dr., Two-ten (8) Hardtop 4-dr., station wagon, $250. 
Special $1,185. (ps). Two-ten (6) 4-dr., $970, $930; PONTIAC Chieftain Catalina 2-dr., 
OHEVROLET—'SS Brookwood (8), $1,955*. | " (6) 2-dr., $745°, ‘56 RM Riviera 4-dr., $1,320° (ps). One- fifty (8) 4-dr_, $895. $1,695°. 
Handyman (8), $1,230. Cambridge 2-dr. $100, Super Riviera (ps); Two-ten (8) station wagon, $1,265* Star Chief Catalina 
Bel Air (8) Hardtop 2-dr., 2-dr., 4-dr., (ps); Special (ps); Two-ten (6) Delray, Catalina $995° (ps). 
Two-ten $485. Catalina 4-dr., Special Riviera 2-dr., Super Delray, $655; $535; Chieftain Deluxe (8) 2-dr., 
"53 Bel Air conv., $410° (ps). ’ 55 Chieftain 2- dr., $775°. 4-dr., $540° (ps). 2-dr., $525, $360. (Continued on Page 45, Col, 1) 


LEADING USED-CAR AUCTION DIR 


Frequency Rates: Listing (maximum: three lines 5.00, $4.00, 13-times; $3.50, 52-times. Display (minimum space, inch 
5-inches For Rates contact Want Dept., Automotive News, Detroit Michigan. 


ARIZONA 


FLORIDA MISSOURI NEW YORK PENNSYLVANIA 


Harry 
ALL NEW 


ARIZONA 
AUTO AUCTION 


1725 Phoenix, Arizona 


Florida's Most Modern Auction ST. LOUIS AUTO NEW YORK CITY'S CORRY AUTO AUCTION 


West Palm Beach AUCTION BARN, INC. EVERY P.M 


teed Check 
Auto Auction, Inc. 3807 Easton Ave. 


‘The friendliest auction with the most ac- 
St. Louis, Mo. , For reserved numbers call Corry 


Clean car center New 


Phone Alpine 2-8741 d $30,000 building, Fenced park- ai Auctioneers: Ray Auvstin, Chuck 
Issue Auction Checks— 
Our Checks and Insure EXCLUSIVELY FOR AUTO DEALERS MANHEIM 
The Southwest's Newest and Finest! a Owned and Operated by You are 100% sofe because oll titles AUTO AUCTION, INC. 
Opening Sale have the buyers! Consign your BILL McCRACKEN and checks insured. Ponn. 
clean cars top dollar sale. ROY McMANAMA EVERY TUESDAY 12:30 
Thurs., Feb. 26, 1959 Buy Your Used Cars Route 
BROOKLYN 22, South Pennsylvania Turnpike 
NEW JERSEY Tel. 3-4800 


A.M. Dealer-owned. Dealers only. John Becker 


Auction Checks 
Titles Guaranteed 


Denver Auto Auction 


South Santa Littleton, Colo. MICHIGAN 


Thruway Auto Auction, Inc. Patronize the 
11:00 APTCO SERVICE Route 188 Buffalo, New York! LARGEST AUCTION 
Auctioneers: EVERY TUESDAY Phone Manheim MOhawk 5-240! 
DETROIT'S Phone: HObart 4700 Clements, Owner TENNESSEE 
Dealers Land Buffalo Air-Park, 
COLORAD UCTION Oldest, Largest and Very Best mil uth Buffalo Airport. 
only five minutes away us, 
Sale Every Monday—11:00 am. Wednesday at Noon On Route - Route 3 pick you up. A U Cc T I ° N Ss 
Wire Auto Auction FAX Just mile from Detroit City Limits EAST RUTHERFORD, LAFAYETTE—Syracuse Auto Auction, Lawrenceburg, Tenn.—Tuesday 
MELVINDALE, MICHIGAN Center Empire State. Check and Huntsville, Ala.—Friday 
100% Registration Fee 
Johnny and Dean Devis INSURED CHECKS and TITLES Title Protection. (Wed.). 


Ali cars paid for by our own check through 
The Bank Denver PHONE: DUnkirk 3-0150 


NEW YORK OLDEST 


NATIONALLY KNOWN WASHINGTON 
TIM ANSPACH 
CONNECTICUT SOUTH SEATTLE AUTO AUCTION 
NEW OLDEST Auction, Wilmington St., Box 8468. Monday Phone PArkway 5-6490 
AND BEST Wed., 12:30. Check, Title Guarantee. car sale average SALE EVERY WED. A.M. 


All Titles and Checks Guaranteed 


Dealers Auto Exchange our year “WE HAVE 


continuous operation. “Take Home Guaranteed Auction 
Sale every Wednesday 11:00 Crossroads NORTH CAROLINA Johnson Bob McConkey 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. where they meet buyers RALEIGH Mann’s Auto Auction 


and sellers new and used car 
They meet the dealer auc- 
pages Automotive News. 


Sale, Re. Ph. 3-1564, Titles EVERY Automotive 

checks guaranteed. Mon. Used Car Auction Direc- 

lists the top Auto Auc- 

where? when? what time? and wha 

TOLEDO—Dealers’ Automobile Auc-| are offered? LOOK 

1:00 


For Fast, Accurate Directions 
Leading Auto Auctions, Dealers 


You will reach both groups through 
Leok LUCAD. Automotive News. 
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Used-Car Auction Prices 


(Continued from Page 44) 


Ford (8) %-ton 
pickup, $825. 

‘55 Chevrolet (6) pickup, $710. 

GMC %-ton pickup, $500*, 

'52 GMC %-ton pickup, $435. 

'50 Chevrolet %-ton pickup, $285, 


NEW YORK 


Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of Feb, 10. 
Weather bad but sale red hot, Consign- 
ment down in number but 50 percent of 
entries were sold. Market strong with clean 
cars bringing top dollar. Sold 72 cars 
from 95 consignments. 

BUICK—’55 RM Riviera 2-dr., $835* (ps); 
Century Riviera 2-dr., $860° (ps). 

‘54 Super Riviera 2-dr., $425*. 
CADILLAC—’57 (62) sedan de Ville, $2,- 

900° (ps). 

‘53 (62) coupe de Ville, $900*; sedan de 
Ville, $415*° (ps). 

(62) sedan de Ville, $400*. 

CHE VROLET—’'58 Biscayne (8) 2-dr., $1,- 
435. 

'ST Two-ten (8) 4-dr., $1,225, $1,215°, 
$1,190, $1,185, $1,165°, $1,160°; 2-dr., 
$1,150*; Two-ten (6) 4-dr., $1,100, 
$1,075, $1,065, $1,040, $995; 2-dr., $1,- 
030, $1,005; station wagon, $1,275; 
One-fifty (6) station wagon, $1,100. 

'56 Two-ten (6) station wagon, $755; 
One-fifty (6) 4-dr., $510. 

‘55 Bel Air (6) station wagon, $855; 
Bel Air (8) 4-dr., $550. 

CHRYSLER—'55 Windsor Deluxe station 
wagon, $880* (ps). 

FORD — ‘57 Country sedan (8), $1,295°, 
$1,210, $1,150; Fairlane (6) Victoria 
2-dr., 

"56 Country sedan (8), $1,150°; Custom 
(8) Victoria 2-dr., $885* (ps). 

‘SS Fairlane (6) Victoria 2-dr., $700°; 
4-dr., $420; Custom (6) 4-dr., $510. 

‘54 Main (8) Ranch wagon, $415; 4-dr., 
$210; Crest (8) 4-dr., $380°, 

LINCOLN — ‘56 Premiere Hardtop 2-dr., 
$1,.275* (ps). 

MERCURY—'55 Monterey 4-dr., $455°; 2- 
$440°. 

‘54 Monterey Hardtop 2-dr., $450. 
OLDSMOBILE—'56 (98) Holiday 4-dr., $1,- 

155° (ps), $1,100* (ps); (88) Holiday 
2-dr., $1,070*, $970°. 

‘55 (88) Holiday 2-dr., $870° (ps); 2-dr., 
$640°. 

PACKARD—'53 Clipper 4-dr., $190*. 

PLYMOUTH—'57 Savoy (8) 4-dr., $1,135*; 
Savoy (6) 2-dr.. $910. 

"56 Savoy (6) 2-dr., $595. 

"55 Savoy (6) 4-dr., $445°. 

PONTIAC—'55 Chieftain 4-dr.. $550. 

MISCELLANEOUS — ‘56 Chevrolet i1-ton, 
$525. 


DETROIT 


Motor City Auto Auction. Sale every 
Monday and Thursday. Prices are for sale 
of Feb. 5 and 9 Another miserable cold 
wet night but market firm. Sold 182 cars 
from 349 consignments. 

BUICK—'59 Super 4-dr.. $3,150°. 

"SR Special 4-dr., $2,165° (ps). 

"ST Special 4-dr., $1,490*. 

"56 Super 4-dr.. $1,085° 
2-dr., $1,025°; 4-dr., 
Riviera 4-dr., $500°. 

"SS RM 2-dr., $825° (ps); Super 2-dr., 
S775° (ps). 

CADILLAC—'58 (62) Extended Deck 4-dr., 
$3,600° (ps). 

"56 (60) Special 4-dr., $1,900° (ps), $1,- 
890° (ps). 

"SS (62) coupe de Ville, $1,600° (ps); 
sedan de Ville, $1,410° (ps); (60) Spe- 
cial 4-dr.. $1,550° (ps). 

CHEVROLET—'5SS Impala (8) 2-dr.,  $2,- 
045° (ps); Brookwood (8), 2 at §$2,- 
000° (ps): Bel Air (8) 2-dr., $1,845*, 
$1,685*; Yeoman (8), $1,600. 

"ST Bel Air (8) conv., $1,425*, $1,475°. 


Used Imported 
Cars 


Albany 


Jaguar—'58 2-dr., $2,800. 
Simea—'57 4-dr., $860. 


Buffalo 


Fiat—'57 4-dr., $950. 

Chicago 
Renault—'57 4-dr., $925. 
Volkswagen—'57 2-dr., $1,315, $1,200, 

Daytona Beach, 

Hiliman—'58 station wagon, $1,175. 
Metropolitan—'55 2-dr., $530. 
Volkswagen—'55 2-dr., $775. 

Detroit 


Hiliman—'58 4-dr., $1,250. 
Metropolitan—’'56 2-dr., $605. 


Flint 
Ford (English)—'57 2-dr., $760. 
Littleton, Colo. 
Volkswagen — '59 2-dr., $1,825; Sunroof, 
$1,825. 

2-dr., $1,700; Sunroof, $1,600. 

Mason City, Ia. 
Volkswagen—'58 sedan, $1,440. 


Portland, Ore. 


Borgward—'58 2-dr., $1,700. 
Fiat—’'58 4-dr., $1,525. 
MG—'58 coupe, $1,900. 
Volkswagen—’'57 2-dr., $1,255. 


Warehouse Point, Conn. 
Ford (English)—’'58 Consul 4-dr., $500. 


West Palm Beach, 


Fiat—’58 4-dr., $1,135. 
Ford (English)—'58 Prefect 4-dr., $1,135. 
4-dr., $1,640. 
Roadster, $850. 
Volkswagen — '57 Sunroof 2-dr., 
bus, $1,100. 


Special 
$745°; 


(ps); 


$1,140; 


"56 Bel Air (6) conv., $1,275*; 2-dr., 
$1,080*; Two-ten (6) station wagon, 
$950, $925, $790; 2-dr., $765; Two- 
ten (8) 4-dr., $900, $850; 2-dr., $830°; 
One-fifty (6) 2-dr., $610. 

’55 Bel Air (8) 2-dr., $925* (ps), $790, 
$730* (ps); 4-dr., $825°; Bel Air (6) 
4-dr., $750°; 2-dr., $615; conv., $815*; 
Two-ten (8) 2-dr., $700; Two-ten (6) 
2-dr., $540, $525, $450. 

CHRYSLER—’56 Windsor 2-dr., 
(ps); 4-dr., $965°. 

DeS 0 T O—’57 Firesweep 4-dr., $1,515* 
(ps); Sportsman 2-dr., $1,400*, 

‘56 Firedome 4-dr., $1,150*, $1,125* (ps). 

"55 Fireflite Hardtop, $1,100. 

DODGE—'55 Royal (8) 4-dr., 2 at $700*; 
Coronet (8) 2-dr., $845. 

EDSEL—’58 Corsair 2-dr., 2 at $1,700*; 
Ranger 2-dr., $1,700*. 

FORD—’'58 Fairlane (8) 500 conv., 2 at 
$1,860°; 2-dr., $1,750* (ps); country 
sedan (8), $1,865*, $1,800*. 

*57 Fairlane (8) 500 2-dr., $1,455* (ps); 
conv., $1,350*; 4-dr., $1,300* $1,000; 
country sedan (8), $1,455*; ranch 
wagon (8), $1,210, $1,- 
200; Custom (6) 2-dr., $855. 

"56 Country sedan (8), $1,154*, $1,025; 
Fairlane (8) Victoria 2-dr., $1,050*, 
$950° (ps), $900°, $870*, $860°; 4-dr., 
(ps); 2-dr., $960, (ps); 
Custom (6) 

‘55 Ranch wagon (8), $835*; Fairlane 
(8) Victoria 2-dr., $730*; 4-dr., $700*; 
Custom (8) 2-dr., $625; Ranch wagon 
(6) 2-dr., $350. 


$1,075* 


LINCOLN Premiere $1,400*; 


Capri 2-dr., $1,325* (ps). 
MERCURY—’58 Park Lane 2-dr., $1,950* 
(ps). 
’57 Montclair 2-dr., $1,350* (ps); Mon- 
terey 4-dr,, $1,310; 2-dr., $1,300* (ps). 
"56 Montclair 4-dr., $1,025* (ps); Mon- 
terey 2-dr., $860; 4-dr., $800*, 
Monterey 2-dr., $475*. 
OLDSMOBILE — '58 (88) 
(ps). 
*57 (98) 2-dr., $1,730* (ps); (88) 2-dr., 
$1,700* (ps); (88) Super 2-dr., $1,700* 


2-dr., $2,200* 


(ps). 
"56 (98) conv., $1,300*; (88) Holiday 
4-dr., $1,265° (ps), $1,050°%; 2-dr., 


$1,210* (ps), $1,075*. 

"55 (98) 2-dr., $860* (ps); 4-dr., $765* 
(ps); (88) 4-dr., $825* (ps); 2-dr., 
$795* (ps), $740*. 

PACKARD—’55 Clipper 4-dr., $525*. 
PLYMOUTH—’58 Plaza (8) 2-dr., $1,260. 

"57 Savoy (6) 4-dr., $950°, $900; Plaza 
(6) 2-dr., $860. 

*56 Savoy (6) 2-dr., $595, $580. 

Savoy (8) 4-dr., $500*. 

PONTIAC—'57 Star Chief 2-dr., $1,600* 
(ps), $1,475*; Chieftain station wagon, 
$1,450*. 

°56 Star Chief 4-dr., $1,135*; Chieftain 
2-dr., $950°, $585. 

Chieftain (ps), $600*, 
$500; Catalina 2-dr., $800* (ps); 4-dr., 
$680*. 

RAMBLER—’'57 Custom (8) Cross country, 
(ps). 

STUDEBAKER—’55 Champion (6) 4-dr.. 
$440, $345. 

MISCELLANEOUS—’56 Dodge Panel, $595. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc, Sale every 
Thursday. Prices are for sale of Feb. 12. 
Icy conditions throughout the New England 
states accompanied with severe cold ham- 
pered our usual good sale, Because of this 
consignments were off but we still had 
plenty of buyers. 

BUIC K—’55 RM Riviera 2-dr., $670*; 


Model Breakdown 
Auction Averages 


Feb.,1959 Jan., Dec., 

Model To Date 1959 1958 
$2,562 
1958. 2,055 2,040 2,148 
1957. 1,378 1,395 1,492 
998 1,007 1,068 


806 
473 476 507 
314 314 326 
223 218 225 


Overall 
Average 


Super 4-dr., $450*, $395°*. 
CADILLAC—’59 (62) sedan de Ville, $5,- 
000* (ps). 

‘57 (62) coupe de Ville, $2,970*. 

CHEVROLET—’57 Two-ten (6) 2-dr., 2 at 

$1,200, $1,185*, $1,180*, $1,160*, $1,- 
075, $1,025. 

"56 Two-ten (8) 4-dr., 2 at $1,075*, $1,- 
000*, $875. 

"55 Bel Air (6) Hardtop 2-dr., $860*, 
$715*, $705*, $685°; One-fifty 
$600. 

CHRYSLER—’55 NY 4-dr., $865* (ps). 

DODGE—’'55 Coronet (6) 4-dr., $575. 

FORD—'57 Country sedan (8), $1,430*, 
$1,360*; Custom (6) 300 4-dr., $1,110*. 

"56 Fairlane (8) 4-dr., $1,085*, $1,010*; 

Fairlane (6) conv., $950*° (ps); Main 
(6) 4-dr., $770: Custom (8) 2-dr., 
$690. 

"55 Main (8) 2-dr., $440. 

HUDSON—’'55 Hornet (6) Hardtop 2-dr., 
$625*. 

MERCURY —’'55 Monterey 4-dr., $680*, 
$665°. 

NASH—'54 Ambassador (6) 4-dr., $290*. 

OLDSMOBILE — '55 (98) Holiday 2-dr., 


$825*; (88) Super Holiday 2-dr., $615* 
(ps). 
PACKARD—’ 57 Clipper 2-dr., $1,170* (ps). 
PLYMOUTH— 57 Savoy (8) 2-dr., $1,110*; 
Belvedere (8) 4-dr., $1,110. 
’56 Belvedere (8) 4-dr., $885*, 
’55 Belvedere (6) station wagon, $750; 
Savoy (6) 2-dr., $525. 
PONTIAC—’55 Star Chief 4-dr., $700° 


(ps). 
RAMBLER—’55 Custom (6) 4-dr., $655*. 
MISCELLANEOUS—’56 Studebaker Stake, 
$550. 


LITTLETON, COLO. 


Colorado Auto Auction, Inc, Sale every 
Monday. Prices are for sale of Feb, 9. 
BUICK—’57 Special 4-dr., $1,700*, 

’56 Special 4-dr., $1,425*; Super 4-dr., 
$1,220* (ps), $825* (ps); Century 4- 
dr., $1,090* (ps), $800°. 

"55 RM 2-dr., $855* (ps); Special 2-dr., 
$640*, $500*. 

CADILLAC—’58 (62) coupe de Ville, $3,- 
950* (ps), $3,750* (ps). 

"57 (60) Special 4-dr., $3,025* (ps). 

"56 (62) sedan de Ville, $2,050* (ps), 
$1,800* (ps). 

‘55 (62) sedan de Ville, $1,680* (ps), 
$1,500* (ps). 

CHEVROLET—'59 Impala (8) 4-dr., $2,- 
870* (ps), $2,800* (ps), $2,500*, 

"58 Impala (8) Hardtop 2-dr., $2,250° 
(ps), $2,180* (ps), $2,100* (ps), $1,- 
930; conv., $2,020*; Bel Air (8) 4-dr., 
$1,885* (ps), $1,900* (ps), $1,800*; 
Brookwood (8), $1,795*; Biscayne (8) 
2-dr., $1,525, 2 at $1,485, $1,425. 

"ST Two-ten (8) 4-dr., $1,650*, $1,370*, 
$1,325*, $1,200*, $1,160, $1,010; 2-dr., 
$1,080, $995. 

"56 Bel Air (8) 4-dr., $1,155*; Two-ten 
(8) 2-dr., $1,075, $770, $545; One-fifty 
(6) 2-dr., $715. 

‘55 Bel Air (8) 2-dr., $1,110*, $1,005*, 
$815°; One-fifty (8) 2-dr.. $925; Two- 
ten (8) 4-dr., $785, $780°, $670; Bel 

(Continued on Page 46, Col. 1) 


Above—one eight standard sec- 
tions available. Each one quickly 
adjustable meet practically every 
need. you can have 
built” section—start with basic shell 
and add whatever parts you want. 


FOR AUTOMOBILE DEALERS 


ADJUSTABLE DIVIDERS 


Dividers snap firmly into place 
and stay that way without the 
use nuts, bolts springs. 
Dividers are quickly and easily 
adjusted centers, without 
tools. Re-position them when- 
ever, wherever you like—in 
matter seconds. 


more you use it... 
the better like it! 


SLIDING SHELVES 

Slide easily into position up- 
right slots centers—auto- 
matically lock place. Merely 
lift shelf front release and 
slide shelf out for relocation. 
Ends are flanged for extra 
strength and lock uprights into 
one rigid unit. 


SHELF BOXES 

Flush, finger-grip fronts have 
projecting handles— provide visi- 
bility contents. Safety stop 
rear prevents spilling. Box fronts 
and dividers are embossed for 
labels. Two adjustable dividers 
per box. 


BULLETIN 165-A 


NAME 


LYON METAL PRODUCTS, INC. 290 Ave., 
Send LYON SLIDING SHELF SHELVING 


Also send 84-Page LYON CATALOG covering 
over 1500 other Lyon Steel Equipment products 


0*; 
Tic- 
ir., | 
ys), 
jair 
2- | 
Ss): 
— 
top ; % | \ 
SHELF 
SHELVING 


Used-Car Auction Prices 


(Continued from Page 45) 


Air (6) 4-dr., $685*. 

DODGE — '58 Sierra (8), $2,100* (ps); 
Coronet (8) conv., (ps); 
dr., $1,890° (ps). 

’57 Custom Royal (8) 4-dr., $1,650° 
(ps). 

FORD—’59 Galaxie 4-dr., $2,775* (ps), 
$2,625* (ps). 

Thunderbird 2-dr., $3,390* (ps), $3,- 
325* (ps); Fairlane (8) 500 4-dr., $1,- 
825* (ps), $1,805* (ps), $1,750° (ps), 
$1,645* (ps); Fairlane (8) 2-dr., $1,- 
710*; Custom (8) 300 4-dr., $1,635*, 
$1,385. 

'5S7 Country sedan (8), $1,650; Fairlane 
(8) 500 2-dr., $1,585* (ps), $1,400*, 
$1,310*; Fairlane (8) 4-dr., $1,115*; 
Custom (8) 300 4-dr., $1,100*, $1,050, 
$990, $970; Ranch wagon (6), $1,060; 
Custom (8) 2-dr., $975* (ps). 

"56 Country sedan (8), $1,280, $1,150*; 
Ranch wagon (8), $970*; Custom (8) 
4-dr., 2 at $850. 

Fairlane (8) 4-dr., $785°, $735°*; 
Fairlane (6) 4-dr., $585°*. 

LINCOLN — '57 Premiere 4-dr., $2,395* 
(ps). 

‘56 Premiere 2-dr., $1,775* (ps). 

MERCURY—’'58 Voyager, $2,400* (ps). 

Montclair 2-dr., $1,700*° (ps). 

"56 Monterey station wagon, $1,155*; 
Custom 4-dr., $1,100* (ps). 

OLDSMOBILE —'58 (98) 4-dr., $2,740* 
(ps). 

"ST (88) 4-dr., $1,355. 

PLYMOUTH—'55 Savoy (8) 4-dr., $600. 

PONTIAC — ‘58 Chieftain 2-dr., $1,635*, 
$1,400°, $1,320°. 

Chieftain 4-dr., $1,- 
025° (ps). 

"55 Star Chief 4-dr., $640° (ps). 

STUDERBAKER—'58 Scotsman (6) station 
wagon, $1,280. 

WILLYS—'56 Jeep, $1,010. 

MISCELLANEOUS — Chevrolet %-ton 
pickup, $1,900. 

"S57 Chevrolet %-ton pickup, $1,035, $950. 

"56 Dodge %-ton pickup, $480. 

‘55 Chevrolet %-ton pickup, $755; Ford 
%-ton pickup, $650, $600, $525, $450. 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of Feb. 11. 
BUICK—'57 RM Riviera 4-dr., 2 at $1,620° 

(ps); Riviera 2-dr.. $1,550° (ps); Spe- 
cial Riviera 4-dr., $1,580°, $1,460°, 
$1,425°. 

"56 RM Riviera 2-dr., $1,100° (ps); Spe- 
cial 2-dr., $830°. 

"SS Super Riviera 2-dr., $775* (ps). 

Special 2-dr., $250°. 

OCADILLAC—'SS (62) sedan de Ville, $3,- 
475° (ps). 

"ST (62) conv., $2,800° (ps); coupe de 
Ville, $2,715° “(ps). 

OCHEVROLET—'SS Impala (8) Hardtop 2- 
dr., $2.155° (ps), $2,165° (ps); Bel 
Alr (8) Hardtop 2-dr.. $1,800° (ps), 
$1,630° (ps); 4-dr., $1, 750° ; 2-dr.. $1,- 
680°: Nomad (8). $2,140"; Biscayne 
(8) 4-dr., $1,475°. 

"56 Two-ten (6) station wagon, $950. 

"SS Bel Air (6) 2-dr., $705*. 
CHRYSLER—'S7 NY Hardtop 2-dr., $1,- 

900° (ps); Windsor Hardtop 4-dr., 
$1,760° (ps); Hardtop 4-dr., $1,560°. 

‘SS NY Hardtop 2-dr., $900° (ps); NY 
Deluxe 2-dr., $880° (ps), $800° (ps); 
Windsor Deluxe 4-dr., $750° (ps). 

DeSOTO—'57 Fireflite Hardtop 4-dr., $1,- 
635° (ps). $1,625° (ps); Firedome 4- 
dr. $1,425° (ps). 

"56 Firedome Hardtop 2-dr., $1,356*, $1,- 
065° (ps). 

EDSEL—'58 Villager, $1,785*° (ps); Corsair 
Hardtop 2-dr., $1,610°. 

DODGE—'54 Coronet (6) 4-dr., $320. 

FORD—'58 Country sedan (8), $1,875*; 
Fairlane (8) 500 Victoria 2-dr., $1,- 
(ps); 4-dr., $1,675°. 

"ST Country squire (8), $1,655°; Fair- 
lane (8) 500 Victoria 2-dr.. $1,380°, 
$1,350°, $1,185°; 4-dr.. $1,320°; Fair- 
lane (8) 2-dr., $1,250° (ps); 4-dr., 
$1,210*; Custom (8) 300 4-dr., $1,075. 

"56 Fairlane (8) Victoria 2-dr.. $1,040°. 

"55 Country sedan (8), $850°; Fairlane 
(8) Victoria 2-dr., $825*; Fairlane (6) 
2-dr., $650. 

LINCOEN — ‘68 Premiere Hardtop 4-dr., 
$3,.450° (ps 

"ST Premiere Hardtop 2-dr., $2,175° (ps). 

"56 Premiere Hardtop 2-dr., $1,350* (ps). 
MERCURY—'58 Monterey Hardtop 4-dr., 

$1,900°; Hardtop 2-dr., $1,760*. 

Montelair Hardtop 4-dr., $1,535* 
ps). 

"S55 Montclair Hardtop 4-dr.. $800* (ps); 
Hardtop 2-dr., $800°; Sun Valley, 
$770°. 

(88) Holiday 2-dr., $2,- 


4-dr,, $2,080° (ps). 
"ST (88) Super Holiday 2-dr., $1,780* 


(ps). 
"56 (98) Holiday 4-dr., $1,320° (ps); 
Ss Holiday 2-dr., $1, 125°; 2-dr., $1,- 


DEALERS... 


For the Newest 
Styling and 


BUSINESS CARDS 
with 
Raised Letter Printing 


PREPARED ESPECIALLY TO IMPRESS 
YOUR NEXT “LARK” PROSPECT 


Write today for free sample 
folder. Ask for folder 


UTLEY BROTHERS, Inc. 


317631 DETROIT 12, MICH. 
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$1,095*, $1,030*, $950°; Two-ten (6) ’'55 Savoy (8) 4-dr., 


cayne (8) 4-dr., $1,620*; 2-dr., $1,- stent $715*. $1,900* (ps); Fairlane (8) 500 4-'Ir., 

575*; Delray (8) 2-dr., $1,480*. PL MOUTH — 's8 Suburban (8), $2,060* $1,800* (ps), $1,780* (ps); Victoria 2 
'57 Two-ten (8) station wagon, $1,600* aan Bel Air (8) Hardtop 2-dr., $1,- dr., $1,625* (ps); Fairlane (8) 4-'r., 

(ps), $1,550° (ps); 2-dr., $1,515*%; 4- 845°. $1,725*, $1,625*. 

dr., $1, 350°; Bel Air (8) Hardtop 2- ‘dr., ’57. Suburban (8), $1,520*; Belvedere (8) ’57 Fairlane (8) conv., $1,780*° (ps), ,- 

$1, 550* (ps); 2-dr., $1,515* (ps), $1,- Hardtop 2-dr., $1,365* (ps); 4-dr., $1,- 330*; Fairlane (8) 500 Victoria 2-.r., 

500*, $1, 490°; Hardtop 4-dr., $1, 355. 200*; Savoy (8) club sedan, $1,000; $1,480*; Ranch wagon (8), $1,26°*; 
"56 Bel Air (8) 2-dr.. $1, 140°; 4-dr., Savoy (6) Hardtop 2-dr., $680*. Ranch wagon (6), $1,060. 


$505*; Belvedere Thunderbird, $2,000* (ps), 


4-dr., $885, $865, $840; 2-dr., $665. (6) 4-dr., $455*, $400° (ps). Country sedan (8), $1,260* (ps), $1,- 
’55 Two-ten (6) station -wagon, $855*; | PONTIAC—’58 Star Chief 4-dr., $2,300* 215*; Parklane (8), $1,075*; Fairlane 
'55 (88) 4-dr., $1,320* (ps). Two-ten (8) station wagon, $810, (ps); Chieftain Catalina 4-dr., $1,385°; (8) Victoria 2-dr., $1,025*; Custom 
PACKARD—’'55 Clipper 4-dr., $535*. $615*, $545. 4-dr.. $1,350* (ps). (8) 2-dr., $840* (ps). 
PLYMOUTH — '58 Belvedere (8) Hardtop | CHRYSLER—’53 NY 4-dr., $270* (ps). RAMBLER—’57 Custom (6) Cross country, | MERCURY—’57 Monterey 4-dr., $1,530*. 
4-dr., Mark III conv., $3,- $1,580*; Super (6) Cross country, $1,- Monterey Sun Valley, $550*. 
"57 Suburban (8), $1,400*; Belvedere (8) 680* (ps). 400. OLDSMOBILE — ’58 (98) Holiday 4-0r., 
4-dr., $1,325*, $1,120*; Savoy (8) 4- | DeSOTO—’'56 Fireflite Hardtop 4-dr., $1, | STUDEBAKER—’55 Commander (8) club $2,650* (ps). 
dr., $1,090°; 2-dr., $1,075*; Belvedere 040* (ps). coupe, $605. "57 (88) Holiday 2-dr., $1,700* (ps) 
(6) 2-dr., $1,050°. DODGE—’57 Coronet (8) 4-dr., $1,255*, MISCELLANEOUS—’56 GMC Stake, $810. "56 (88) Holiday 4-dr., $1,215* (ps). 
Suburban (8), $1,040* (ps), $950*. $1,220*. 
Savoy (6) 4-dr., $575, $455; Citation Hardtop 4-dr., $1,- Belvedere Hardtop 
(6) station wagon, $450. 725* (ps). DAYTONA BEACH, FLA. $1,825*. 
Star Chief conv., Thunderbird 2-dr., $3,725*| Auto Auction. Sale every Tues-| Belvedere (8) 4-dr., 
(ps); (ps); Country sedan (8), day. Prices are for sale Feb. 10. Savoy (8) 4-dr., $600; Belvedere (3) 
’55 Star Chief Catalina 2-dr., $775* ’58 Fairlane (8) 500 4-dr., $1,625* (ps), | had very nice weather today and had lots 4-dr., $500°. " 
(ps), $1,615*; Fairlane (8) 2-dr., cars registered, The prices were off Chieftain 4-dr., 
Custom (8) 4-dr., Fairlane (6) 2-dr., $1,505. little, however all nice cars brought big Star Chief Catalina 2-dr., $1,210* 
*57 Country sedan (8), $1,550*° (ps); | money. (ps). - 
FLINT Fairlane (8) 2-dr., $1,345*; Fairlane | BUICK—’57 Special 2-dr., $1,265. RAMBLER— 58 Custom (8) Cross country, 
(8) 500 4-dr., $1,215*; Custom (8) 300| Century Riviera 4-dr., (ps); (ps); Custom (6) Cross coun- 
: Flint Auto Auction, Sale every Wednes- 2-dr., $1,175; Custom (6) 300 2-dr., conv., $880* (ps). try, $1,375*. 
day, Prices are for sale of Feb, 11, Sold $1,145°*. ’55 Special 4-dr., $660*. 
116 cars from 173 Fairlane (8) conv., $1,035* (ps); (62) sedan Ville, $2,- DANVILLE, VA. 
BUICK—’58 Limited 4-dr., $2,700* (ps); 2-dr., $885*; Custom (8) station wag- 950* (ps). . » 
Special Riviera 2-dr., $2,100*, on, $955*; Main (8) 2-dr., $675; Cus-| (62) coupe Ville, $1,950* (ps). Danville Auto Auction. Sale every 
Riviera 4-dr., $1,475*; 4-dr., tom (6) 2-dr., $635; 4-dr., Bel Air (6) 2-dr., Prices are for sale Feb. 11. 
$1,130; Super Riviera Ranch wagon (6), Custom (8) 140. Sales normal level—active. 


$665. Impala (8) conv., Century 2-dr., $1,555°; Spe- 
Riviera $1,130* (ps); Rivi- LINCOLN Premiere 2-dr., $3,350* wood (8), Bel Air (6) 
era 2-dr., $1,015* (ps); Special Riviera Bel Air (8) 4-dr., 2-dr., (ps); 4-dr., 
(ps). (ps). Bel Air (8) Hardtop 2-dr., $880; Super 4-dr., 
"5S Estate wagon, $960* (ps); 2- "55 Monterey station wagon, $940*, (ps); Two-ten (6) 4-dr., $865. 
$695*; Century 2-dr., $815*; Super| Monterey 2-dr., Bel Air (8) 4-dr., $740; 2-dr., Dorado 2-dr., 
(ps). (88) Holiday 2-dr., Thunderbird 2-dr., (ps). 


"58 Impala (8) conv., 


$2,120* (ps); Bis- '55 (88) Super Holiday 2-dr., $770*; (88) (ps); Country sedan (8), $1,965* (ps), (Continued on Page 47, Col. 1) 


How more companies 
are building greater sales 


lower cost 
this first quarter 


These new advertisers Digest, 
convinced the success others, are 
now selling through the world’s most 
widely read magazine. 


Almost all companies expect sales gains 
1959— American business getting much 
better these days. 


But—many companies are not content 
gain merely riding the rising economy. 
get greater share their markets, com- 
panies have changed their advertising plans. 
They have acted the lessons others who 
have found Reader’s Digest remarkably 
sound means stimulating sales and build- 
ing profits. 


the first quarter 1959, new and old 
advertisers the Digest have bought 58% 
more pages than last year, the best previous 
first quarter Digest history. 


They have taken advantage the 
proven benefits, not available anywhere else: 
all-time high audience; the largest 
audience existence; sustained belief 
what the magazine publishes. 


They are benefiting from the Digest’s im- 
portant new advantages flexibility and 
economy: bleed extra cost; two-color 
the same price black-and-white; four- 
color only 13.1% more than black-and- 
white; and the availability half-pages, 
either color black-and-white. 


Today you will find larger portion 
color advertising the Digest than any 
other magazine: this first quarter, 


The chief factor responsible for these first- 
quarter increases the great success others 
have experienced the Digest. Old and new 
advertisers know about Dove, Kraft, Tappan, 
Fedders-Quigan and others who have re- 
ported unprecedented results from their 
Digest advertising. addition: 


Johnson Wax ran coupon offer the 
Digest for Glo-Coat, has had coupons re- 
deemed the rate 10,000 per week, 
months after the offer appeared. 


Beltone Hearing Aid mentioned the offer 
free booklet its Digest advertising 
and the response outpulled any 
national publication ever used! 


Ship’n Shore, the largest manufacturer 
women’s blouses, reported 
store enthusiasm” over the sales prospects 
from its first advertisement the Digest. 


DOD 
FOR 
"ht 
"Si 

STATE 
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PONTIAC Chieftain 2-dr., Custom (6) 4-dr., $1,975. Star Chief Catalina $1,110* 
2- ; $675*, $515*. 58 Country sedan (8) station wagon, (ps). 
Deluxe (6) 4-dr., $630. Fairlane (8) 4-dr., Chieftain 4-dr., 
Use or Auction Prices Champion (6) 4-dr., $1,730*; Custom (8) 300 2-dr., Cross Country 
f 85°. station wagon, $1, 
Poy MISCELLANEOUS — '56 Dodge %-ton, 57 Fairlane (8) 500 conv., $1,740* (ps); STUDEBAKER — ’56 Champion sedan, 
*; $380. Fairlane (8) 500 Victoria Laer $875*; Commander 4-dr., $675 
(Continued from Page 46) Central States Auto Auction. Sale every pickup, Ford (6) %-ton 
Bel Air (8) 4-dr., $1,- (88) 4-dr., 145; tom (6) 300 2-dr., $1,080, 
(ps); (88) Super 4-dr., (88) 4-dr., and 1ith. Many thanks you hardy CHICAGO 
730° 1,235, $1,230, $1,155*; 2-4 $1, 205° dealers who braved the bad weather the e “ 
(8) "4a-dr., $1,730* (ps), $ r. . 56 Country sedan (8) station wagon, 
Bel Air (8) 4-dr., $1,555,| (88) Holiday past two weeks! Custom (8) 4-dr., Greater Chicago Auto Auction, Sale 
Belvedere (8) $1,205*; Savoy Riviera 4-dr., Special lane Hardtop’ Cus- Sold 349 cars from 590 consignments, 
Bel Air (6) 2-dr., $1,170* (8) 2-dr., $665. (ps), (ps). tom (8) 4-dr., LeSabre 4-dr., $2,490*. 
4-dr., (6) Belvedere (6) 4-dr., $695. Special Riviera 4-dr., Riviera 4-dr., (ps); 
; $096: Tweten (8) 2-dr., $785 $775, ’55 Century Riviera 4-dr., $900* (ps); | HUDSON—’55 Hornet Hardtop, $780*. Super Riviera 4-dr., $1,695* (ps); 
(8) 4-dr., Two-ten (6) sedan Ville, (ps); coupe top, $1,445*; Montclair Hardtop, $1,- Special Riviera 4-dr., (ps); 
dr., $605. O ens Thursda de Ville, $2,990* (ps). 565° (ps). conv., $1,070* (ps); Century Riviera 
PHOENIX, Impala (8) Hardtop, (ps); $975°. Special conv., (ps); 2-dr., $585*; 
DODGE 2-dr., $1,055; Auction, 1725 will Air (8) Biscayne Monterey 4-dr., $875. Riviera 2-dr., 
Roya ote its first sale Thursd (F b (8) 2-dr., $1,630°; Biscayne (6) 4-dr., | oy newoRnILE —'57 (98) Holiday coupe, O—'58 (62) conv., $3,880* (ps); 
Galaxie 2-dr., (ps). ursday (ps); (6) 2-dr., $1,- (ps); (88) Holiday coupe, $1,- coupe Ville, (ps), 
Fairlane (8) 2-dr., the wagon, 4-dr., $1,140, $1,080. 630* (ps); (60) Special 4-dr., 
4-dr., $1,495, $1,290*; Custom Auctioneering, will hand for| Two-ten (8) station wagon, (ps). 
| 55 Super (88) 4-dr., $1,065* (ps), $1,- 
(8) 300 2-dr., Cus- $965; One-fifty (6) 2-dr., $825. (62) coupe Ville, (ps), 
tom (8) the first sale. The regular staff will Air 4-dr., Two- (88) Holiday coupe, (ps). (ps), (ps), 
Fairlane (8) 2-dr., two auctioneers, and ten (6) station wagon, $900; 4-dr., (8) 4-dr., $1,- (ps). 
$875; Custom (8) 2-dr., $905; Custom Jack Layton, formerly Colorado $820; $750; (6) 2-dr., 245° (62) coupe Ville, (ps); 
55 dealer relations Hardtop, $905 avoy (8) r., $ $1, 59 Impala (8) 4- dr., $2,- 
2-dr., 825° ; ctoria (ps); NY 4-dr., $750*. ps 
$675; Country| Gelt also owns Central States Firesweep (8) 4-dr., 4-dr., $930; Plaza (6) Air (8) 4-dr., 
% squire (8) 4-dr., $995*; Ranch wagon i DODGE—’55 Coronet (8) Hardtop, $855°; ‘ardtop 4-dr., $1,840* (ps), $1,830° 
(8) Custom (8) 4-dr., City, Ia. His Savoy (6) 4-dr., $685. (ps), (ps); Hardtop $1,- 
$600, $555. rother, Gelt, now Citation Hardtop, Star Chief Catalina 4-dr., 610*; Brookwood (8) station wagon, 
‘orvette, 250°; Nomad (8), $1,- 
660° (ps); Bel Air (8) conv., $1,570° 
(ps), $1,530°; Hardtop 4-dr., $1,525° 
(ps), $1,500° (ps), $1,475*; 4-dr., 2 
Hardtop 2-dr., $1,315* (ps); Two-ten 
(8) station wagon, $1,455*; 2-dr., $1,- 


Simca used the Digest tell detailed, 
long-copy story about its cars and 
credited the magazine with having “out- 
pulled almost everything ever used.” 


| 
| 
| 


These are just few the successes Digest 
advertisers repeatedly enjoy. Why they 
occur and recur? Because nowhere else can 
advertisers get all these unique values: 


The largest assured audience that can 
bought anywhere. larger than the audience 
any other magazine, weekly, fortnightly 
monthly; larger than any newspaper 
supplement; larger than the average night- 
time network television program. 


The largest quality audience that can 
found. The Digest has more readers every 
income group than any other magazine. And 
the higher the income group, the greater the 


Digest’s share the reading audience. 


Belief what the magazine publishes. 
People have faith Digest, its 
editorial and advertising columns alike. 


Discrimination the advertising accepted. 
The Digest alone, major advertising media, 
accepts alcoholic beverages, cigarettes 
tobacco, patent medicines—and for 
any product, accepts only advertising that 
meets the highest standards reliability. 


the light these benefits, you may wish 
strengthen your 1959 advertising program 
including the Reader’s Digest. You will 
address the best audience America, 
responsive audience whose enthusiasm for 
product can assure its sales success. 


And you can reach this audience for $2.91 
per thousand paid circulation—a remarkably 
economical and effective way selling the 


best part America. 


People have faith 


Digest 


Largest magazine circulation the 
Over 11,750,000 copies bought monthly 


060°; Two-ten (6) station wagon, $1,- 
440° (ps); Hardtop 4-dr., $1,325*° 
2-dr., $1,250°, $1,235. 

$1,350°, $1,060°; 


"56 Bel Air (8) conv., 
$1,130°, $1,050; 4-dr., 


Hardtop 2-dr., 

$1,030*; Two-ten (6) station wagon, 
$1,225*, $1,130°; Bel Air (6) Hardtop 

"55 Bel Air (6) Hardtop 2-dr., 
Bel Air (8) 4-dr., $920°; 
dr., $900°, $850°; 2-dr., 
ten (6) Delray, $880*; 
$615, $450; 


$1,000°; 
Hardtop 2- 
$810°; Two- 
4-dr., $820°, 

One-fifty (6) 2-dr., $490, 
$210. 


CHRYSLER—’'57 (300) Hardtop 2-dr., $2,- 


000° (ps); Windsor 4-dr., $1,650* (ps). 

"56 Windsor Hardtop 2-dr., $1,345* (ps); 
NY Hardtop 2-dr., $1,325* (ps). 

‘SS NY St. Regis.. $885° (ps): Windsor 
4-dr., $740° (ps). 

DeSOTO—'57 Firedome Sportsman 4-dr., 
$1,430° (ps). 

Fireflite Sportsman 2-dr., $1,165*° 
(ps); 4-dr., $1,155* (ps). 

"55 Firefilite Sportsman 2-dr.. $760° (ps). 

DODGE — ‘57 Coronet (8) Lancer 2-dr., 
$1,455° (ps); Coronet (6) 2-dr., $1,- 
205°. 

"56 Coronet (8) Lancer 2-dr., $890° (ps). 

"55 Royal (8) 4-dr., $795*; Coronet (8) 
Lancer 2-dr., §575°. 

EDSEI.—’58 Citation 4-dr., $1,720* (ps); 
Ranger Hardtop 2-dr., $1,375; 2-dr., 
$1,300°; 4-dr.. $1,125°*. 

FORD—'58 Thunderbird, $3,265* (ps), $3.- 
175* (ps); Country sedan (8), $1,850*° 
(ps); Fairlane (8) Victoria 4-dr., $1,- 
Custom (8) 300 2-dr., 
4-dr., $1,425. 

"57 Country squire (8), $1,605; Country 
sedan (8), (ps), $1,- 
205°; Fairlane (8) 500 conv., $1,425*; 
2-dr., $1,370° (ps), $1,170°; Victoria 
2-dr., $1,365°; Victoria 4-dr., $1,350*, 
$1,310° (ps), $1,300° (ps), $1,085°; 

Custom (8) 300 4-dr., $1,065°, $1,025°; 


Custom (6) 300 2-dr.. $1,035*, $905; 
Fairlane (8) 2-dr., $1,030*; Custom 
(6) 2-dr., $945. 


"56 Fairlane (8) Crown Victoria, $1,000* 
(ps); Victoria 2-dr., $945° $725°; 2- 
dr., $805°; 4-dr.. $755°; Custom (8) 
2-dr., $905; Victoria 2-dr., $840; 4- 
dr.. $635°; ranch wagon (8), $775. 

"55 Thunderbird, $1,685* (ps); Fairlane 
(8) 4-dr., $805°, $615°; 2-dr., $615°; 
Country sedan (8) 4-dr., $735°; Cus- 
tom (8) 2-dr.. $615*, $600, $595*. 

HUDSON—'57 Hornet (8) 4-dr., $630° (ps). 

"SS Super (6) Wasp 4-dr., $300. 

IMPERIAL —'57 4-dr., $1,950° (ps). 

"53 4-dr.. $300° (ps). 

LINCOLN —’58 Premiere 2-dr., $3,100* 
(ps); Capri 4-dr., $2,700* (ps). 

"ST Premiere conv., $2,100° (ps). 

"56 Premiere 2-dr., $1,645° (ps); 
$1,505* (ps). 

MERCURY—’'58 Monterey 2-dr., $1,840* 
(ps), $1,575*; 4-dr., $1,690°, $1,610*. 

"57 Monterey 2-dr., $1,500* (ps), $1,300°; 
Montclair Hardtop 4-dr., $1,475° (ps), 
320° (ps). 

Montclair conv,, $1,005* (ps); Hard- 


(Continued on Page 48, Col. 1) 


PORTABLE ALL-STEEL 


BUILDING 


for your 
CAR 


LOT 


DELIVERED FULLY ASSEMBLED and EQUIPPED 


attractive, building that 
deliver your lot and set your 
prepared foundation. Attach utilities and 
business shifts. Includes heat- 
ing and air conditioning; available 
several sizes. Write for complete details. 


VALENTINE MFG., INC. 
BOX 667-N WICHITA, KANSAS 


4-dr., 


OPEL 
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‘57 Bel Air (8) Hardtop, $1,425*; Two- | STUDEBAKER — ’'54 Commander 2-dr., 


Used-Car Auction Prices 


(Continued from Page 47) 


top 4-dr., $985*; Monterey 4-dr., $975*; 
2-dr., $750* (ps); Custom Hardtop 2- 
dr., $860*, $850°. 

‘55 Montclair 2-dr., $890*, $735*, $470° 
(ps); Monterey 4-dr., $880* (ps), 
$570*; 2-dr., 2 at $600*; Custom 2-dr., 
$460*. 

NASH—’'57 Ambassador (8) 4-dr., $945*. 

OLDSMOBILE—’'58 (88) Super conv., $2,- 
630° (ps); Holiday 4-dr., $2,450* (ps); 
Holiday 2-dr., $2,245* (ps); (98) Holi- 
day 2-dr., $2,480° (ps), $2,475* (ps); 
4-dr., $2,425* (ps). 

"57 (88) Super Fiesta, $1,920*, $1,785 
(ps); Holiday 2-dr., $1,740° (ps), $1,- 
370* (ps); Holiday 4-dr., $1,650*° (ps); 
(98) 4-dr., $1,595* (ps). 

‘56 (88) Super Holiday 2-dr., $1,370* 
(ps); (88) Holiday 4-dr., $1,145* (ps); 
2-dr., 

"55 (88) Super Holiday 4-dr., $1,050* 
(ps), $970*; Holiday 2-dr., $1,025* 
(ps); 4-dr., $850*, $805* (ps); (88) 
Holiday 4-dr,, $1,015*, $970*; (98) 4- 
dr., $765°*. 

PLYMOUTH—'58 Belvedere (8) 
2-dr., $1,475* (ps). 

"57 Belvedere (8) conv., $1,480* 
Hardtop 4-dr., $1,260*, $1,200*; Cus- 
tom (8) station wagon, $1,365; Bel- 
vedere (6) 4-dr., $1,230°; Savoy (8) 
4-dr., $1,055*, $1,- 
025*, $1,000, Savoy (6) 
$1,075*. 

"56 Savoy (6) Hardtop 2-dr., $805*; 4- 
dr., $755; Belvedere (6) 4-dr., $550. 

"55 Plaza (8) 4-dr., $515°*. 

PONTIAC—’58 Star Chief 4-dr., $1,850*. 


Hardtop 
(ps); 


Again 


Plexiglas 


trademark, Reg. U.S. Pat. Off. and other principal countries the Western Hemisphere. 


’57 Chieftain station wagon, $1,560; Star 
Chief 4-dr., 

’56 Star Chief Catalina 4-dr., $1,060*; 
Catalina 2-dr., $975* (ps); Chieftain 
Catalina 4-dr., $580*. 

‘55 Star Chief Catalina 2-dr., $800°. 

RAMBLER—’58 Custom (8) 4-dr., $1,600* 
(ps). 
"56 Custom (6) 4-dr., $1,105, 
STUDEBAKER — '57 Champion (6) 2-dr., 


$910. 
’55 Commander (8) Hardtop 2-dr., $905* 


(ps). 
MISCELLANEOUS — '57 Chevrolet 1-ton 
pickup, $490. 
Chevrolet %-ton pickup, $430. 


WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction, Sale 
every Thursday, Prices are for sale of 
Feb. 12. Many out of state buyers at- 
tended our sale today, Demand continues 
good for clean desirable units, 
BUICK—’57 Estate wagon station wagon, 

$1,610 (ps); Super Hardtop, $1,300* 
(ps). 

’56 Special station wagon, $1,275*; Super 
4-dr., 

CADILLAC—’59 (62) coupe, $4,600° (ps). 

*56 coupe de Ville, $1,925* (ps). 

’55 (60) Special 4-dr., $1,510* (ps); (62) 
Hardtop, $1,450° (ps), $1,440° (ps), 
$1,425*° (ps), $1,400° (ps); coupe, $1,- 
410* (ps). 

CHEVROLET—'58 Bel Air (8) Hardtop, 
(ps); Impala (8) conv., $1,- 
65. 


ten (6) 2-dr., $1,155. 
"56 Bel Air (8) 4-dr., 
$970°; 2-dr., $880°*. 
CHRYSLER—’51 NY conv., $150°. 
Firedome (8) 4-dr., 


DODGE—’57 Suburban (8) station wagon, 
$1,350*; Custom (8) 4-dr., $1,200°, 

Coronet (8) 4-dr., $600*. 

F OR D—’58 Thunderbird 2-dr., $3,100* 
(ps); Country sedan (8) station wagon, 
$1,850*; Fairlane (8) 500 Hardtop, 
$1,765* Fairlane (8) Hardtop, 
$1,720*, $1,700. 

’57 Fairlane (8) 500 Hardtop, $1,350, 
$1,275*; Fairlane (6) conv., $1,250*; 
Custom (6) station wagon, $1,185*; 
4-dr.. $925; Custom (8) 2-dr., $850. 

Thunderbird conv., $1,910° (ps); 
Fairlane (8) Hardtop, $1,005*; Country 
sedan (8) station wagon, $995* (ps); 
Custom (8) station wagon, $800*. 

"55 Custom (8) 2-dr., $510. 


LINCOLN —'56 Premiere coupe, 
(ps). 
MERCURY—’58 Monterey 2-dr., $1,600*. 

’57 Turnpike Cruiser conv., $1,675° 
(ps); Monterey Hardtop, $1,470* (ps). 

Montclair conv., $950*. 

Monterey Hardtop, $870°; 4-dr., 
$520*; Montclair 4-dr., $675*, $670° 
(ps); Custom 4-dr., $575. 

NASH—’'53 Statesman 4-dr., $265. 
OLDSMOBILE — '57 Super (88) Hardtop, 
$1,780* (ps); (98) conv., $1,775*, 

"55 (88) Hardtop, $785*; 4-dr., $675*. 

PLYMOUTH—’58 Belvedere (8) Hardtop, 
$1,850° (ps), $1,750; Plaza (6) 4-dr., 
$1,125*, $1,110°. 

‘56 Belvedere (8) conv., $850*. 

’55 Plaza (8) station wagon, $600°; Bel- 
vedere (8) conv., $500*. 

PONTIAC—’58 Chieftain Hardtop, $1,800*, 
$1,025*. 


conv., 


$1,650° 


Super (6) station wagon, 


$775. 


(ps). 
ALBANY 


Tim Anspach Dealer's Auto Auction, Sale 
every Monday. Prices are for sale of Feb. 
9, In spite of a sub-zero cold, lousy day, 
waves of good used-car buyers came early 
and snapped up the plums before they 
had a chance to hit the block. 

In the auction, prices were real strong 
except on 1957 and 1958 average cars; 
they were hard to sell for former prices, 
but any clean car with class sold, in some 


cases above the market, Sold 117 cars 
from 154 consignments. 
BUICK—’59 LeSabre 2-dr., $2,525*. 
RM 4-dr., $1,550* (ps); Special 4- 
dr., $1,360*; 2-dr., $1,310*. 
Special Riviera 4-dr., $1,250* (ps); 
4-dr., $1,050°, $1,000° (ps). 
Super Riviera 2-dr., $780*. 
54 Super Riviera 2-dr.. $710* (ps), 


$450°*; Special 2-dr.. $510*. 
Special Riviera 2-dr., 
CADILLAC—’57 (62) sedan de Ville, $2,- 
835° (ps). 

*56 (62) sedan de Ville, $2,175* (ps). 
(62) sedan de Ville, $1,130* (ps). 
CHEVROLET—’59 Impala (8) Hardtop 2- 
dr., $2,600* (ps). 
Delray (8) 2-dr., 
(6) 4-dr., $1,500°. 
Bel Air (8) 4-dr., $1,550*; Two-ten 
(8) 4-dr., $1,480*; 2-dr., $1,275*; Two- 
ten (6) 4-dr., 2 at $1,060; 2-dr., $1,- 


$1,500*; Biscayne 


035. 

"56 Bel Air (8) Hardtop 4-dr., $1,160°*; 
4-dr., $1,100*; Two-ten (6) station 
wagon, $950*; 4-dr., 2 at $900. 

‘55 Bel Air (6) 4-dr., $1,000°; 2-dr., 
750; Bel Air (8) 4-dr., $860*, $800*; 
conv., $690°; Two-ten (6) station 


wagon, $830; 2-dr., $825; 4-dr., $670; 
Delray, $740, $650°*; One-fifty (8) sta- 
tion wagon, $800. 

Bel Air 2-dr., $550* ; 


$625°; 


4-dr., 


acrylic plastic molding powder 
for tail lights, parking lights, 
instrument panels, nameplates, 
medallions and dials. 


Chemicals for Industry 


HAAS 


COMPANY 


WASHINGTON SQUARE, PHILADELPHIA PA. 


Representatives principal foreign countries 


DETROIT REPRESENTATIVE: Oglesby, Nor-Way Building, 20211 Greenfield Road, BRoadway 3-0674 DISTRIBUTOR: Glass Ltd., 130 Quay East, Toronto, Ontario, Canada 


Two-ten station wagon, $435; 4- r., 
$420. 
°53 Bel Air 2-dr., $290. 
Deluxe 2-dr., $130*. 
CHRYSLER — '57 Windsor 4-dr., 5* 
(ps). 
CONTINENTAL—’58 Mark III conv., 


750° (ps). 
DeSOTO—’56 Firedome 2-dr., $1,100* (ps), 
$1,000° (ps). 

Firedome 4-dr., $300*. 

DODGE—’55 Suburban (8), $750; Coronet 
(8) Lancer, $710° (ps). 

Coronet (6) 2-dr., $175*. 

FORD—'58 Fairlane (8) 500 4-dr., $1,650* 
(ps). 

’57 Fairlane (8) 500 Victoria 2-dr., $1,- 
450°, $1,210; 4-dr., $1,400° (ps); Cus- 
tom (8) 300 2-dr., $1,100*; 4-dr., $1,- 
200*; Country sedan (8), $1,450, $1,- 
385*; Custom (6) 4-dr., $1,050. 

"56 Fairlane (8) 4-dr., $980*°, $910*; 2- 
dr., $975*; Country sedan (8), $800; 
Custom (8) 2-dr., $820. 

‘55 Country sedan (8), $850°; Fairlane 
(8) 4-dr., $760*; 2-dr., $650°; Custom 


(6) 2-dr., $500. 
*54 Custom (8) 2-dr., $350; 4-dr., $330, 
$290. 


"53 Crest (8) Victoria, $320; Custom (8) 
2-dr., $330; country sedan, $525°; Main 
(8) $320. 
HUDSON—’56 Hornet 4-dr., $660°. 


IMPERIAL — Hardtop 4-dr., $2,200* 
(ps). 
LIN C OL N—’57 Premiere 4-dr., $2,100° 
(ps). 
"56 Premiere 4-dr.. $1,350* (ps). 
Capri 4-dr., $580° (ps). 
MERCURY—’57 Commuter, $1,600* (ps). 


"56 Custom station wagon, $1,100*° (ps). 
"53 Custom 2-dr., $375*. 
NASH—'53 Ambassador 4-dr., 


250°. 


OLDSMOBILE—'57 (88) 4-dr., $1,250*. 
"56 (88) Holiday 2-dr., $1,250° (ps); 
(98) Holiday 2-dr., $1,060* (ps); (88) 
Super 2-dr., $1,035* (ps). 
"55 (88) 2-dr., $865°. 
"51 (98) 2-dr., $200°. 
PLYMOUTH—'57 Suburban (8), $1,425*; 


Savoy (8) 4-dr.. $1,235*, $1,110°, $1,- 
020; Belvedere (6) Hardtop 2-dr., $1,- 
050°. 


"56 Savoy (6) 4-dr., $750°. 


"55 Belvedere (6) Hardtop 4-dr., $570*; 
Plaza (6) 2-dr. $400. 
PONTIAC — ‘56 Chieftain station wagon, 
$700". 
"55 Star Chief conv., $825*; Chieftain 
Catalina 2-dr., $800. $750°; 4-dr., 


$660°. 

"52 Chieftain Catalina 2-dr., $170*, 
"54 Chieftain Deluxe 4-dr., $400°. 
RAMBLER—'52 Custom conv., $120. 
MISCELLANEOUS—'51 Studebaker 

pickup, $160. 
‘47 Ford %-ton pickup, $150. 
"45 Dodge Cab and Chassis, $300. 


\%-ton 


ATLANTA, 


Dixie Auto Auctions, Sale every Tuesday 
(Feb. 10). Sale of Feb. 10 established a 
new record for a rainy day, Due to in- 
clement weather, consignment was held to 


300. The bidding though was very spirited 
by dealers who are getting their lots 
stocked for what we optimists believe is 


guing to be a banner year for the auto- 
mobile business. 


BIRMINGHAM, ALA. 

Dixie Auto Auctions. Sale every Monday 
(Feb. 9). The weatherman missed his pre- 
diction and we had the rain, but we hit 
ours on the head. As always the sale was 
just right. Cars were a little short due to 
the weather, but buyers from all over the 
U. 8. A. came to take some of the nicest 
little jewels you ever saw home with them. 
It seemed both buyer and seller hit a 
happy medium. 


CHICAGO 
Arena Auto Auction. Sale every Tuesday 
(Feb. 10). Market very strong on all sharp 
cars. Consignment low due to bad weather. 
Sold cars from 371 consignments. 


FARGO, 

Tri-State Auction Company. Sale every 
Thursday (Feb. 12). Market steady. Sold 
61 cars from 97 consignments. 


PA. 


Manheim Auto Auction, Inc. Sale every 


208 


Friday (Feb. 13). Weather cloudy. Sold 
77 percent of 627 cars registered. 

SYRACUSE 


Syracuse Auto Auction, Sale every Wed- 
nesday (Feb. 11). Sold 64 cars from 83 
cars registered. 

* 


VALDOSTA, GA. 

Tom Hewitt Auto Auction. Sale every 
Friday (Feb. 13). We had lots of cars here 
today but we needed more clean cars, The 
weather was real nice and there was a big 
crowd present. 

* 


* * 
NASHVILLE, TENN. 
Nashville Auto Auction, Sale every Wed- 
nesday (Feb. 11). Prices were firm, Sold 
137 cars from 240 consignments, 


New Mexico OK’s 
Loan Rates 


ALBUQUERQUE, M.—The 
New Mexico Armed Forces Dis- 
ciplinary Control Board and local 
automobile firms have arrived 
standard for finance charges. The 
board issued revised standard for 
auto financing rates all local 
dealers following several meetings 
with auto firm representatives. 


The new guide recommends the 
following rates: $7.25 $100 year 
for new car; $8.50 $100 year 
car one manufacturer’s model 
old; $100 year for car 
two manufacturer’s models old; 
$10.50 $100 for car three models 
old, and $100. for car 
over three models old. 

$100 year for new car and 
cents $100 year for all other 
models. 


‘ton 


Your biggest automobile buyers are the young 
householders with growing and active families 
transport. 


Chicago and suburbs the Sun-Times reaches more 
young men and women 35* than any other 
Chicago newspaper. 


You’re sure reach this prime audience when you 
run your advertising the Sun-Times— 
full color black and white. 


*Source: Publication Research Service Study No. 


Young families 
are the big buyers 
cars 
Chicago 


Young families 
read the 


CHICAGO SUN-TIMES 


than any other paper 
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Affecting Factories and 


Auto Advertising 


Martin Whitmyer 
Staff Writer 


New and used-car dealers have 
been ranked the biggest adver- 
tisers local radio the Radio 
Advertising Bureau. 

Results survey revealed 
that percent the average 
RAB-member radio station’s 
local dollar comes from this 
category. Car dealers, aside from 
contributing the biggest chunk 
radio’s local income, also are its 
most consistent customers, 

Some 94.6 percent the stations 
responding the RAB poll re- 
ported revenue from car dealers. 


Me. Tax Proposed 


tax advertising has been 
proposed the Maine Legislature 
million-dollar revenue plan, 
with part the money 
toward helping college students. 

Senator James Coffin, Freeport 


Democrat and sponsor the 
measure, said his bill would have 
the state’s current percent sales 
tax apply the sale newspaper, 
radio and television advertising. 

The proposed levy would not only 
apply advertising sold Maine, 
but advertising purchased the 
state outside interests. 

* 


Spark Plug Promotion 


Details sales drive build 
traffic for spark plug and oil filter 
dealers have been announced 
Spark Plug. 


Inflatable toys appealing the 
youngsters the motoring public 
and featuring “Sparky” and “Trap- 
per,” the spark plug and oil 
filter mascots, are among the 
traffic-building items. 

For their own use, dealers are 
offered all-metal storage rack 
for small parts, with removable 
glass jars. included spark 


plug merchandising package that 
making 

“Performance out this world,” 
the theme the spark plug 
message, The gist the oil filter 
promotion “Get Clean Start” 
and “Change Oil and Filter, Too.” 

motorist-aimed advertising 
will touch network tele- 
vision, national magazines, outdoor 
billboards and point-of-sale, officials 
said. 

* + 


Saco-Lowell Names Drake 


Saco-Lowell Shops, Boston textile 
machinery manufacturer, has re- 
tained Kenneth Drake Associates, 
Detroit, relations counsel 
for its recently formed automotive 
division. 

* 


Microfilm Parley Apr. 


The National Microfilm Assn, will 
hold its eighth annual meeting and 
convention Apr, 2-4 the May- 
flower Hotel 


* * 


Winslow Picks Lang Agency 


Winslow Eng. Mfg. Co., Oak- 
land, has appointed Ray- 
mond Lang Advertising, San 


Francisco, its advertising 
agency. 

The agency also will respon- 
sible for advertising Winslow 
Aerofilter Corp. and Winslow 
Inc. 

* * 


Rootes Assn. Picks Agency 


The Midwestern Rootes Dealers 
Assn, (Hillman-Sunbeam) has 
named Erwin Waser, Ruthrauff and 
Ryan handle its advertising 
six-state area. 


Ford Sponsors Farm Mag 


John Strohm, past president 
the American Agricultural Editors’ 
Assn., has been named editor 
newly initiated monthly newsletter 
which will distributed 16,000 
county extension agents and voca- 
tional agricultural teachers 
throughout the nation. spon- 
sored the Truck Marketing de- 
partment Ford division. 

The newsletter, “High Dollar 
Farming,” monthly condensa- 
tion and review current develop- 
ments such major farm manage- 
ment fields the export food 
and feed grains, farm supports and 
pricing structures, hog and beef 


“It was criminal 


the way last car the judge said, new one serviced with 


Don’t Lose Your Case for Good Service With Judge! 


Stony Jackson 


People like the judge, who examine 
all the facts carefully before they buy, 
are tough please and mighty 
finicky about new-car service. 

the Pennzoil Program made 
order for them. Means more sales, 
more service and extra profit for you. 

provides 100% Pennsylvania- 
base Pennzoil motor oils and quality 
lubricants that your new-car buyers 
want keep using. when you sell 
their profitable service business 
right the time you make the sale! 
And each new customer worth up- 
ward $200 per year you 
parts and customer labor. 

And Pennzoil’s 


System® 


others with car dealers from coast 
your good service. 
Actually makes customers. want 
come back for all the services they 
need when they’re needed! 

nutshell: You’ll build greater 


service traffic absorb overhead 
get more repair orders and all needed 
items per R.O.—and have extra 
profit for trades and 
more money car sales! 

Your Pennzoil distributor can show 
you proof. Call him today. 


The motor oil that makes people mad they don’t get it! 


MEMBER PENN. GRADE CRUDE O11 ASSN. 
PERMIT NO. 2. On CITY. PA. 


markets, loan dates, tax provisiors, 
interest rates and overplanting 

* * 


Wis. Market-Media Facts 


give official “voice” the 
cause newspaper advertising and 
and media facts for Wisconsin, the 
Wisconsin Newspaper Advertising 
Executive’s Assn. publishing 
combination reference book and 
presentation entitled “How Get 
More For Your Promotion Dollar 
Wisconsin Through 
Advertising.” 

Copies will available from any 
Wisconsin daily newspaper, their 
representatives, writing Wis- 
consin NAEA, Box 1012, Madison 
Wis. 

* 


Western North Carolina Data 


The Asheville (N. C.) Citizen- 
Times recently published 
section its Sunday paper “The 
Western North Carolina Story.” 

The issue, built around the five- 
year industrial growth the area, 
contained 109,018 lines retail and 
general advertising. The editorial 
department devoted over 200 pic- 
tures the area and firms and 
individuals located there. 


Film Strip Gas 


Century Gas Equipment the 
Marvel-Schebler Products division 
Borg-Warner Corp., Decatur, 
has announced the production 
what terms the first comprehen- 
sive and complete educational film 
strip with sound the story 
petroleum gas motor 
uel. 


The full-color film strip gives 
account origin, ground- 
to-consumer processing-production 
and distribution, scientific and sta- 
tistical comparison with other com- 
mercial motor fuels, rapid growth 
and expansion, uses, proper con- 
version techniques, specialized car- 
buretion equipment requirements, 
well discusses maintenance 
savings pertinent fleet owners, 
life operators and farmers. 

Accompanying the film strip 
summary booklet entitled, “The 
Fuel System Story the Century.” 


Personnel Changes 


Thomas Tierney jr. from public 
relations representative Ford 
Motor Co.’s Midwest office Chi- 
cago the newly created post 
national public relations representa- 
tive for Ford trucks George 
Bywater from 
staff salesman 
the Detroit office 
Detroit man- 
ager George 
McDevitt Co. 
Inc., publishers 
William Miller 
from chief editor- 
ial writer the 
New York Herald 
Tribune edito- 
rial staff Life George Bywater 
magazine James Tolley from 
director General Motors’ Pre- 
views Progress regional public 
relations representative for 
Flint Barton from 
designer and builder scientific 
demonstrations for the show 
director Previews Progress 
visor TV-radio production 
associate creative director the 
TV-radio department Campbell- 
Ewald Co., Detroit Donald 
Miller from TV-radio producer 
supervisor TV-radio production 
for Campbell-Ewald John Boyd, 
nationally known race car driver, 
public relations director 
Bowes “Seal-Fast” Corp. Don- 
ald Shields from Richard 
Guylay Associates, New York, 
account executive with Arnold 
Co., Denver Stephen Wells 
from account executive for Peers 
Associates, London, ac- 
count executive with Arnold Co. 
Cosmopolitan editor Amer- 
ican Weekly, replacing Ernest 
Heyn Thomas Abbett from 
assistant regional manager the 
Chicago public relations office 
General Motors the news rela- 
tions section central office 
public relations staff Detroit 
Robert Cunningham from public 
relations staff Spark Plug 
assistant regional manager 
the. Chicago public relations office 
GM. 


ENNZOIL 


> 


= 
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The New Year’s Day Parade 
First Street Los Angeles Years Long 


certain parts Los Angeles, New Year’s Day means roses, 
beauty queens, and pigskin heroics. 

But here First Street, The Times has annual New 
Year’s Day parade all its own. 

Media Records keeps leading the instance 
being the year-end report for 1958 all newspapers. 

For the fourth year row, The Times was first total 
advertising with 65,378,199 lines...9,340,566 more than the 
second newspaper. 

And the habit goes even deeper. Media Records tallies The 


First the No. market 


Times first retail advertising, for the fourth year... first 
classified advertising, for the sixth financial 
advertising, for the second year. 

Apparently, our readers enjoy this parade, too. For The 
Times goes more homes, more upper-income families, more 
two-car families, more professional and executive households 
than any other Los Angeles metropolitan newspaper. 

First the nation, first Los Angeles it’s getting 
habit with The Times, and one have intention break- 
ing here First Street Los Angeles. 


Los Angeles Times 


Represented by Cresmer and Woodward, New York, 
Chicago, Detroit, and San Francisco 
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Co., 
Sioux City, has added seven 
models its line Sioux air impact 
wrenches and air screwdrivers. The com- 
pany has also added five models its 
line electric impact wrenches and elec- 
tric screwdrivers. the air im- 
pact wrenches the “production 
No. 313 and 314. While weighs only 
pounds will deliver foot pounds 
torque. features remote air exhaust 
system which carries exhausting air and 
oil six feet away from the operator. 
the other end the range 
the Sioux No. 320 and 322 air impact 
wrenches which said achieve 
high power weight ratio. The No. 
322 will deliver 1,200 foot pounds 
torque with 120 pounds air pressure 
at the tool, it is said. 


AUTO TEST 
DuMont Laboratories, 750 Bloomfield 
Ave., Clifton, N. J., which comprise the 
DuMont Deluxe Service Center, the 
oscilloscope ignition 
electrical tester for six and 
for measuring 
pressure, and exhaust 
for indicating overall per- 
formance the system operation. 
floor are the compression and the 
power timing light, which complete the 
test instrument package. Also included 
the one-drawer mobile and 
instrument rack for mounting the meters 
the stand. 


REFLECTIVE STRIPS—A custom-made re- 
strip for 1959 Impala Chevrolets 
has been announced Minnesota Mining 
Co., Dept. K9-19, St. Paul Minn. 


sheeting, the strip ivory daylight 
and vivid silver headlights 
night. can applied less than 
half-hour two men the chrome- 
bordered panel each side the car, 


according 3M. 


Markets Flasher, 


Vent Trim Extension 


new highway safety device de- 
signed provide warning case 
roadside emergencies being 
introduced Chevrolet ac- 
cessory for cars and trucks, Avail- 
able through Chevrolet dealers, the 
new item hazard flasher sys- 
tem which can put into operation 
switch mounted the instru- 


NEW PRODUCTS 


ment panel. Suggested list price 
$7.95. 

second new being 
made available through dealers 
stainless steel extension for 
vent windows increase air flow 
into the The trim strips, avail- 
able 11% and 13-inch lengths, 
add air intake capacity the 
vents. They snap onto rear edges 
the vent glass and will fit all 
models cars. 


HOIST Mfg. Co., Inc., 
Fargo, N. D., has announced its Pit ‘N’ 
Hoist Jack, portable tool that can 
used grease pit under the grease 
tion removing and installing ports 
where that the weight 
the car removed. This jack said 
have capacity 1,500 pounds lift 
100 air line pressure. has 
minimum height inches with sleeve 
height with sleeve 
extended inches. Overall height with 


EPOXY RESIN the dan- 
ger hot-spotting and costly overheating 
drying epoxy resin materials one 
the advantages claimed for the Fos- 
toria mode! 52-148 portable infrared drier 
designed expressly for such work body 
shops. warm-up period required. 
Clear 250-watt, G-30 type infrared lamps 
supplied with the lightweight, self- 
contained drying unit. can adjusted 
heights five feet and also swivels 
180 degrees for varying angles drying. 
Fostoria Steel Corp., Fostoria, 


CHOKE KiT—Superior Screw Mfg. 
Co., Inc., 1227 Henderson St., Chicago 
13, has announced Universal Man- 
val Choke Kit convert faulty 
chokes hand operated chokes that offer 
control from dash panel. No. 700 
kit has been designed fit all climatic 


applications, including 
late carburetor installations, 
said. For climatic application, tail- 
cap furnished with kit. The pat- 
ented kit features spring loaded unit 
that prevents the stifling engine 
acceleration, 


FILTER CARTRIDGES—Fram Corp., Prov- 
idence 16, has developed filter 
cartridges for 1959. These new cartridges 
for replacements 1959 General 
Motors Corp. cars, also for replacements 
for lube oil, air and fuel oil cartridges 
voriety models and makes 
cors, trucks, buses, tractors and industrial 
and engines. 


CARBURETOR—A kit for im- 
proved carburetor maintenance been 
announced by Rochester Products Division, 

The kit, called Kleanovut Kit, is designed 
for on-the-engine carburetor 
maintenance connection with engine 
assembly, pump plunger, float nec- 
essary clips, choke stot cover gasket, 
horn gasket and complete instructions. 
developed compound for cleaning exterior 
surfaces the carburetor. 
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SHELVING Featuring instant 
ability without tools, sliding shelf shelving 
has been announced Lyon Metal Prod- 
ucts, Inc., 2 Clark St., Aurora, Ill. The line 
shelving available eight standard 
sections and extra parts can added 
sections meet every requirement, 
claimed. Shelving sections are 37% inches 
wide, 12-5/16 inches deep and inches 
high. Sliding shelves are adjustable 
centers. 


Supersite Says Chemical 
Aids Cooling Engines 
The chemical division Super- 
site Corp., 306 Seymour Ave., 
Derby, Conn., has introduced 
Kool-It, liquid heat-transfer 
chemical concentrate, which 
said increase the ability 
water dissipate heat, 
According the manufacturer, 
even bumper-to-bumper driving 
hot weather will not cause 
motors boil over when Kool-It 


has been used. Cooling aided 

permitting faster circulation 

water, taking heat away from 

the engine, the company said. 
+ 


THE HYDRAULIC BRAKE SYSTEM 
Operanon 


ond Service 


Brake System Core Pays! 
i 
— 


BRAKE CHART—A detailed, four-color 
wall chart showing all parts the 
motive brake system has been 
announced National Carbon Co., Divi- 
sion Union Carbide Corp. Designed 
help the dealer educate his customer 
the importance brake service and high 
quality broke fluids, the brake chart shows 
different types foundation brakes and 
also master and wheel brake 
cylinders. This latest series service 
charts comes two versions—a 
black and white edition, handy for desk 
workbench. Both may obtained 
writing Engineering 
National Carbon Co., 300 Madison Ave., 
New York 17, 


TIRE tire pressure gages, 
designed for accurate checking air 
pressure tires equip- 
ment, have been announced Mfg. 
Co., 700 Eighty-second St., Cleveland 
The three models consist stand- 
bore, dual-foot gage; oversize and 
standard bore push-on gage, and 
oversize and standard bore foot 
All models are available either 
high low pressure 


TOW CABLE—A fabric 
auto tow cable that said small 
enough fit the glove 
car, yet stronger than most metal 
tow chains, has been announced Mar- 
ket Forge Co., Everett, Mass. Called the 
Tow weighs two 
pounds, has 5,000-pound test strength, 
made one-inch-wide nylon webbing 
and feet long. The webbing stretches 


CRACK Versnick MF-100 
Crack Finder designed locate cracks 
cylinder heads, motor blocks, and other 
castings. The kit consists transformer, 
magnetic yoke, metallic powder, powder 
dispenser, connecting wires, and handy 
carrying case. The portable unit operates 
from any 110 volt outlet. Versnick 
Mfg. Co., Madisonville, Ky. 


universal shock spring fit over exist- 
ing shock absorbers most 
and light trucks has been announced 
Replacement Division, Thompson Products, 
Inc., 23555 Euclid Ave., Cleveland 17, 
Called Ride,” the spring de- 


signed prevent rear-end sag and bot- 
toming soft sprung vehicles, said. 
While the unit eliminates these problems, 
does not materially affect the 
normal riding comfort, it is claimed. 


PICKUP COVER aluminum 
and steel pickup covers have been mar- 
keted by Aeromotive Metal Products, Inc., 
811 Edmunds St., Seattle Wash. The 
units ore said custom made fit 
any year, size pickup. High units 
give 72-inch clearance from bottom 
truck box top Low units 
approximately inches high fit 
under window truck cab. Rear door 
and side windows ore 


POWER BRAKE—Airtex Products, 


Inc., 
Fairfield, ill., has announced a line of 
Powr-Brake units distributed through 
the Airtex Automotive Division and the 
Master Parts Division. The brake unit will 
fit all models late vehicles and some 
far back with dash fire wall 
mounted master cylinders, said, Be- 
cause its design, the brake system will 
normally even the Powr-Brake 
unit were become inoperative, 
claimed. Compact and weighing 
pounds, fits between the fire wall and 
the master cylinder, thus activating with 
increased line pressure the present brak- 
ing system. 


one-piece wrench developed specifically 
ease and speed the removal and re- 
placement the hex filler plug the 
differential 1959 Fords and Mercurys. 
Used with standard hinge 
handle, clears the extra long stud 
the housing which makes this plug 
tough one get at. Measuring inches 
long and with hex and drive 
ends, the J-42 alloy steel and 
chrome plated. Bingham Herbrand Corp., 
Fremont, 


> 


nes cra 


| 
avi 
= 
7 so! 


a 


What's New... 


AUTOMOTIVE NEWS, FEBRUARY 23, 1959 


Parts and Accessory Distribution 


Bernard Fife President 
Standard Motor Products 


LONG ISLAND CITY, 
Bernard Fife has been named pres- 
jdent Standard Motor Products, 
Inc., automotive replacement parts 
manufacturer, succeeded Elias 
Fife, who moved chairman 
the firm founded years ago. 

another promotion, Nathaniel 
Sills was appointed the vice- 
presidency left vacant the death 
Rosenstein. Bernard Fife 
formerly was general manager and 
treasurer, and Sills was secretary. 


Hudson Engines Available 

NEW YORK.—Hamos Co., 
export firm, has announced the 
availability 1,000 Hudson Hornet 
engines complete with all acces- 
The engines will fit all Hud- 
sons from 1948 through 1956, but 
1954 and prior years, the firm said. 

* 


Lincoln Names Sprich 
ST. LOUIS.—Lincoln Engineering 
Co. has appointed Roland Sprich 
territory manager for His 
185th Terrace, Miami. 


Philadelphia Firm Trains 


for Carter, Auto-Lite 


Auto Equip- 
ment Service graduated 
students four Auto-Lite technical 
training classes and three Carter 
Power Center training classes, ac- 
cording Terence McCabe, head 
instruction activities. 

Classes were held cooperation 
with the firm’s service distributor 
accounts. 


Murray Lukatch, president the Auto- 
mobile Seat Cover Assn. America, urges 
leaders join the year-round 
Car-Keeping sales program launched 
ASCAA several years ago. will boost 
sales billion yearly, 


Year-Round Sales 
Promotion Urged 
For Aftermarket 


NEW YORK.—Aftermarket busi- 
billion yearly the industry 
adopts the Good Car-Keeping sell- 
ing concept, 250 executives mail- 
houses, chain stores and 
manufacturers were 
old. 

Murray Lukatch, president the 
Automobile Seat Cover Assn. 
America, said the year-round pro- 
motion was launched ASCAA 
than two years ago after car 
makers said there longer was 
need for seat covers. 

“In 1957-58 we-spent approxi- 
mately $250,000 for hard-hitting 
advertising and public-relations 
said, “and seat-cover 
Sales increased million during 
the period. 

Vernon Holland, ASCAA 
tive director, said the entire after- 
market now faces the problems 
met outlined plans 
for industrywide promotion and 
urged all join the campaign. 
publicity and merchandising 
kit suitable for any retailer avail- 


paper ads, radio and scripts, 
slides and transcribed jingles, 
streamers and counter cards for 
stores, bumper stickers, Good Car- 
Keeping Tips booklets, envelope 
stuffers and direct mailers, said. 

The promotion climaxed 
Good Car-Keeping Week May 21-31, 
Holland said. 

* 


Fuel-Pump Bonus Plan 


Announced Airtex 


FAIRFIELD, promotion 
that enables service stations and 
shops earn bonus worth more 
than $20 has been announced 
Airtex Products, manufac- 
turer fuel and water pumps, 

It’s called “8-in-3 get one 
free.” dealer who orders eight 
Airtex fuel pumps three months 
can choose Airtex dual dia- 
phragm fuel pump free bonus. 
The premium, along with the nor- 
mal installation charge, worth 


more than $20 profit, the company 
said. 


6-V olt Import Battery 


Added Goodrich 
Goodrich Tire 
Co., marketing new six-volt 
replacement battery for number 
imported cars sold the 
Designated “Pow-R-Pak (P- 
18M),” fits the 1956-57 MG, 1957 
Opel, 1955-57 Volkswagen, 1956-57 
Austin-Healey, 1950-54 XK-120 Jag- 
uar and 1955-57 HK-140 Jaguar 
(open two seater, drop head coupe). 
Goodrich said now offers re- 
placement battery for most imports. 


Sales Program 


Offered Airtex 


FAIRFIELD, new kind 
sales meeting—a presentation that 
gives wholesalers helpful merchan- 


dising ideas and greater direction 
selling efforts—has been devel- 
oped Airtex Products, Inc. 
“This blueprint for sale,” 
says Frank Schreiner, sales man- 


ager Airtex’s automotive divi-| 
sion. “It’s streamlined 
tion based market facts and 


sure-fire promotion technique. 
There’s never been anything quite 
like before our field.” 

The Airtex presentation, called 
“Prime the Pump,” focuses the 
get one free” fuel 
pump promotion for service sta- 
tions and shops. This plan awards 
bonus fuel pump dealer who 
orders eight pumps over three 
month period. 

* 


Continental Mfg. Denie 


FTC Guarantee Charges 


WASHINGTON, Continental 
Mfg. Corp., 10411 Washington 
Bivd., Culver City, Calif., has 
denied all allegations Fed- 
eral Trade Commission complaint 
charging with misrepresenting 
the guarantees its “Lifetime” 
spark plugs and batteries. 

The company said could 
prove the charges false hear- 
ing planned the complaint. 
The complaint was issued the 
FTC Dec, 10. 


Sales 


“Prime the Pump for More Fuel Pump 
presentation developed Airtex Products, 
Inc., Fairfield, This presentation uses 
new formula that gives wholesalers 
merchandising ideas and direction that 
lead better sales from the better pros- 
pects, according Airtex. 


OFF LIMITS FOR SALES? 


Taking baiting hook, 
ironing shirts driving car— 
WJR reaches adult listeners 


matter where they 
they are doing. 


The reason that WJR pop- 
ular with adults because our 
programming consistently 


are what 


what’s with this adult appeal 
routine WJR? Just this— 
adults are the people with the 
purchasing power—the people who 


buy your products and services. 


Sound interesting? Check with 
your advertising manager, agency 


power” station the Detroit- 
Great Lakes area. Learn how your 
advertising can get through the 
right people. 


cost from ASCAA, Holland fine blend entertainment, infor- Henry Christal 
The kit contains ideas for news- mation and education. for the facts WJR, the WITH ADULT APPEAL 
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NSPA Cites Timken— 


Timken Roller Bearing Co., Canton, O., 
has received from the National 
Parts Assn. for its outstanding 
industry and the furtherance 
tive vocational education the high 
schoo! level. From left are Henry Fickes, 
Dover, O., NSPA member who made the 
presentation; Richard G.. Besst, manager 
the Timken New (O.) plant 
who accepted the ploque for the Timken 
Foundation Canton, and Leon Force, 
school superintendent. 


Sales Conditions Various Areas 


Auto Market Reports 


Oakland, Calif. 


Sales new cars this area are 
running well ahead last year and 
dealers are optimistic over pros- 
pects for the spring. 

Dealers commented signifi- 
cant shift public opinion away 
from the “hate-Detroit” theme. 
They said treatment the press 
has improved and the labelling law 


work favorably for 


both dealer and purchaser. 

Used-car sales are reported me- 
dium firm and inventories are 
being held down most cases.— 
(Steve Still.) 


Pittsburgh 


New-car registrations the 
Pittsburgh area increased sharply 


the week ended 31, accord- 


ing the Bureau Business Re- 
search the University Pitts- 
burgh. 

New-car registrations had lagged 


the opening weeks the year, 
the bureau said. 

Business general the area 
mounted the highest level since 
October, 1957, the bureau said. 
Steel-mill operations were also 
the highest level recorded since 
late Leffingwell.) 


* * * 


Omaha 


was, once again, Chevrolet, 
Ford and Plymouth the top three 
sales spots for January the 
Omaha new-car market. They sold 
363, 279 and 91, respectively. 

Next the top bracket came 
Oldsmobile, 62; Pon- 
tiac, 56, and Buick, 50, 

the luxury cars, Cadillac reg- 
istered 38, Imperial, and Lincoln, 

Imported cars accounted for 
this group, Volkswagen 
sold Volvo’s 13. 

The overall January total was 


HELP YOUR CUSTOMERS KEEP THAT “THUNDERBIRD LOOK" 
WITH ONE THE BEST MONEY MAKING ACCESSORIES EVER! 


HANA FOAM 


CUSHION COVER 


CUSTOM-TAILORED ESPECIALLY FOR THE FORD FAMILY FINE CARS 


One the most successful accessories ever 
Toppers” are already use 
nearly four million motorists. wonder! 
Exclusive Toppers” 
interiors new, give interiors older cars new 
car look. Topper” provides protection 
where needed most—on the seat cushion— 


yet doesn’t hide smart styling. 
Minimum inventory 


Part Number 


keep new 


money-maker! 


moking displey stand FREE with each 
for six “Cushion Tepper” covers. 


right price! Order from your Ford Parts Depot 


Long-wearing Rayon Aero-Twill outer covering 
Super-soft foam latex backing provides extra 
passengers ride thousands 
tiny “breathing air cells.” 
You'll find this accessory 
easy sell, and real 


out. 


SUGGESTED LIST 
ONLY 


1957-59 Fords 


cushion, models 


*Rear seat models also available. 


DEARBORN, MICHIGAN 


1,169, compared with December’s 


Ford led Chevrolet truck sales 
the margin 31, Interna- 
third with 20, and GMC 
had 16, There were 141 trucks reg- 
istered January, against 123 
December.—(Arthur Oleson.) 

* 


* * 


Youngstown, 


New-car registrations the 
Youngstown (O.) area January 
jumped percent above the Jan- 
uary, 1958, figure and just about 
equalled the January, 1957 regis- 
trations. 


Optimistic signs for better sales 
year are being seen dealers here 
although shortages still affect the 
marketing new cars. 


January, there were 713 new 
cars registered, compared with 540 
January, 1958, and 720 Janu- 
ary, The Mahoning County 
Title Bureau also reported trucks 
registered. 


New-car registrations makes 
were: Ford, 181; Chevrolet, 149; 
Pontiac, 73; Plymouth, 53; Rambler, 
43; Buick, 34; Cadillac, 31; Oldsmo- 
bile, 30; Volkswagen, 18; Mercury, 
17; Dodge, 15; DeSoto, 12; Stude- 
baker, 12; Chrysler, Edsel, 
Imperial, Lincoln, and miscel- 
laneous, 32.—(Stephen Ritz.) 


Birmingham, Ala. 


Sales new cars Birmingham, 
Ala., January were 1,272, com- 
pared with 1,245 December. 

makes, registrations were: 
Chevrolet, 401; Ford, 333; Oldsmo- 
bile, 87; Pontiac, Buick, 57; 
Plymouth, 50; Rambler, Ren- 
ault, 27; Cadillac, 26; Mercury, 25; 
Studebaker, 19; Volkswagen, 16; 
Fiat, 14; Chrysler, 11; Lincoln, 
DeSoto, Simca, Dodge, Hill- 
man, Volvo, Morris, Opel, 
Imperial, Edsel, and miscel- 
laneous, 22.—(Stuart Riddle.) 


Toledo 


New-car sales Toledo and 
Lucas County numbered 1,318 
January, compared with 1,459 
December and 1,304 January 
year ago. 

makes, registrations were: 
382; Ford, 270; Oldsmo- 
bile, 98; Pontiac, 92; Buick, 79; 
Plymouth, 75; Dodge, 39; Rambler, 
37; Studebaker, 37; Cadillac, 34; 
Edsel, 34; Mercury, 24; Volkswagen, 
18; Chrysler, 14; DeSoto, Hill- 
man, English Ford, Lincoln, 
Mercedes-Benz, Imperial. 
Willys, and miscellaneous, 22. 

New-truck sales amounted 104 
January, compared with 148 
December and January, 1958. 

makes, registrations were: 
Chevrolet, 35; Ford, 22; GMC, 12; 
White, Diamond Interna- 
tional, Dodge, Volkswagen, 
Willys, Diveo, and 
miscellaneous, 


Dallas 


total 3,975 new cars were 
registered Dallas January, 
compared with 3,927 December. 

makes, January registrations 
were: Chevrolet, 1,293; Ford, 899; 
Oldsmobile, 349; Pontiac, 223; 
Buick, 201; Rambler, 140; Plymouth, 
111; Renault, 97; Cadillac, 92; 
Studebaker, 86; Mercury, 59; Volks- 
wageh, 40; Fiat, 39; English Ford, 
35; Simca, 34; Dodge, 29; Metro- 
politan, 27; Opel, 24; Edsel, 22; 
Lincoln, 22; Vauxhall, 20; Chrysler, 
13; Lioyd, 13, and MG, 13. 

DeSoto, 12; Volvo, 11; Goliath, 
Triumph, Hillman, Peu- 
geot, Austin-Healey, Mer- 
cedes-Benz, Morris, Alfa- 
Romeo, Imperial, Borgward, 
Porsche, Willys, Jaguar, 
Isetta, NSU, Panhard, and 
Sunbeam, 

New-truck registrations num- 
bered 505, compared with 400 
month earlier. 

makes, they were: Chevrolet, 
234; Ford, 145; GMC, 38; White, 23; 
International, 20; Mack, 15; Volks- 
wagen, 10; Dodge, Willys, 
English Ford, Diamond 
Kenworth, Studebaker, and 
miscellaneous, Fenoglio.) 


READERSHIP 


The Buffalo Courier-Express is the 
type of complete family newspaper 
which insures careful editorial 
readership by both men and 
women. And insured editorial read- 
ership, together with a clean, un- 
cluttered format, means insured 
advertising readership for your 
sales messages. 

ROP COLOR available both daily 
and Sunday 


Member: Metro Sunday Comics 
ond Sunday Magazine Networks 


Buffalo Courier-Express 


Western New York’s Only Morning 
and Sundoy Newspaper 


Representatives: 
Scolaro, Meeker & Scott 
Pacific Coast: Doyle Howley 


ADVERTISEMENT 


ROBERT DONAHUE 


dealer from western 
New York wanted for defrauding 
Many out Falls 
and Buffalo, Reward 
Please write Albert Brinkman, 2399 
Bailey, Buffalo, call Hum- 
7711 Budge 3574. 


What 
The Best Retail 


The answer 
this and count- 

less other ques- 
Automobile 
Dealer” 
Martin Bury. 
This valuable 
book, now its 
second printing, 
has been ac- 
claimed the 
“bible” its field. Order now with 
coupon. If, after days, you are 
not convinced that this merits 
being worthwhile, permanent ref- 
erence, return money 
will refunded. Send for your 
copy now before slips your mind. 


PHILPENN PUBLISHING COMPANY 
1750 Broad St., Philadelphia 21, Pa. 


the new book, 
“The Automobile 


enclose check covering books 
each 


books plus postage 
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Longtime Dealer Gives 
Security Experience 


(Continued from Page 2) 


dealers who express opposition 
any such plan reflect complete 
ated successfully for Chevrolet 
and other General Motors dealers 
over sufficient number years 
prove its effectiveness helping 
control cross-selling. 

They have apparently had 
experience their own operat- 
ing under such plan and are 
jumping false and fanciful 
conclusions all the dire 
things that they fear could hap- 
pen the manufacturers were 
given the green light institute 
territory security for their own 
dealers, Either that, they want 
free raid the territories 
brother dealers. 

Ever since McGrath’s 
‘kiss death’ speech 
ton before the NADA convention, 
which resulted the abolishment 
territory security, the curse 
has brought steady 
retrogression dealer profits and 
chaos the industry until today, 
the meager profit possibilities make 
the retailing automobiles bad 
investment for venture capital par- 
ticularly where proper facilities for 
customers are set and 
maintained. 

This the main reason why 
manufacturers are concerned 
about restoring some semblance 
stability the business and the 
clearing the obstacle which 
now prevents their adopting some 
dealer who invests large sums 
money, time and effort run 
high-grade business properly set 
serve the people his area and 
important and respected part 
his community. 

> 


DON’T think need elaborate 

the question how the pub- 
lic looks the average automobile 
dealer. large part probably 
dates back the immediate post- 
war years when some bad 
that resulted the entire industry 
being branded ‘gyps.’ 

Before NADA polls all dealers 
the question, feel that all dealers 
should made familiar with how 
territory security did work and 
the interests the big majority 
General Motors dealers, large and 
small. 

Without going into detail, the 
Chevrolet plan did not prevent 
any dealer from selling any 
purchaser any time any 
place. did not prevent any 
prospective purchaser from buy- 
ing wherever, whatever how- 
ever could. The penalties im- 
posed were not great enough 
interfere with free trade, the 
deal represented any kind 
profitable return. 

Under any kind plan, that 
very important point, The 
penalties must not high 
restrict business. The plan did 
allow for free trade; did con- 
tribute stability the business; 
did act deterrent cross- 
Selling tending keep 
chasers from jumping all over the 
countryside shop for price and 
Price alone; definitely helped 
customers receive better service 
their new cars. 


* 


Glare Attention 


ASED observation and ex- 

perience operating the plan, 
both wholesale and dealer, 
the penalties imposed were not the 
major factor deterring cross- 
previously stated, the 
Penalties were not great 
any profitable sale. What 
did deter any dealer from becom- 
ing ‘habitual’ offender was the 
fact that had too much atten- 
tion focused him. 

This did not like, nor did the 
factories like and, after while, 
would brought his attention 
that his responsibility was de- 
velop the business his own baili- 
wick and not raid his neighbor. 

The gypsies who did not like 
then don’t like now, and that 
apparently why some them who 


want international dealers 
are trying desperately spike 
any efforts restore territory 
security. 

much for the plan did 
work and work successfully for 
the good the public and the 
vast majority quality dealers 
the past. Looking ahead its 
possible return, and could not 
happen too fast for the good 
the industry, think some very 
vital and fundamental factors 
should taken into considera- 
tion. 

First, must recognize that 
before Congress would take any 
action, they must convinced that 
their action would redound the 
good the buying public. They are 
not interested protecting small 
group businessmen. 

The road that sale lies the 
future service purchasers new 
and trucks, automobile 
dealers cannot operate profitably 
the future maintaining serv- 


setups adequate take care 


owners’ needs, and the profit 
facts clearly indicate that this 
the trend, then the public’s inter- 
ests are jeopardized and future 
chaos will inevitably result. 

This not any idle Ask 
the national service manager 
any car manufacturer service 
satisfaction improving getting 
worse, and you will realize the im- 
portance measures being taken 


once correct this trend. 


some name other than 
territory security should 
given the plan get away from 
the implication that designed 
protect only the dealer. 

Also, regular and carefully 
worded publicity releases should 
given out NADA and the manu- 
facturers during the period while 
the proposed legislation designed 
lift the ban being debated 
Congress that the legislators and 
the public not gain false im- 
pression impressions what 
the plans are designed accom- 
plish. 

Newspapermen, radio and 
vision commentators should 
asked publicize the true facts 
they would relate the bill and 
the public interest and avoid, inso- 
far possible, the voicing per- 
sonal opinions which might result 
false impressions being created. 

are selling the greatest de- 

mand article the world today. 
give their rightful profit away 
and not share the greatest 
years prosperity that the world 
has ever known. 

automobile dealers are going 
continue operate this fashion, 
something must done check- 
rein the constant offenders, that 


Fleet Purchase— 


Walter Rivinius, left, administrafive 
assistant the San Joaquin (Calif.) 
County health officer, receives keys from 
John Eagal sr. (Ford), Stockton, Calif., 
one new cars purchased the 
San Joaquin local health district. 


don’t spoil all the others, and that 
exactly what has been happening 
the industry since 1953 and has 
been getting worse each year. 

thoroughly convinced that 
the manufacturers, especially ours, 
are vitally interested the condi- 
tions and desire something 
about them. Let’s vote cut the 
shackles that now prevent them 
from taking the action that would 
great measure contribute 
restoring some stability this 
business and again make attrac- 
tive for our sons get into and 
Schneider-Brockway Motors, Inc., 
(Chevrolet), Brockway, Pa. 


Oklahomans for Protection 


Note: Ten dealers 
Ponca City, Okla., sent the fol- 
lowing letter Senator 
Mike Monroney, Senator Robert 
Kerr and Rep. Page Belcher.) 

* + 


WOULD appreciate very 
much you would allow this 
letter serve official notice that 
the Ponca City Automobile Dealers 
Assn. unanimously favor 
some form “area sales and 
service responsibility,” commonly 
known the trade territory 
security. 

are thoroughly cognizant 
the heated debates now going 
among many dealers concerning the 
merits and demerits so-called 
territory security. 

But have tried appraise 
this question open-minded 
manner with look toward not 
only our own economy but, 
rather, the way our own economy 
affects the economy every man, 
woman and child the 

feel that something not 
done bring permanent protec- 
tion the retail automobile outlets 
this country, there eventually 
will breakdown the retail 
merchandising system now 
know it. 

feel further, should such 
breakdown become reality, 
would only question time 
until economic chaos gripped our 
entire Coss (Pon- 
tiac-Cadillac); Ray (Chevro- 
Frank (Rambler); 
(Lincoln-Mercury); 
(Ford), and Lee Warren (Dodge- 
Plymouth). 


‘End Free Enterprise’ 


REALIZE that all you 
report events and that not 
necessary for you believe one 
quote, “75 percent the dealers 
favor territory security.” this 
so, never realized that there are 
many fools the automobile 
industry. 

Have you any the dealers 
thought about what the repercus- 
sions such action would 
the automobile industry? 

“Free enterprise” will merely 
sentence mentioned his- 
tory. With more advancement 
towards socialism and govern- 
mental control, and less freedom 
movement business, our in- 
dividual exploits competition 
with one another will come 
inevitable end. this what 
really want? 

believe that one reason terri- 
tory security favored some 
dealers that they are sore be- 
“Jack’s Auto Co.” the next 
town outselling them, this 
so, Mr. Dealer ought take 
look his own business and 
find out why John Public goes 
“Jack’s Auto.” 

* 

OTHER words, this could lead 

the following example: You 

are vacation and the 
corner grocery buy can peas. 
The grocer doesn’t know you and 
asks where you are from, can’t 
sell you the peas now because you 
are not from his town, Isn’t this 
ridiculous? 

From own poll dealers 
this question, the percentage 
the other way around—they 
not favor territory security, Has 
NADA been infiltrated? who 
still believe competition feel 
very strongly against such con- 
trols. 

feel that bad enough 
told what sell our product for. 
realize that dealers brought 


Promotion— 


Detroit advertising executives were 
the form freshly baked apple pie 
delivered messenger their offices. 
W. K. Blethen, left, publisher of the Seattle 
Times was hand personal 
presentation the edible 
and shown inviting Jack Henry, man- 
ager, Detroit office, McCann-Erickson, Inc., 
partake the promotion. The occasion 
was the completion new duplication 
and penetration study conducted Dan 
Clark Associates the Seattle market. 


this upon ourselves, but this 
doesn’t mean that should toler- 
ate any further control. 

Dealers! Don’t lazy! This 
our heritage that NADA playing 
with, This dictatorial federalized 
socialism and the end free 
enterprise, will also the end 
the automobile business. 
treasurer, Colonial Motors, 
Inc. (Pontiac), Wareham, Mass. 


Load Gravel 


AVING been the automobile 
business when dealers had ter- 
ritory security and also when they 
did not have it, can’t save 
life understand why any dealer who 


Letter Edsel 
Sets Off Headlines 
Small Car 


(Continued from Page 2) 


small-car plans shortly, now that 
Ford has made its move. 

(GM, its annual report last 
week, said “has continued its 
studies the small-car market 
smaller car this country the 
event demand for such automo- 
biles develops which gives promise 
being both permanent and prof- 
itable.”) 

Ford has ordered production dies 
for the small car, the newspaper 
said, and pilot-plant tests for the 
final assembly line are under way. 
Most the small cars, said, will 
produced Ford plants 
Kansas City and Lorain, 

The small Ford, was reported, 
will have 109-inch wheelbase and 
will weigh 2,700 pounds, about 700 
less than current models. will 
feature unitized body construction 
and will not have fins, the Times 
said. 

cylinder, 100-horsepower engine 
mounted front, the newspaper 
said. Although the engine will have 
cast-iron block, will use many 
aluminum components, the report 
said. 

First models the car will 
available two-door four- 
door sedan, the newspaper said. 

The compact Edsel, said, will 

113-inch wheelbase and 
may have all-aluminum en- 
gine “if Ford engineers can per- 
fect one that time.” 

Both cars will feature simplified 
automatic transmissions, said. 

the day the report was pub- 

lished, Ford authorized com- 
ment was: 

“From point view, this 
morning’s piece the New York 
Times which strongly hints the 
introduction Ford small, 
economy car, possibly this fall, 
one the most interesting news 
stories have read long time. 

“It true that Ford has had 
small car under development for 
some time. When feel the de- 
mand the American marketplace 
great enough assure profitable 
production such vehicle, 
will ready meet that de- 
mand.” 


has had and worked under territory 
security would not favor it. 

the last few years, every 
time man out job and 
can get enough money ahead 
buy load gravel and some- 
where spread and some two- 
bit finance company floor-plan 
new car that will buy from 
some unscrupulous dealer, 
puts sign and goes into the 
automobile business. 

never pays any taxes; does 
not employ anybody, and doesn’t 
give the public any service whatso- 
ever. feel that these are the 
dealers that are fighting territory 
security along with few unscrup- 
ulous new-car dealers. 

There still good reason why 
all franchised dealers should not 
favor territory security. 
This feeling after years 
partner, Pines Motor Co. (Chrysler- 
Plymouth), Pine Bluff, Ark. 

* * 
Anonymous, but Interesting 


The following 
letter was addressed “To All 
Senators, Representatives and 
Governors.” The writer identified 
himself citizen—an automo- 
bile buyer for years.” 


AUTOMOBILE buyers are 
dissatisfied! 

would like shop around 
and buy where can make the 
best deal and the same time 
maintain the goodwill the local 
organization, thereby as- 
suring friendly, courteous service 
and adjustments that are necessary 
for all new cars the owner 
get complete satisfaction. 

realize that the manufacturer 
will pay for major adjustments, but 
speaking the many small 
adjustments that need attention 
and interest the These 
are just important the owner 
major items, from the standpoint 
satisfaction. 

working out law allowing 
the auto industry correct this 
situation, you would help protect 
the new-car buyers and dealers, 
and the same time create 
better relations between the 
buyer, the dealer and the manu- 
facturer. 

One solution would for the 
manufacturer retain percent 
the profit each new car sold. 
This money would then returned 
the dealer the area where the 
buyer lives and will expect service, 
where the car was 
purchased. thig way the local 
dealer could give the service and 
adjustments necessary without cut- 
ting into his own profit. 

isn’t right expect dealer 
make these many adjust- 
ments without some form com- 
pensation, just isn’t right for 
purchaser not able get 
this service unless returns 
the original dealer. 

These are the thoughts citi- 
zen and automobile buyer who 
interested doing something 
help the economy the The 
above will restore the con- 
fidence the auto industry and 
our economy will citizen 


—an automobile buyer for years. 


Why the Excitement? 


all the excitement over 
territory security? dealers 
think will cureall? 

Feb. issue from Studebaker 
dealer Probably Iowa 
different from Ohio. 

have been Chevrolet dealer 
since 1929 town less than 
750 population. all that time, 
cannot. recall anything that would 
point any one two manufac- 
turers having been able contract 
with all the chiselers. 

True, some dealers many 
makes are going out business 
giving long trades and dis- 
counts. think this condition 
exists many different types 
businesses. However, think 
continue give customers 
the service they are entitled to, 
the great percentage them will 
remain loyal. 

for the price specialists, have 
intention going into competi- 
tion with them, have never lost 
dollar the car the other fellow 
gave away. 

Could that our friend 
little envious the position at- 
tained the dealers handling 
product that nationally accredited 
the leader?—Ernest BICHAN, 
Bichan Chevrolet Co., Hamler, 


le. 


Nobody Loves Sho 


AUTOMOTIVE NEWS, FEBRUARY 23, 1959 


(Continued from Page 2) 


hood. made slight noise which 
apparently startled one the 
salesmen, who said: “Hey, Mac, 
what’re doin’ there. Take 
easy, will ya.” 

The customer smiled 
asked might look the 

The salesman walked over the 
car, opened the hood and returned 
with delay his buddies. 

imported-car showroom, 
the following conversation took 
place between the owner the 
dealership and customer: 


Customer: “I’m interested buy- 
ing one these.” 
Dealer: 
Customer: suppose nowa- 
days, but rather curious 
know what color can have, how 
much will cost and how soon 
can get delivery.” 
* 


You Anything’ 


EALER: “We can’t give you 

much choice color. guess 
can get you car six 
eight weeks, and the price our 
standard price. But don’t think 
can promise you the car you 
probably would have 
take whatever comes in, 
just sell someone you 
start being fussy with these things 
you might just have wait long 
six months get what you 
want.” 

Customer: “But was talking 
salesman the other day and 
get car about days.” 

Dealer: “Sure, those salesmen tell 
you anything. had more trouble 
with them, but telling you 
straight. don’t know what could 
promise you. you want get 
the list, take care you when 


S-P Recruiting 


Dealers Canada 


HAMILTON, Ont. 
Packard’s program expand its 
dealer organization has swung into 
high gear, under the direction 
General Sales Manager Tom Pryde 
and Dealer Development Manager 
Claude Farnham. 

Meetings Studebaker field per- 
sonnel were held Feb. Hamil- 
ton, Feb. 10-11 Montreal and 
16-17 Calgary, Alta. 

“service dealer” program 
for independent garage- 
men smaller communities. 
intensive training program for 
dealer sales personnel also en- 
visioned. 


LEASING 


you are now 
the long-term, 
interstate leasing 
join the 


can, But won’t make any prom- 
ises.” 

The customer left without leav- 
ing order, saying he’d think 
little later the afternoon 
noticed that same customer the 
showroom one the 
closest competitors. 

* 


ISTENING com- 
plain, the gist their conversa- 
tion revolved around the fact that 
showroom traffic continues 
slump, that they get fewer and 
fewer “ups” each month. Some 
this complaining justified, ac- 
cording one dealer, but added: 

“Sure, only get about four 

walkins day now, but have 
the hardest time getting 
salesmen spend any time with 
these people. finally had lay 
the line with them the other 
day. 

told them that they could 
easily afford spend hour 
hour and half with each cus- 
tomer, since get few them 
here during the course day. 


‘Special’ Autos 
Pose Threat 
Cars—Cole 


OKLAHOMA CITY.—There are 
“special-purpose” vehicles the 
nation’s future, but Edward 
Cole, Chevrolet general manager, 
believes that this market can 
served without reducing the de- 
mand for larger, more-luxurious 
cars. 

The special cars would com- 
pact, economy vehicles which 
housewife could use for shopping 
the man the house could 


It’s important make every 
walkin customer friend ours. 
becomes more important each 
passing day. 

“But have hell time 
getting these salesmen spend 
any time with the customer,” 
continued, “Almost soon the 
man through the door most 
salesmen most dealerships have 
him qualified hot cold pros- 
pect. 

* 

they ask him they can 

any service and says 
he’s just looking, most them will 
drop him like hot potato, I’ve 
had the very devil time con- 
vincing them that that phrase 
used just about everyone, 
whether he’s looking for car 

ask them how many times 
they have gone shopping for 
expensive piece furniture with 
the wife, and haven’t they al- 
ways told the sales person that 
they were just looking? 

“But let just looking’ 
come through that door and they 
drop him like piece radioactive 
metal. It’s disease that dealers 
have probably fostered, but 
defeated before they’ve even started 
fight.” 


Another dealer discussing 


kind problems has with sales- 
men gave the following illustration: 

“It’s getting that you have 
enter into every deal that’s made 
the showroom these days, The 
other day overheard one 
salesmen talking young couple. 


was trying figure out 


payments for them the purchase 
new car, and was trying 
tell them what would cost 
them, financed over three-year 


period. 


drive work the com-| The Boss Intervenes 


muter station. 


Cole, who was here address 


dealer meeting, asserted that the 
truck market indicates the need 
for more types passenger cars. 

“After all,” explained, man 
wouldn’t wear the same kind 
half-ton two-ton truck for all 
kinds jobs. 

“But until now, done 
anything about transportation ex- 
cept try produce general- 
purpose automobile.” 

said didn’t believe the pro- 
duction “family second car” 
would affect the used-car market 
seriously. said that the expand- 
ing population will keep demand 
high for the general-purpose auto- 
mobile, both new and used, for 
years come. 


LEASING 


authoritative voice the leasing industry 


Members Receive These 


Depreciation reports 


Send this 


Benefits: 


Annual analysis operational costs 
Uniform accounting systems and data 


and projections 


Special Washington tax counsel 
Public relations counsel 


coupon for information and detailed brochure the 


objectives and advantages membership the AALA. 
AMERICAN AUTOMOTIVE LEASING ASSOCIATION 


West Washington St. 


Chicago 


are interested membership the AALA. Please Forward Brochure 


Are you now long-term leasing? 


How many units? 


TOOK one look them and 
knew that they were just mar- 
ried, and that they’d straining 
their budget much too far trying 
buy new car, finally moved 
into the and told the couple 
that they strain them- 
selves make payments new 
car for three years. 

told them had good 
used car that like them 
look at. Their initial reaction was 
turn their noses the in- 
vitation, but finally got them 
back look the car over, was 
good-looking hardtop, with 
plenty life yet, and 
was actually $1,000 cheaper than 
the new car they were interested 
in.” 

deal was worked out the 
young couple could complete pay- 
ments the used car months, 
the dealer said. 

knew that they got the deal 
new car, they’d home, fig- 
ure out their installments for the 
next three years, and come back 
the next day and cancel their order. 
was just too big burden for 
them this time. 

“Of course offered them good 
guarantee their used car, which 
had lot with making the 
final sale. But the big problem 
that here’s salesman trying 

sell new car young couple 
who have more business 
than have trying buy all 
the stock can margin.” 
* 

the one expression 

salesmen that appears 
scare off more customers is: “Are 
you gonna’ buy today, are you 
just lookin’?” This expression, 
its many equivalents and varia- 
tions, was used just about every 
showroom visited. 

one dealer put it: “If 
catch any men using that 
particular phrase fire him 
the spot. There phrase more 
directly calculated work 
the detriment sales than 
that one, Psychologically would 
never admit was looking buy 
today. 

“Td always tell myself and 
salesman who approached that 
was only There’s some- 
thing insidious and dishonest about 
that kind approach. 

seen too many hot prospects 
chased other showrooms 
salesmen who use that phrase any- 
time during their pitch. won’t 
have here.” 


West Coast less than months ago. 


NSPA, MEWA 


corporate income tax rate from 
the present level percent. 
“These reforms will not neces- 
sarily cost any revenue since the 
will stimulate activity 
diffusing rewards and in- 
centives,” Rukeyser 
Speaking NSPA’s 35th annual 
convention, Victor Toft, vice- 
president Sidles Omaha, 
his optimistic outlook for 
1959 estimated $16 billion 


reconditioning 3-9-year-old 
motor vehicles, and indications 
biggest car-travel year 
history. 

Harold Halfpenny, NSPA 
counsel, took crack hoodlum- 
ism saying “it time the 
Government punished hoodlums 
both business and unions 
end secondary picketing 
racket where labor dispute 
exists. 

Small business harassed all 
over the nation racketters and 
because the failure 
the Government and Congress 
act, said. 


“stand still,” Senator Hubert 
Humphrey, Minnesota Democrat, 
said convention. 

“In view our expanding indus- 
capacity, constantly rising 
work force and increasing pop- 
ulation, order maintain 
healthy economy necessary 
that there steady and solid eco- 
nomic growth and development,” 
added. 

Toft was named president the 

new association, Other officers 
are: 

Thayer, Belden Mfg. Co., 
Chicago, first vice-president; 
Bryant, Motor Electric Supply 
Co., Inc., Bowling Green, Ky., sec- 
ond vice-president, and 
Robers, Carter Carburetor, St. 
Louis, third vice-president. 

Directors for one-year term: 

Anderson, Spark Plug, 
Flint; Ned Brown, Brown Mo- 
tor Supply Co., Bedford, Pa.; 


Ford Appoints 


District Manager 


has been appointed manager 
Ford division’s Lansing district 
sales office, 

Wardwell suc- 
ceeds Car- 
ter, who has been 
named manager 
the 
Cincinnati dis- 
trict sales office. 

WithFord 
since 1946, Ward- 
well formerly 
was assistant 

Wardwell Detroit district 
and prior that time held several 
posts the Ford division sales 
organization. 


boost consumer spending, rise 


The can’t afford merely 


10,000th Fiat Arrives 


The 10,000th Fiat arrived California with this unloading Fiat's 
ocean-going ferry, San Pedro. 


The first shipment Fiats arrived the 


regular service to Atlantic, Gulf and West | 
Coast ports, three ships can transport cargoes representing retail value 


Members 


Approve Merger Into ASIA 


(Continued from Page 2) 


Hatcher, Hatcher Co, 
|Macon, John Midyette, 
Parts Corp., Richmond, 
Va. 

Minshall, Gates Rubber 
Mfg. Co., Long Island City, Y.; 

Edgar Rogers United 
Warehouse, Inc., Jacksonville, 
and Paul Woolwine, 
Woolwine Supply Pratt, 
Kans. 

Directors for two-year term: 

Askins, Mesa Auto Supply 
Tools, Inc., North Chicago, 
Rochester, 

Klaus, MarPro, Inc., Chi- 
Littrell, Littrell Parts, 
Ore.; Rollin McBurney, 
Boggs McBurney Auto Parts, 
Los Angeles, and Mc- 
Taylor, Pearson Carson, 
Ltd., Edmonton, Alberta, Canada. 
Directors for three-year term: 

John Creamer, Wheels, Inc., 
New York; Jay Davis, Motor 
Parts Co., Corpus Christi, Tex.; 
Foster, Foster Auto Supply 
Co., Denver; Edward 
Victor Mfg. Gasket Co., Chi- 
cago. 

John Reynolds, Straus-Frank Co., 


fect Circle Corp., Hagerstown, Ind.; 
Thompson, Piston Service, 


Seattle, and Henry Trauscht, 


Evanston Auto Evanston, 


Cadillac Chiefs 
Dealers 
Cities 


DETROIT. 
officials opened nationwide series 
sales conferences with Cad- 
illac dealers here last week. 
addition the Detroit conference, 
meetings were held last week 
Buffalo and Boston. 


James Roche, general mana- 
ger, and Fredric Murray, gen- 
eral sales manager, head the fac- 
tory team conducting the meetings. 
Other cities visited are: 

New York, Feb. 23; Philadelphia, 
Feb. 24; Washington, Feb. 25; 
Pittsburgh, Feb. 26; Chicago, Feb. 
27; Atlanta, March Memphis, 
March Dallas, March Salt 
Lake City, March San Fran- 
cisco, March and Los Angeles, 
March 


Meeting Slated 


Excise Issue 


CLEVELAND.—Ira Saks, chair- 
man the Industrywide Commit- 
tee Remove Automotive Excise 


Tax, announced that conference 


proposed Internal Revenue reg- 
ulations will held Thursday 
(Feb. 26) Washington. 


more than $1.5 million. The design of each ship permits cars to be stowed uncrated. i 
fourth ship expected join the Fiat fleet few months. 


San Antonio; Don Teetor, Per- 


Cadillac division 


each 
pare 
# 4 yen 
crea 
per 

t 

‘ 
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Profit Eked Out 


Dealers for Year 


(Continued from Page 1) 


each new unit retailed bear more 


the burden fixed overhead. 
* 


* * 


profit per new unit re- 


tailed rose $774 1958, com- 


pared with 1957. 


But 1957, total expense per 
sold was only $674, while last 


year was Variable selling 
expense per unit crept upward from 


$188 $198 1958, but the big in- 
noted above, was fixed 
expense. 

1957, each unit retailed car- 
ried burden $486 fixed ex- 
pense, but last year was $565. 
NADA put another way: “Total 
dealer expenses averaged 14.7 per- 


How Dealers Fared Expenses, Profits 


Note: The following figures are taken from the NADA bulletin, “Operating Averages for 


cent sales, while combined new 
and used-car sales returned gross 
profit only 9.2 percent, 

“While this not exact com- 
parison, suggests the extend 
which the average dealer has been 
actually subsidizing his new-car op- 
erations with revenue from other 
sources.” 


New-Car Inventory Off 
was bit lower 1958 than 

1957, while new-truck inventory 

was slightly. 

The average washout gross 


profit new and used combined with 


the Automobile Retailing Industry.” 


OPERATING PROFIT BEFORE TAXES, 


Group 


Pet. Total Sales Pct. Total Sales Pet. Total Sales Pct. Total Sales 


TOTAL SALES 
GROSS PROFIT 
Selling Expense 
Operating Expense 
TOTAL EXPENSE 
OPERATING PROFIT 


Including Finance Reserve .... 
* Groups are based on the volume of 1958 retail deliveries of new cars and trucks as follows: Group I, 1 to 149 units; 
Group II, 150 to 399 units; Group III, 400 to 749 units, and Group IV, 750 units and more. 


Spitzer Loses Cars 
Columbus Flood 


COLUMBUS, O.—Spitzer Mo- 
tors reported that its Columbus 
branch was hardest hit during 
the recent Ohio flood period 
Damages over $320,000 resulted 
from complete loss Spitzer- 
owned cars—including new 
ones—and customer cars, 

The dealership, summoning aid 
from other Spitzer units, includ- 
ing the home office Elyria, was 
back business within five days, 
and “re-opening” day sold 
five new and four used cars. 


Starts Drive 
Force duPont 
Sell Stock 


the 
plea that duPont 
compelled divest itself its 
General Motors stock holdings got 
under way here last 


Federal Judge Walter Buy 
said his court would hold protection 
the interests stockholders 
its primary concern remedy- 
ing duPont’s violation the anti- 
trust laws. 

“To redress the violation law 
this case fairly simple but 
without punishing innocent 
People the big problem here,” 
Buy said. 

The Government seeks have 
the court order duPont sell its 
million shares stock and 
contends this can done without 
undue hardship. 

Citing tax problems and other 
difficulties, duPont has asked that 
allowed keep the stock and 
Pass its voting rights duPont 
shareholders, early decision 
the case considered unlikely, 


Diesel Firm 
Sale Massey 


NEW YORK. Massey-Fergu- 
offer purchase all the 
5,200,000 common shares 
Perkins Ltd., British manufacturer 
diesel engines, $2.41 per share, 
has been accepted holders 
Percent the total 

Perkins international sup- 
diesel engines Ford, 
Chrysler, International Harvester 
and other manufacturers and em- 
Ploys approximately 5,000. 


100.0 


*Group I Group II 


1957 
100.0 


1958 
100.0 
15.0 
10.4 
145 


100.0 
14.5 

3.4 
105 


13.9 


1958 
100.0 
15.4 
11.0 
15.2 
0.2 


0.6 0.5 


Territory Legality Ruling 
Delayed Case 


NEWARK, J.—Chief Federal 
District Judge Phillip Forman re- 
served decision Wednesday 
Volkswagen motion quash terri- 
tory-allocation and no-bootlegging 
charges Government antitrust 
indictment. 

all-day hearing here, Jus- 
tice Department attorneys reiter- 
ated the opinion that territory- 
security and anti-bootlegging 
agreements were But they 
declined suggestion that 
brief specifically addressed this 
subject submitted the judge. 

The Justice Department has 
asked that the motion 
denied the ground that the 
territory-security and no-boot- 
legging charges were related 

price-fixing conspiracy and 

other parts the indictment and 
could not decided separately. 


Volkswagen America and its 
distributors, who are co-defend- 
ants the case, argued the 
hearing that the antitrust laws per- 
mitted territories allocated 
and bootlegging banned. 

The attorneys told Judge 
Forman memorandum that 
Volkswagen could have agreed 
consent decree with respect 
the price-fixing charges had the 
Government dropped its emphasis 
territory-security during settle- 
ment negotiations. 

“Instead,” memorandum 
Judge Forman said, chief 
reason why the negotiations were 
broken off was plaintiff’s conten- 
tion that territorial allocation was 
and itself illegal and defend- 
ants’ refusal agree ab- 
solute and injunction 
against any form allocation 
territories.” 

The memorandum the 
Court recalled that Antitrust Divi- 
sion Chief Victor Hansen wrote 
January, 1958, that the case 
“directly places issue the valid- 
ity under the antitrust laws 
territorial restrictions resale 
distributor agreements.” 

Antitrust attorneys handling the 
case New York, however, have 
deviated their court approach 
from the original statement in- 
tent “tactical” procedure, 
asserted. 

The attorneys called for 
Government stipulation that ter- 
and anti- 


100.0 
144 


13.7 


1958 (less finance-income 
credits) was one dollar higher 
than the preceding year, 


Average used-vehicle selling price 
was 1958, and each dealer 
was selling greater number 
such units relation new units. 

Parts sales per new unit retailed 
were considerably 1958, al- 
though the profit ratio was reduced. 
Annual turnover was more rapid 
1958 than 1957. 

* 

USTOMER labor sales also rose 
1958, with each dollar sales 
returning 43.9 cents profit, com- 
pared with only 43.1 cents 1957. 
service sales jumped from 
$797 per unit retailed 1957 
$986 1958, while the service 
absorption average increased 
from 55.7 percent 58.5 percent. 

Total service and parts accounted 
for percent the average deal- 
er’s total sales last year, compared 
with 17.3 percent 1957. 

All the above figures, however, 
are factored the lower number 
new units retailed 1958 


Inventory 


Dee. 
31 
1958 


2.2 
8.4 
17.6 


Dec. 
31 
1957 


9.2 
24.5 
44.4 
95.2 


Group .... 
Group 
Group 
Industry 


Average 15.3 5.5 


Ratio Use 
Sales to 
1958 


2.15 
1.79 
1.44 
1.20 


Selling Price 
Per Unit 


Group 
Group 
Group 
Industry 


Average 


Industry Average 
Pet. Total Sales 
1958 1957 


100.0 100.0 
144 


Group .... 452 
Group 416 


Group 332 
Industry 
Average 


Group IV 


1957 
100.0 
13.4 
4.0 
12.5 


100.0 
13.4 
3.8 
8.8 
12.6 


9.6 1958 
31.2 
30.4 
29.2 


26.8 


1957 

$420 
348 
313 
256 


0.7 0.8 0.9 0.2 0.7 


457 356 30.2 


Ave 


bootlegging agreements are not 
issue except insofar they 
bear price-fixing. 

The indictment against 
wagen America and the 
distributors was filed 1957. 
Dealers are implicated the al- 
leged conspiracy co-conspirators, 
but not co-defendants. 


Ex-Dealer Ward 


Leaves Prison 


NEIL ISLAND, Wash.—Fred 
Ward, who built Hudson empire 
Denver the postwar years, 
was released from Federal prison 
here after more than five years 
behind bars. 

When distributorship col- 
lapsed 1951 $1.5 million 
several counts fraud and false 

went Colorado State 
Prison, after long legal fight, 
Dec. 1953, and while there was 
indicted Federal grand jury 
mail-fraud charges. 

was paroled Colorado 
after pleading guilty the Federal 
charges and moved Federal 
prison Sept. 1956. 


Average Salcs 
Per New Unht 
Retallied 


1967 
$959 
792 
673 
536 
797 


Industry Average. 986 


Trucks 
(Per Truck Dealer) Cars and Trucks 


Percentage of 
Gross Profit 
to Sales 


Per Dealer 


Dec. 
31 
1957 


2.7 
5.8 
12.3 
26.2 


5.2 


Used Vehicles 


No. Days’ Supply 
in Inventory 
Dee. 31 


d-Unit 
New 
1957 
1.93 
1.65 
1.39 


1.10 


1958 
42.3 
32.0 
26.6 
23.4 


1.63 35.0 


Parts 


(Accessories Not Included) 


Average Sales 
Per New Unit 
Sold 


Su 


1967 
31.0 
31.1 
29.7 
27.0 


1958 


30.4 


Sales 


rage 
Per New Unit Sold 


1967 
$284 
270 
221 
172 
252 


Pereen 


Days’ 


5.5 
3.5 
3.3 


Supply 


Dee. 
31 
1957 


51.3 
42.6 
34.8 
36.6 


43.7 


1957 
45.9 
36.5 
29.9 
23.3 


38.5 


Number Months’ 


pply in 


Inventory 


1957 
6.3 
4.9 
3.9 
3.6 


5.2 


Customer Labor Sales 


Dee. 31 


How Dealers Are Faring 
Sales, Profits 


(Taken from report NADA Business Management Committee) 
New Cars and Trucks 


Washout Gross 
on New, Used 
Units Combined 


Dee. 31 
1958 


$407 
416 
376 
295 


387 


Dee. 31 
1957 


$423 
405 
352 
293 


386 


Average Cost 
Per Used Unit 
in Inventory 


Dee. 31 
1958 


$745 
840 
990 
985 


816 


Dec. 31 
1967 


$720 
796 
877 
791 


764 


Annual 
Turnover of 
Investment 


1958 
2.2 
2.9 
3.4 
3.7 


2.6 


1957 
2.5 
3.1 
3.4 


Percentage of Gross 
Profit to Sales 


Total Service Sales 


(Includes labor, parts and all other service and stockroom sales, 
except accessories with new vehicles.) 


t of 


Gross Profit 
sales 


1958 
31.9 
35.0 
35.3 
33.6 
33.5 


Used © 


1957 
31.5 
35.1 
36.4 
34.4 
33.6 


and Trucks 


19538 
27.8 
25.4 
23.6 
27.4 


1957 
28.3 
24.4 
21.5 


1968 
40.4 
45.3 
48.5 
43.9 


1957 
39.8 
444 
46.6 
43.1 


*Percentage of 


* The percentage of operating (or fixed or semifixed) expense covered by gross profit 
from all service and parts operations. Officers’ or owners’ salaries included. 


Percentage Departmental Sales Total Sales 


Total Service 


1958 
21.0 
18.6 
17.2 
15.3 
19.0 


Breakdown Dealer Expense 
PERCENTAGE TOTAL SALES, 


Group 
1958 


2.28 


5.19 

117 

2.77 

14.49 


Preparation and delivery 
Warranty and ‘policy. 
Salaries, commissions, other 

compensation salesmen 
All other salaries, 

(except mechanics’) 
Employes’ bonuses 
Shop tools and supplies 
Rent and expense lieu 
Advertising, local 
Insurance, other than building 
Interest paid 
All other expense 

TOTAL EXPENSE 15.25 

* Included in “‘warranty and policy’’ for 1957 breakdown. 
** Includes travel, promotion and service training for Ford and 
t Included in “‘all other éxpense’’ for 1957 breakdown. 


mm 


2.06 


4.26 


Lincoln-Mercury dealers. 


Group IV 
1958 


1957 


1957 
18.7 
16.3 
16.8 
15.1 


Ind. Average 


1958 


1957 


14.67 13.70 


—From NADA Survey. 


31 31 
22.2 39.0 
46.0 31.7 
93.7 35.2 
Fiat's 
the 
West 
Group ......$764 $775 
824 848 
tte, 
13.9 
lle, 
1958 
rts, 
Absorption 
ie, Group 58.0 54.3 
and Trucks and Parts 
1958 1967 
alt 
4.89 4.82 4.20 487 
2.98 2.34 2.50 3.08 
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The Man Behind the 


Sales Testing the New Models 


(Continued from Page 6) 


this windshield needed it, too, 
crossing two heavy streams 
traffic get into the right lane 
from that service station. 

Whoa, this guy cutting 
too close front good place 
try those brakes they’re good 
and easy acting for non-power. 

* * 


Easy Does 


while anyway that’s the legal 
limit for this section, but one 


seems know I’m watching| 


that heat it’s right 
the center between and and 
that’s where want stay. 

You can’t ever tell about new 
car just off the assembly line, 


can you? There’s engine 


would like places. 

want break this engine 
that the unknown future 
owner will always love the Lark 
break car for someone else. 
know the book says ahead 
and drive it, but that mostly 
concession the buyer who will 
what the book says. 

got fast and slow 
and watch the heat warm 
cold engines slowly increase 
speed gradually after 
avoid driving set 
vary speeds keep cylinder walls 
from this—and 
always keep heat normal 
below—and have car that 


will only use quart oil per 1,000 


miles when it’s 50,000 miles old. 


Lark Has Roadability 


"VE driven this Lark almost 
miles and m.p.h. What 
chase the water around faster and 
boost oil pressure and amount 
oil being circulated this hill 
pickup. 
behind big diesel with 
about this car has what 
called roadability. 

Heat needle still the center 
something about this seat that’s 
just right chair and 
enough for head and the deputy 
sheriff hat top unusual 
so-called small this one 
big inside. 


Hours, Strain 


see what that rattle 
around left elbow just 


forgot close the door tight 


$15 Million Purchase— 


National Car Rental System operators 
throughout have purchased 
$15 million worth 1959 Fords. Howard 
Cook, left, Ford fleet sales department 
manager, receives for the giant 
purchase from Robert Miller, president, 
National Rental System, and 
Walter Phillips, executive vice-president. 
The operators plan purchase 
13,000 new cars. 


remarkable that car right off the 
truck totally free rattles, 
quiet and tops 
can rev her little more 
now that passed the first 100 
miles. 


the Mt, Sterling re- 
gion beset with slow speed curves 
run them about miles 
over the highway 
tire squeal those who try 
for real high readings are always 
listed the morning paper, You 
wouldn’t want car hold the 
road any better than this Lark. 


entering the home stretch 
the home driveway total 
miles registered, 167; elapsed time, 
four hours, hour over par be- 
cause slow break-in speeds, but 
four hours behind the wheel the 
Lark its comfortable seat doesn’t 
anything you—back OK, legs 
don’t ache comfortable and 
easy driving that’s the Lark. 


1,000 Carefree Miles 


FTER few more miles 

break-in routine loaded our 
gear into the Lark and took off for 


Roomy Front Seat— 


The Lark front seat easy enter and 
easy leave, and the driving position 
designed for comfort and safety, accord- 
ing Sales Tester Houck. “Room enough 
for and the deputy sheriff hat 


Fredericktown, Cape Girardeau, 


Memphis. 

The 1,000 carefree miles put 
the Lark were truly trouble free. 
The car required attention what- 
ever—no water, oil. Nothing 
happened, everything worked. 

Visiting many Lark dealers 
along the way found them all 
busy selling cars, and everywhere 
people were interested what 
the Lark could for them, 


The eight-cylinder Lark engine 
has new inlet manifold and re- 
designed carburetor, improved com- 
pression ratio, new cylinder heads. 
All contribute exceptional gas 
economy and performance, 


The frame rigid box section 
design, and the rattle-free body 
new all stee] heavy gauge electri- 
cally welded with many box section 
girders for extra strength. 


Top-Quality Components 


features that were noticeable 
come from new lower center 
gravity. Wheelbase the test car 
was 108% inches with overall 
length only 175 inches, two feet 
shorter than previous models, but 
front legroom greater than last 
year. 

found the Lark everything 
that Chief Engineer Hardig 
said would be, and has now 
probably exceeded his greatest ex- 
pectations, Hardig said: “We've 
gone allout make this new 
Lark the best-engineered, most 
‘driveable’ and most practical car 
the road today.” 

But there’s another feature about 
the Lark. Auto manufacturers don’t 
make the components, they buy 
things like generators, distributors, 
batteries, starters, steering gears, 
transmissions— and this depart- 
ment the Lark highest quality. 
The list reads like hall fame. 

Here’s couple kudos the 
writer who wrote current 
Studebaker advertising: “Fun 
drive and find out about—the Lark 
Studebaker—a mapful miles 

That writer knew what was 
talking about. The only way 
could have found out the way 
did, And next. 


Lark Power Plant— 


The V-8 engine displaces 259.2 
cubic inches and has compression ratio 
with the standard two-barrel car- 
buretor, and the engine 
grade gasoline. 


Indiana Dealers 
Urged Fight 


Financing Bills 


The Automo- 
bile Dealers’ Assn. Indiana has 
urged members voice their ob- 
jections two bills before the 
Legislature and recommend fur- 
ther study another. 

The ADAI opposed Senate 
bill says will again return the 
department financial institutions 
the control dealer reserves ac- 
from the sale installment 
contracts. 

“On two previous occasions the 
Legislature passed laws accom- 
plish this restraint and the Indiana 
Supreme Court subsequently held 
both acts unconstitutional,” the as- 
sociation said. 

The ADAI also fighting Sen- 
ate bill requiring licensees the 
department financial institu- 
tions disclose the buyer the 
disposition all benefits received 
from the sale retail installment 
contracts. 

“In other words,” the association 
said, “your finance company 
bank that buys your installment 
contracts would have notify the 
buyer the amount dealer re- 
serve you received.” 

Further study was urged for 
House bill license dealers and 
their salesmen. The bill spon- 
sored the dealer group. 


‘Double-Feature’ DeSoto Bow March 


BRADENTON, new De- 
Soto model which will intro- 
duced March will have double 
significance, will the firm’s 
30th anniversary model and pay 
tribute the Spanish town from 
which the famed explorer began his 
expedition. 


Wagstaff, division gen- 
eral manager, told the forth- 
coming DeSoto Seville 
announcement ceremonies 
the site Hernando DeSoto’s 

The reenactment the landing 
launched the annual weeklong De- 
Soto pageant which number 
DeSoto officials and 
Mayor Louis Miriani partici- 
pated. 

speech before civic group, 
Kimberly, DeSoto chief engi- 
neer, called for improvement “in 
certain important areas” engi- 
safety. 


Wagstaff said the Seville will 


Seminar Slated 


U.C. Selling 


WASHINGTON.—A seminar 
“Modern Methods Used Car 
Merchandising” been scheduled 
here March 3-4 the NADA 
Management Services. 

Discussion topics will “The 
Basis Operation,” “Appraisal 
and Reconditioning,” “Lot and Unit 
Display” and “Advertising and 
Sales.” 

Discussion leaders will Theo- 
dore Hufstader, Bonny Buick 
Co., Evanston, and James 
Gustman, Gustman Chevrolet 
Sales, Inc., Kaukauna, Wis. 


offered two and four- 
door hardtop model the Fire- 
sweep and Firedome lines, with 
sweep moulding, padded instru- 
ment panel and special steering 
wheel standard equipment. 

This not the first Seville, how- 
ever. DeSoto built two and four- 
door Seville hardtop the Fire- 
dome series 1956. 

The car will available 
new two-tone color combination, 
Bradenton Blue and Pearl White, 
salute this West Florida 
City, added. 

Wagstaff said the name the 
new model was taken from the 
city Spain where DeSoto planned 
and assembled his expeditionary 
forces. His descendants still reside 
Seville. 

Kimberly cited seven major 
problems which said have 
“defied satisfactory solution 
through all the years inten- 
sive research and development 
work.” 

But predicted the “break- 
throughs” will come time from 
either “our own research work 
from clue one more the 
hundreds letters suggestions 
which receive from outside the 
industry.” 

The seven major problems are: 
Adequate traction for car 
operate slippery surfaces. 

Continuously 
shields regardless weather 
conditions. 

substitute for lead-base 
solder finish car joints. 

Finishing for use 
with aluminum and magnesium. 

Reduction headlamp glare. 


New type transparent ma- 
terial. 

More acceptable form 
safety belts. 

finish joints and other surface ir- 
regularities has prevented wider 
use light metals, such alumi- 
num and magnesium, for auto 
bodies and sheet-metal parts. 

entirely new principle 
needed provide effective high- 
way illumination without 
and the necessity adjusting 
headlamps for oncoming cars, 
Kimberly continued. 

While the wide expanse wrap- 
around windshields provides un- 
excelled visibility clear weather, 
added, the same not true 
incelment weather. 

“The windshield wipers clean off 
percentage the area, but this 
far from 100 percent and, under 
certain conditions freezing wet 
snow, even this area could 
cleaned better than is,” said. 

“Handsome rewards await the 
one coming with the solution 
each these problems,” Kim- 
berly said. 


Full Rambler Line 
Gets Twin-Grip 


DETROIT.—A new limited-slip 
differential now available all 
Rambler Six and Rambler Ameri- 
can models. 

The limited-slip differential, 
which formerly was available only 
Rambler Rebel V-8 and Ambas- 
sador V-8 models, called Twin- 
Grip. 

The unit priced $29.50 
Rambler American models and 
$34.50 Rambler 


February Sales 


Ford Division Plans 


March Output Boost 


DETROIT. Continued strong] 
sales models were reported 
last week auto 
Here what some them said: 


Ford Division 


Ford dealers sold more new cars 


during the first days February 
than any first 10-day sales period 
since the models were 
duced last fall, according James 
Wright, division general man- 
ager. 


ary were percent ahead the 
comparable January period and 


percent greater than those the 
first days February last year, 

Wright said that addition 
stepped-up production for 


ary, the division intends increase 
its March production schedule 
percent over previous 

= 


Mercedes-Benz 


For the second straight month, 
retail sales new Mercedes-Benz 
alltime high, according 
Fleener, president Mercedes- 
Benz Sales, Inc. January sales were 
more than percent over De- 
cember, the previous high month, 
and were 121 percent above Janu- 
ary, 1958, added. 

Car orders dealers for both 
domestic delivery and European 
delivery citizens also 
reached alltime high Janu- 
ary, Fleener stated. 


Rambler 
Rambler retail sales are running 


four months ahead last year’s 


pace, according Roy Abernethy, 
vice-president automotive distri- 
bution and marketing vice-presi- 
dent. 

Sales the first days Feb- 
ruary totalled 6,945, 139 percent 
over the 2,906 total year ago and 
percent over the 4,613 sold the 
days January, Abernethy 
said. 

American Motors’ current fis- 
cal year, which corresponds with 
the 1959 year, Rambler deliv- 
eries are 147 percent over the 
year earlier—102,556, compared with 
41,515, Abernethy said. pointed 
out that the 100,000th Rambler sold 
last year was delivered early 


June. 


Edsel 


sales during the first 
days February were per- 
cent higher than the same pe- 
riod year ago, according Leo 
Beebe, Edsel marketing man- 
ager. 

The daily selling rate Edsels 


for the first days this month 
also topped the daily rate for Janu- 


ary, 1959, Beebee said. was the 
second consecutive month sales 


increases during first 10-day 


period, said. 


. 


Metropolitan 


Retail sales the Meiropolitan 
increased 43.4 percent during the 


first days February, compared 


with the same period last year, 
according Watson, sales 
manager. 

During the period, American 
Motors dealers sold 297 Metro- 
politan models, compared with 
207 units for the same period 
year ago, Watson said, 

far this calendar year, AMC 
dealers throughout the country sold 
1,201 Mets, compared with 858 dur- 
ing the same period last year, 
said. During 1958, Metropolitan 
sales totalled 12,681 units, compared 
with 12,226 1957. 


Hertz Leasing Division 


Moves Larger Office 


CHICAGO.—The car leasing divi- 
sion Hertz Corp. will move 
March from 218 Wabash Ave. 
larger quarters 125 Wa- 
bash Ave. 

Joseph Stedem, Hertz execu- 
tive vice-president, said the move 
was being made accommodate 


the growing needs the division, 


which now has more than 10,000 
cars out under long-term lease. 


4 
q 


sales the first days Febru- 


Makers 
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the 
the 
year, 
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ile 


AUTOMOTIVE NEWS, FEBRUARY 23, 1959 


Car, Truck Output Estimates 


Automotive News 
PASSENGER CARS 


(U. PRODUCTION ONLY) 


Cars and Trucks, 


Week Week Jan. 
Ended Same Ended Output, To 
February Feb. 22, Feb. 21, 
1959 1958* 1959* 1959 
AMEKICAN MOTORS 
8,400 3,728 6,921 21,853 56,169 
CHRYSLER CORP. .... 5,400 10,100 4,145 63,246 
950 1,051 945 2,864 9,571 8,524 
800 1,337 2,189 6,625 6,608 
1,700 1,534 1,751 3,535 14,203 14,975 
500 301 1,569 2,851 3,182 
1,230 362 1,045 3,617 2,907 9,497 
31,560 19,514 188,206 218,781 
Thunderbird 1,650 511 1,103 4,336 3,116 10,423 
700 817 458 1,889 5,800 5,447 
3,760 2,883 3,058 22,702 28,132 
GENERAL MOTORS 66,114 195,588 446,929 479,218 
3,750 3,182 11,290 23,048 27,843 
35,035 106,695 246,772 258,858 
Oldsmobile 9,109 8,485 68,230 67,752 
9,800 5,711 28,903 52,128 
CORP. 
Studebaker 4,320 1,004 4,266 12,249 4,481 27,775 
Total Cars, 89,977 115,491 352,931 794,564 
**Totals for 1958 include Packard production. 
COMMERCIAL CARS 
(U. PRODUCTION ONLY) 
Week Week Jan. Jan. 
Ended Same Ended Output, Toe To 
CHEVROLET 8,300 5,095 59,791 
150 132 155 435 852 957 
DODGE 2,000 1,196 1,818 5,750 13,120 
6,100 4,105 18,241 37,668 46,718 
1,740 1,737 5,200 9,283 13,316 
3,140 2,297 3,228 9,533 19,047 14,810 
360 217 354 1,066 2,171 2,527 
STUDEBAKER 372 189 369 1,079 883 2,437 
365 360 369 1,062 2,955 2,532 
2,281 2,245 798 11,797 15,910 
Total Trucks, 17,430 24,899 74,546 137,207 173,048 
Total Cars, Trucks, 


and Canada 114,877 150,011 454,292 986,892 1,134,790 


| “Miscellaneous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 
: "Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 


Mack totals, 


| ¥.B. All U. S. totals include cars and trucks for military orders. 


DETROIT.— Chrysler Corp. has 
consolidated Plymouth, Dodge, 
DeSoto and Chrysler-Imperial di- 


Visions field service operations into 


two field-service organizations. 

Byron Nichols, automotive 
sales group vice-president, said 
the move was designed “im- 
Prove the quality and effective- 
ness field-service representa- 
tion for each vehicle line and all 
corporation dealers.” 

One field-service force, under 
tion for Chrysler-Imperial, DeSoto 
and Plymouth dealers. The unit, 
headed Spencer, repre- 


Flat $20 License Fee 
Rejected Rockefeller 


ALBANY.—A proposed $20 fee 
for all vehicle license plates has 
been turned down Gov. Nel- 
son Rockefeller. 


flat $20 fee would lower the 
amount paid owners ve- 
hicles weighing more than 3,900 
pounds and would mean boost 
owners average-size cars, 
was said. 


Field-Service Units Merged 
Chrysler into Forces 


sents Dodge car and truck dealers. 

continue DeSoto and Chrysler- 
Imperial service directors respec- 
tively. The latter division also will 
retain service manager each 
region provide special represen- 
tation, particularly for the Imperial 
line, Nichols said. 


added that each division’s 
service director will continue 
“be responsible for seeing that 
the product reputation and cus- 
tomer service satisfaction are 
maintained all market areas.” 
They also will provide dealers 
with technical information, advice 
maintenance and service, proc- 
ess dealer and customer complaints 
and approve warranty claims, 
Nichols said. 

added that the service devel- 
opment and training office will co- 
ordinate the development corpo- 
ratewide service policies, plans and 
programs. 


Regehr, Penner Open Deal 

Regehr Chevrolet Co, the 
dealership Mountain Lake, Minn. 
The the firm are Harry 


Regehr and Henry Penner. 


Glass Pinch 


Car Output Goal 


Percent for March 


(Continued from Page 1) 


tiations new contracts March, 
but considered unlikely that car 
production would affected until 
late April early May strike 
should develop. New contracts 
among the steel makers are for 
negotiation June, but the auto 
makers may attempt build 
smal] supply cars prior that 
time case strike should de- 
velop the steel industry, ob- 
servers say. 

Observers, however, still hold 
their original estimate 5,400,000 
cars for the year, pointing out that 
any increase second quarter out- 
put merely being taken away 
from third-quarter schedules, 


truck industry also upping 
its schedules for March with 
estimated 100,000 units expected 
roll from assembly lines, 

that goal attained, would 
bring first-quarter commercial- 
car output estimated 298,000 
units, percent increase 
over the January-March period 
last year and 8.1 percent in- 
crease over the first three months 
1957. 


The industry turned out 227,519 
trucks during the first quarter 
1958, and 275,676 units during the 
first three months 1957. 

Estimated output trucks for 
February 99,540 units, better 
than 1,000 units over the 98,502 
units assembled during January. 

> 


Chrysler Corp. back 
operation partial basis and 
three makes—Rambler, Studebaker 
and five Ford division plants— 
working six days, car output the 
last week rose four-week 
high estimated 123,134 assem- 
blies. 

That compared with the 115,- 
491 units produced week earlier 
and marked the highest weekly 
output the industry has realized 
since the week ended Jan, 
when 126,343 cars were rolled 
from the Last week’s car 
output also compares with the 
89,977 units produced during the 
comparable week 1958. 


Truck output rose from 24,899 
assemblies week earlier 
estimated 24,921 units last week. 
The week ended year ago 
saw the makers turn out 17,430 
trucks. 

HRYSLER CORP., working its 

Chrysler-DeSoto unit Detroit, 
Dodge plant Detroit and the 
Evansville (Ind.) Plymouth plant 
three days and the Imperia] plant 
Detroit five days, upped its out- 
put from 4,145 units week earlier 
estimated 5,400 units last 
week. 

breakdown Chrysler Corp. 
output showed Chrysler division 
with 950 assemblies last week, 
compared with 945 week earlier; 
DeSoto off from 844 800 units; 
Dodge off from 1,751 1,700 cars; 
Imperial off from 521 500 units, 
and Plymouth from 1,450 
units. 

Chrysler Corp. output, however, 
expected pick this week 
its Dodge, Chrysler, DeSoto and 
Imperial plants Detroit 
five-day schedules and its Los An- 
geles, Newark (Del.), Evansville 
and Plymouth unit Detroit 
three-day schedules, All plants 
three-day schedules will begin 
work Wednesday (Feb, 25). 


The start the production 
activities four Chrysler Corp. 
plants Wednesday also will help 
the industry turn out its millionth 
car 1959 Thursday 26). 
The comparable car 1958 rolled 
from the lines March 12, 

Chrysler Corp., all other 
makers also upped output sched- 
ules last week. 

American Motors, which felt 
the pinch the previous 
twe weeks, upped its Rambler 
output from 6,921 units week 
earlier estimated 8,400 units 
last week; Ford Motor was 
from 35,499 38,900 car assem- 
blies; General Motors climbed 


from 64,660 66,114 units, and 
Studebaker rose from 4,266 4,- 
320 assemblies. 

Only individual makers record 
declines from the previous week 
were Buick, DeSoto, Dodge and 


well above the 7,470 vehicles turned 
out during the week ended Feb, 
year ago. 

the 9,362 vehicles turned out 
Canada last week, 7,922 were 
cars and 1,440 were trucks, week 
earlier the Canadian makers turned 
out 8,200 cars and 1,421 trucks, 


Studebaker Canada 


Hike Output 50% 


HAMILTON, Ont.—Production 
the Studebaker plant here will 
boosted percent March 15, 
Gordon Grundy, S-P president, 
announced last week. 

Output Studebaker Larks and 


Imperial, and all those were minor| Silver Hawks will increased 


dips. 

Across the border, vehicle output 
declined from 9,621 units week 
earlier estimated 9,362 cars 
and trucks last week, but was still 


from per day, Grundy said, 
with the step production com- 
mencing March Hiring addi- 
tional employes will begin this 
week, Grundy said. 


Ath Quarter Rise Moves 
Profit $634 Million 


(Continued from Page 2) 


tors plants overseas were per- 
cent higher than 1957. Unit sales 
Canadian-source cars and trucks 
were percent over 1957. 

Demand for cars and trucks 
began reflect generally improved 
business conditions during the 
fourth quarter 1958. Sales have 
thus far 1959, Donner and Gor- 
don said. 

“Overall, the outlook for 1959 
encouraging,” they said. “With the 
economy expanding and opportuni- 
ties for business increasing, there 
appears sound basis for 
the belief that the confidence 
businessmen and consumers should 
continue rise. 

“As this occurs, the upward trend 
industrial activity and employ- 
ment should continue, making 1959 
year good business generally 
and improved year for the auto- 
mobile industry.” 

Concerning the small car market, 
Donner and Gordon noted that 
“sales imported cars, which are 
generally smaller than those manu- 
factured the S., continued 
rise during the year and accounted 
for percent the total domestic 
market 1958. General Motors 
participates the small car field 
with cars produced its Vauxhall 
plant England and its Opel plant 
Germany. 

“The corporation has continued 
its studies the small car market 
smaller car this country 


Ex-Dealer Takes 
$2,500 Back Pay 
Chrysler Row 


MILWAUKEE.—Russell Arn- 
dorfer last week accepted $2,500 
back-pay settlement from the 
DeSoto-Plymouth dealership 
once headed here. had sued for 
$4,100. 

Arndorfer also has sued Chrysler 
Corp. connection with 1954 
loan which the dealership obtained 
from the factory. The suit asks 
$67,000 damages and has been 
transferred from county circuit 
court Federal District Court 
request. 


his back-pay suit, Arndorfer 
alleged that Arndorfer, Inc., hired 
him president and general man- 
ager September, 1954, 
monthly salary $850. said 
the back pay was due him when 
Chrysler’s dealer financing division 
took over the dealership and re- 
placed him president. The deal- 
ership went out business 
October, 1957. 


Fraud and deceit are charged 
the Arndorfer suit against Chry- 
sler. The good-faith law was not 
invoked the litigation, having 
been passed 1956. 

pre-trial hearing scheduled 
for March before Federal Judge 
Kenneth Grubb. 

Another dealer-enterprise suit 
against Chrysler pending De- 
troit Federal Court, with George 
Schutz the plaintiff. has 
asked for restitution 200 shares 
stock Schutz Inc. 
(DeSoto-Plymouth), Birmingham, 
Mich, 


the event demand for such auto- 
mobiles develops which gives prom- 
ise being both permanent and 
profitable.” 


Associates Profit Dips 


Million for Year 

SOUTH Associates In- 
vestment Co. announced that earn- 
ings for 1958 were the fourth larg- 
est the company’s history despite 
sizable drop automobile sales 
financing and more difficult collec- 
tions caused the 

Robert Oare, board chairman, 
said Associates’ income totalled 
$18,524,936 1958, compared with 
$20,531,453 last year. 

“The volume finance business 
declined from 1957’s record high 
$1,681,865,716 $1,326,423,095 last 
year,” Oare said. “Retail and whole- 
sale automobile financing accounted 
for the entire decrease. 

“Outstanding receivables $844,- 
121,406 were down from $941,730,897 
last year because the sharp de- 
cline the volume automobile 
retail financing. 

“The slowing down the na- 
tional economy had the effect 
making our collections the out- 
standing receivables more difficult 
and our loss liquidating the ac- 
counts was consequently heavier. 
However, this situation has been 
improving since the middle 1958 
and anticipate much better 
results 1959.” 


Goodyear Sets Record 


Income; Sales Dip 


AKRON. Goodyear Tire 
Rubber Co. had the highest earn- 
ings its history 1958 despite 
percent decline sales, ac- 
cording Thomas, board 
chairman. Both sales and earnings 
showed strong upsurge the 
second half the year. 


Net income for 1958 amounted 
$65,741,382, compared with $64,825,- 
516 for the previous year, said. 

Consolidated net sales for the 
year amounted $1,367,575,535 
compared with $1,421,850,335 for 
1957. was the eighth successive 
year sales volume excess 
billion dollars. 


McCormick 
Leave Board 


CHICAGO. Fowler McCormick, 
former president and chairman 
International Harvester Co., will 
retire company director the 
annual meeting March 18. 


grandson Cyrus Hall 
Cormick, inventor the reaper, 
Fowler McCormick joined 
1925, became president 1941 and 
was elected chairman and chief ex- 
ecutive officer 1946. resigned 
chairman 1951. 


The company said his retirement 
director “in accordance with 
established retirement policies 
the board.” was explained that 
“outside” directors (those who are 
not officers) are compelled 
retire after reaching 70. 
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CLASSIFIED WANT ADS 


Smog Plan Offered 
Calif. AMA 


SACRAMENTO, Repre- 
sentatives the auto industry, 
presentation last week before the 
California Legislature, proposed 
three-point program improve the 
smog condition Los Angeles. 

Paul Ackerman, chairman 
the engineering advi- 
sory committee and leader the 
group making the presentation, 
said that “based five years 
intensive research, the automo- 
tive industry now knows how 
reduce substantially vehicle ex- 
haust gas emissions.” 

Ackerman, Chrysler Corp. engi- 
neering vice-president, added how- 
ever, that there real assur- 
ance that when this accomplished 
will completely cure the Los 
Angeles smog condition. 

The industry had been invited 
the California Legislature and Gov. 
Edmund Brown make re- 
port its research and develop- 
ment connection with Los 


Obituaries 


Marshall Teague, 37, 
Killed Speedway Crash 


DAYTONA BEACH, 
Marshall Teague, 37, the American 
Automobile Assn. national stock car 
champion 1952 and 1954, was 
killed the smashup his spe- 
cially built Sumar Streamliner 
the new Daytona Beach Speedway 
11. 

Born Daytona Beach, Teague 
broke into racing through NASCAR. 
was the Hudson driver when 
that car won stock races 1949, 
1951 and 1952. 


Willis Heard 
SAVANNAH, Ga.—R, Willis Heard, 87, 


president of Franklin Motor Car Co, here 
for a number of years, died recently. 


Bruce Kixmiller 

INDIANAPOLIS. — Bruce C. Kixmiiller, 
70, Bicknell, who operated one of the last 
remaining three-way dealerships of Chry- 
sier Corp. at Bicknell! and Vincennes, 
handiing Dodge, Plymouth and Chrysler, 
died Feb. 11. He entered the auto business 
in 1915 and had been active in the affairs 
of the Automobile Dealers’ Assn, of In- 


diana. 
* 


Benjamin Shore 
SEATTLE.—Benjamin Shore, 57, associ- 
ated for many years with Davies Chevrolet, 
died at his home of a heart attack, He 
was also a partner in a used-car concern. 


Preston Boyd 
ROCK ISLAND, Ill.—Preston A. Boyd, 
consultant to the funeral coach division, 
Superior Coach Corp., Lima, O., died here. 


Sight 
KANSAS CITY.—Jack Sight, one of the 
founders of Sight Brothers Chevrolet Co., 


died Feb. 9. 


Harris Olmstead 
TONKAWA_ Okla.—Harris G. Olmstead, 
43, co-owner of an auto agency here for 
several years, died Feb. 13 of a heart 
attack while visiting friends in Oklahoma 
City. 
* 
George Whitaker 
TYLERTOWN, Miss.—George L. Whit- 
aker, 88, who operated the Chevrolet deal- 
ership here for 25 years, retiring two years 


ago, died Feb. 9. 


Lester Waits 
FLAGSTAFF, Ariz.—Lester L. Waits, 
49, a used-car dealer here. was killed Feb. 
10 in an auto accident. 
* * 


William Powell 


Powell, 63. who operated an automobile 
dealership here, died Feb. 10. 
* * 


Kenneth Hildebrand 
ATLANTA. Ga.—Kenneth E_ Hildebrand, 
53, Chevrolet purchasing agent, died of a 
cerebral hemorrhage Feb. 10 at his home 


here. 
* 


Miles Mank 
PORTLAND, Me.—Miles B. Mank, who 
opened an auto dealership here more than 


45 years ago, died in Miami, where he 
had lived the last five years. Mr. Mank, 
90, had served as vice-president of the 


Maine Automobile Dealers Assn. and was 
a director of the group from 1914 until 
his death. He had been president and 
treasurer of Miles B. Mank Motor Co. and 
was a former chairman and secretary of 
the Maine Racing Commission. 

* * 


Joseph Gauvin 
GREENVILLE, N. H.—Joseph A. 
Gauvin, 56, a Chevrolet dealer here since 
1931, died Feb. 6, His sons, Roland and 
Marcel, were associated with him in the 
dealership. 


Angeles smog and demonstrate 
experimental devices which has 
developed for reduction exhaust 
gas emissions. 

Industry representative Charles 
Chayne, member the engi- 
neering advisory committee, out- 
lined the proposed program. Chayne 
General Motors engineering vice- 
president. 

said the first step should 
establish inspection procedure 
under official jurisdiction that 
all the cars the Los Angeles 
area could inspected regularly 
for their hydrocarbon emission. 


The second step, said, 
should. program have all 
existing vehicles the Los 
Angeles area put into proper 
mechanical condition because 
adequate technical evidence has 
been developed show that such 
procedure can result some 
important reductions the emis- 
sion levels. 

Chayne emphasized that the in- 
spection and maintenance steps 
are not things that can done 
quickly and easily. 

They will involve considerable 
time and cost put into ef- 
fect, said, and they should 
started soon they can ef- 
fective operation the time some 
form exhaust gas control 
practical reality. 

The third step would the 
installation exhaust control de- 
vices. 


Victor Raviolo, Ford Motor 
the third member the 
engineering advisory committee 
address the Legislature, said 
“present indications are that 
exhaust system device alone 
might cost between $100 and 
$200 per installation.” 

explained that the final fig- 
ure will determined such 
factors the percentage ex- 
haust cleanup required en- 
forcement agency and the result- 
ant complexity the piece 
equipment needed the job. 


Fribley Outlines 
Code for Sound 


Dealer Operation 
NEW 


ful franchised automobile dealer 
the one who keeps pace with mod- 
ern management techniques and 
has keen sense public rela- 
tions, Carl Fribley, past presi- 
dent NADA, told the annual 
convention the Louisiana Auto- 
mobile Dealers Assn. 


This type dealer knows his 
cost selling car, his fixed and 
variable expenses, and refuses 
sell his products 
loss, said 
Fribley, Pon- 
tiac Cadillac- 
GMC dealer 
Norwich, 
and NADA 
director. 

thinking 
dealer, Fribley 
said, has seen 
the “wheel-and- 
deal operator, the 
tiser, the gimmick promoter, the 
volume-regardless-of-cost type 
dealer” enter the field and fail 
after several years destructive 
and vicious competition harmful 
the purchasing public. 

Patrick Crowley, director 
the General Motors dealer relations 
section, told the convention that 
the climate for auto dealer profits 
good for those who practice ethi- 
cal, aggressive 

“Maintenance high ethical 
standards the dealer the core 
sound dealer-customer rela- 
tions,” said. 

Crowley said “has gone 
record favor the type ter- 
ritory security which existed the 
posed legislation permit it.” 
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HELP WANTED 


SALES MANAGEMENT 
TRAINEE 


Large national organization with offices 
many mojor cities, needs man 
with sales experience solicit and 
service dealers. Not just 
ordinary sales position, but one with 
account executive type of contacts. Pre- 
fer man presently employed sales 
position where opportunity for ad- 
vancement limited but has 


ability progress. This position leads 
sales management responsibilities. 
initial training period 


mately months would require ex- 
tensive travel. Need man age 30-35, 
mature personality, neat appecrance. 
Submit resume your education and 
experience; give expected and 
telephone number. 


Box 171, c/o Automotive News, 
Detroit 7, Michigan 


FINANCE MEN 


Excellent opportunities expanding, 
state dual operction for sales 
finance personnel. Successful performance 
the level higher es- 

Personal progress will determined 
solely your own ability and initiative. 
Personal interviews orranged our ex- 
pense. Salary open to discussion. Excel- 
lent benefit Reply confidence 
with complete resume and recent photo. 
Write to: 

Bruch, Vice-President 


SUN FINANCE 


Sun Finance Bidg. Cleveland 14, Ohio. 


SALESMEN needed to sell THE CAR, 


BUICK ‘59. Will consider only qualified, | 


experienced men. 
ership, good compensation plan. Live in 
the fabulous ‘‘Valley of the Sun."" Air- 
mail complete background and picture. 
Cc. W. Burns, Metropolitan Buick Com- 
pany, 621 North Seventh Ave., 
Arizona. 


PROFITABLE. SIDE LINE available to 
salesmen now calling on franchised deal- 
ers in small towns. Advise lines now 
carried, area covered. 
2 Depot Plaza, White Plains, New York. 


SERVICE MANAGER for San Francisco 
Bay area Volkswagen dealership. Approx- 
imately 35 years of age. Volkswagen ex- 
perience not necessary but helpful. Must 


Well established deal- | 


Phoenix, | 


Edward Fiske Co., | 


be capable of handling all phases of serv- | 


ice operation. Do not apply unless com- 
pletely qualified, Dealership established 
five years, Modern facilities. Salary open. 
Write Box 224, c/o Automotive News, 
Detroit 7. 


WEST COAST 
SALES MANAGER 


Applications are invited for this senior 
position with imported car 


Excellent opportunity for experienced, 
aggressive person with administrative 


ability. 


Box 232, Automotive News, 
Detroit 


BODY SHOP MANAGER for large Chevro- 
let dealership. Age 30 to 45 years, must 
be experienced in all phases of body shop 
management, capable of handling $12,000 
to $20,000 per month customer labor. 
Character and credit references required. 
Mail complete background and recent 
snapshot: W. E. Black, Oden Chevrolet, 
Inc., 333 San Mateo 8. E., Albuquerque, 
New Mexico. 


NEW CAR SALES MANAGER — Large 
southeastern Buick dealer has opening for 
new car sales manager, Qualified and in- 
terested parties please address replies c/o 
SCADA, Suite 206, 1712 Hampton S&t., 
Columbia, South Carolina. Give complete 
details, persona! history and past expe- 
rience. Replies treated confidentially, Ex- 
cellent opportunity for the right man. 


SALESMEN to sell the book “AUTO 
COSTS’’ which gives factory invoice 
prices of 1959 American and foreign cars 
and trucks. Huge demand, High com- 
missions—No territory restrictions, Auto 
Costs, Box 224, New York 1, N. Y. 


POSITION WANTED 


w 


knows all phases of dealership operation. | 


The man we want must have sufficient 
automobile dealership managerial expe- 
rience to get factory approval and man- 
age dealership on a buy-out basis, Please 
write us, in confidence, fully about your- 
self, stating age, family status, experi- 
ence, references, compensation expected 
and the amount of your own money you 
can invest, if any. Also enclose a recent 
snapshot of yourself. This is a golden 
opportunity for the right man. Box 189, 
c/o Automotive News, Detroit 7. 


YOUNG GENERAL SALES MANAGER 
for northern Ohio Ford dealership selling 
600 new and 850 used. Must be capable 
of hiring, training and supervising our 
expanding sales force. Our January net 
profit was in five figures. Salary and 
bonus on net profits. Can easily make 
$20,000 or more, Write us complete de- 
tails in strict confidence. Enclose recent 
snapshot, Must fill position immediately. 
Box 231, c/o Automotive News, Detroit 7. 


This the End 


now we wont 


We learned ovr lesson, 


only the best and are willing pay 


most. are looking for the executive 
type truck man who can call 
top businessmen and present con- 
vincing story. We'll send him the best 
sales training course the industry, run 
professional from the fac- 
tory; and pay him while he's 


missions volume business. This the 


chance of a lifetime for a mon who de-. 
sires sell and knows the 


CALL JACK HUSTON 
RIXMAN DODGE 
TRUCK CENTER, INC. 


St. Missouri. 


$1,000.00 A MONTH selling automotive 
shelving—parts bin s—counters—gasket 
and tail pipe racks—shop equipment. 
Terrific commissions. Free 32 page cata- 
log——-jobber discounts. BFC Corporation, 
2546 E. Hedley, Philadelphia 37, Penn- 
sylivania. 


CAR DISTRIBUTOR for major imported 
car distributor in southeastern states. 
State previous experience and automotive 
jobs held. Good pay and responsibility for 
right man. Please give references, Reply 
to Box 218, c/o Automotive News, De- 


troit 7. 


BUSINESS MANAGERS and OF FICE 
MANAGERS. Pending expansion plans 
will create several openings for qualified 
personnel with firm that has managed 
many retail auto dealerships and whole- 
sale import car distributorships in various 
States from coast to coast. Top wages, 
bonus plan, company car plan, paid vaca- 
tions, opportunity for promotion to Gen- 
eral Manager with buyout option. Wane 
Management Service, 4266 Atlantic Ave- 
nue, Long Beach 7, California. 


NEEDED—DYNAMIC SALES MANAGER. 
Excellent opportunity for sales manager 
who is a terrific closer. Our salesmen not 
allowed to close deals. Qualifications: 30- 
45 years of age, good personal habits, 
sober. Must be a powerful closer. Our 
firm in business 16 years, very prosper- 
ous, handling Dodge-Plymouth, Renault- 
Peugeot. Starting salary $10,400 plus 
bonus. Write resume of experience to: 
430 Montgomery Street, Savannah, Geor- 
gia. Attention: Melvin Karp. Telephone: 
ADams 6-6121. 


Position Wanted 


this classification for the 
benefit of these seeking employment, 


Position Wanted Ads are accepted at 
half regular retes, namely: lic per 
werd fer each insertion, $1.00 per in- 
sertion for use of « bex number, Cash 
in edvance. (Half-rate dees not apply 
te display eds in this section.) 


HAVE EXPERIENCE — WILL MANAGE. 
Either general or sales. Young, married, 
aggressive. Experienced in all phases of 
dealership. Past experience includes ex- 
GM dealer, general manager, sales man- 
ager and finance company, Top public 
relations man. Prefer to relocate in 
western or southwestern sta-tes, but 
would accept right offer elsewhere, Box 
233, c/o Automotive News, Detroit 7. 


EX-DEALER AND MANAGER desirous of 
position outside U. 8., preferably Span- 
ish speaking country, Can manage per- 
sonnel and specialize in public relations 
field. Young, married with family, and 
looking for a real future. Box 234, c/o 
Automotive News, Detroit 7. 


going. | 
We'll pay good and extra 


PH: 


ANTED: GENERAL MANAGER ACCOUNTANT 


AGER—30 years’ experience in Chevrole 
and General Motors accounting; expert j 
typist and stenographer; experienced ip § 
all phases of tax work. Address Box 229 
c/o Automotive News, Detroit 7. 


AMBITIOUS RETIRED DEALER—Service 9 
manager—new car manager, 35 years’ in 
the business, wants to hook up with 
honest deal. Best of bank or personal 
references, Successful operator, Sick of 
sitting. Any of ‘‘Big 3’’, can handle 
phases — prefer Chrysler products, but 
makes no difference. Box 209, c/o Auto- 
motive News, Detroit 7. 


MR. DEALER. Are you interested in ob- 
taining the assistance of an experienced 
former successful Ford dealer? If you 
need a good man for your organization, 
answer this ad. I am forty, married, and 
eager to work. The size of your operation J 
or town will not matter if you like me 
and I like you. Interested in the south- 
west or southeast only. Will come for 4 
personal interview if your setup sounds 
interesting. Let's talk! Box 214, c/o 
Automotive News, Detroit 7. 


FINANCE MAN—F ive years’ experience 
retail collections, discounting and whole- 
sale. Now employed national company, 
desires to relocate in southeastern coastal 
states. Box 219, c/o Automotive News, 


Detroit 7. 


GENERAL MANAGER or BUY-OUT PART- 
NER. Present General Motors dealer, 3 FF 
years old, married, family, wants a 500 fi 
and up new unit deal, If you would like te 
relax, I will take over and make us both 
good money. Can point to past honors as 
top zone salesman and top regional! sales 
manager. Present operation is selling al- 
most double national price class while 
maintaining over 90% coverage. Have 
attended General Motors Institute and 
Chevrolet Post-Graduate school, Complete 
resume and picture sent on request. Will j 
consider any area. Box 220, c/o Automo- 
tive News, Detroit 7. 


DEALERSHIPS AVAILABLE 
DEALERSHIP FOR SALE handling Stude- 

baker eighteen years, near a city of over 
one hundred thousand population in Vir- 
ginia. Will sell for inventory—no used 
cars—will lease or sell nice building of 
six thousand square feet floor space. 
Plenty parking space. Reason for selling. 
bad health, Box 211, ¢/o Automotive 
News, Detroit 7. 


tential dealership handling Ford for sale. 
Parts and equipment at very reasonable 
price. Will sell or lease building. No blue 
sky. Very good reason for selling. Box 
194, c/o Automotive News, Detroit 7. 
DEALERSHIP AVAILABLE handling Mer- 
cury-Edsel-Lincoin in southwest Arizona. 
Sell parts. inventory and equipment ap- 
Praised value. approximately $30,000.00 
will handle, long lease to building, town . 
of 10,000, trade area 35,000. I just want 
to retire, Must have factory approval. 
Box 221, c/o Automotive News, Detroit 7. 


DEALERSHIP HANDLING RAMBLER. 
Good location in large population area in 
New York state. Sold 400 new and used : 
cars last year, at present rate should sell @ 
500 to 600 this year. Will sell real estate, 
Parts and equipment. Must have factory 
approval. Owner must sell because of ill 9 
health. Write inquiries to Box 225, c/o : 
Automotive News, Detroit 7. ; 


OUTSTANDING CHRYSLER 
TION dealership opportunity 
ern Louisiana. 


CORPORA- 
southwest- 
Operator and other per- 
sonnel available, but need $70,000 to 
handle. Operator desires profit sharing 
set up with opportunity to buy in out 
of profits. Richest trading area in south, 
approximately 140,000 people. Rapid 
growth and future extremely bright. Box 
230, Automotive News, Detroit 


FLORIDA DEALERS! 


Limited Number Franchises Available for 


LLOYD 


Germany's leading light car since 1906. 
Write or call Foreign Cars Corporation of 
Florida, 1812 South Andrews Ave., Ft. 
Levderdale, Florida. JAckson 2-9942. 


FOR SALE: A successful 32 year old deal- 
ership handling Chevrolet—the only one 
in Lewis County, This includes parts, 
tools, equipment and building, No out- 
standing accounts or used cars. Parking 
space for 50 cars, Reason for selling, 
owner wishes to retire. Duflo Chevrolet, 
Inc., Croghan, New York, 


EXCEPTIONAL OPPORTUNITY — Alma 
mobile homes meet the growing need for 
quality low-cost housing. Priced to sell 
in volume. Designed with outstanding 
features, instant appeal, Established car | 
dealers can add the profitable Alma 
Franchise with a minimum investment. 
Immediate delivery, Phone Ken Mitchell, 
920-Alma, Michigan, Alma Trailer Co. 


FOR SALE—AGENCY HANDLING FORD | 
in the heart of the pine belt of South | 
Mississippi. 100 units, sales over $400,- 
000.00 in 1958. Can amortize asking 
Price in about five years. Factory ap- 
proval necessary. Write Box 198, c/o 
Automotive News, Detroit 7, 


hous 
toile 
One 
luxu 
—les 
You: 
who 
Pier 
tial 
} 500. 
sm: 
prov 
1 buy 
| 
Goa: 
M. 
DEAL 
Fac 
4 fe 
| AuTC 
Box 


AVAILABLE 

DEALERSHIPS AVAILABLE with a non- 
TERRA MARINA mobile 


house!)oat—combination boat cruiser, 
house trailer—steel hull, aluminum cabin, 


toilet, kitchen, three open sun decks. 
One person operation. Sleeps four in 
juxury. Only $2,495 retail F.O.B, Texas 


Jess liberal dealer discount, Enjoy the 
additional profits that are in boat sales, 
Your regular finance company will give 
qwhoiesale-retail financing as in cars, Don 
Pierson Distributors, Eastland, Texas. 


FOR SALE: Major auto dealership in 
Shreveport, Louisiana, New car poten- 
tial 564 units annually, gross sales $1,- 

handle. 


500.000 annually, $75,000 will 

Gmai! balance in long term notes. Reply 
‘Box 228, c/o Automotive News, De- 


DEALERSHIP WANTED 


RSHIP WANTED—‘BIG THREE’ 
*in southeastern Florida, Will pay cash 
and lease or buy facilities, Factory ap- 
grovel assured. Strictly confidential, Will 
buy attractive deal immediately, Box 
7, «/o Automotive News, Detroit 7. 


@east area. Ready to buy now. Factory 
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CARS WANTED 


WANTED: Seven passenger Cadillac limou- 


sines, 1954 models or up. Must be clean. 
Box 207, c/o Automotive News, Detroit 7. 


WANTED—7-PASSENGER 
LIMOUSINES 


DeSoto 
Cadillac 


Top Prices Paid 
Call Wire 


SID LAVENE 


Henry Hudson 353 57th St., 
New York City. 


Phone: COlumbus 5-6100, Ext. 2135 or 
New York City, Tivoli 2-9759 


CARS FOR SALE 


CARS FOR SALE 


VOLKSWAGENS 


Fully Americanized, with double bumpers, 
leatherette, directional signals, AS | glass. Im- 
mediately available New York new 1959's and 
clean 1958's. Lowest prices. 


Save Money Volkswagen Imports 


Order for delivery within two to three weeks 
new 1959 Volkswagens, your choice of colors, 
into the ports of New York, Jacksonville, 
Houston Los Angeles, and save about $75 
per automobile. 


ALKEL CORPORATION 
Franklin St.—4th Floor 
New York, New York 
BEekman 3-6510 


MERCEDES-BENZ 
IMPORTS 
1956 180 Gray, Sunroof, Radio 


TRUCKS FOR SALE MISCELLANEOUS 


USED 
GMC TRACTORS 


1955-1956 Model 632 
Equipped with: GMC 503 


Gas Engines, Fuller Roadranger Transmissions, 
Timken R-140 Single Reduction Axles, 10.00 
Ply Tires and many, many extra features. 
Much better than average condition. units 
available, Locations—various from Chicago to 
Houston and points east, Direct all inquires 
to: 


BLUE CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


BRAKE CABLE 
DEALERS' SPECIAL Factory Net) 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel 
Action 


GMC TRUCK 
COACH DIVISION 


603 West 23rd Street 
New York 11, New York 


Four Hook-Up 


Box 215, Auto- 
rsonal chase real estate. Factory approval guar- Sedans e Convertibles 1954 300b Black, Sunroof, Radio Watch this columm. You may a Ne Eee 
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SERVICE TRUST SAVINGS Buy From The Largest Imported Sports Cars 


2625 Broadway 


San Antonio, Texas 


Williams, Manager 
HOME DETECTIVE CO., INC. 
Years operating complete 


LOCATOR AND 
REPOSSESSION SERVICE 


and America's Premier Skip Bulletins to 


dealers, banks, finance firms, law enforce- 
ment sources. Write for loss forms and 
financed, leased, rented autos, 
mobile homes, tractors, Fast, daily 


service Cherry Point, Fort Bragg, Camp 
Lejeune, N. C., Wilmington and all of 
Carolinas. Write P. O. Box 862 or phone 


CARS WANTED 


BUY 

FOREIGN CARS 
NEW USED. ALL MAKES, ALL MODELS, 
INCLUDING DISTRESSED MERCHANDISE. 
Box 227, c/o Automotive News, Detroit 


And Most Experienced 
Supplier 


sell only the best 
through '59s All models 
available—No red tape—No 
waiting. Shipments South 
and West Coast ports. Orders 
for 100. 


Complete American models. 
State inspection guaranteed. 


VALENTINO 
MOTORS, INC. 


4709 Bel Air Road 
Baltimore Md. 
6-4700, Mr. Grillo 


Wholesale 


Always large selection 
stock! 


Accept Orders 


For 100 Cars! 


Sam Kampel—Wholesale Division 


Val Auto Imports, Inc. 
1025 Northern Bivd. 


ANTIQUE CARS FOR SALE 


FOR SALE: 1915 DODGE TOURING CAR, 
well preserved, in running condition, M. 
Rene Sparks, 2600 F, Street, Vancouver, 
Washington. 


1928 FORD FIRE TRUCK, 1,800 original 
miles. Picture on request, $750. Eric 
Swanson, 1712 Central, Fort Dodge, Iowa. 


FOR SALE: 1922 CHEVROLET —runs 
good—looks good. New tires. To be sold 
to highest bid received on or before 
March 16, 1959 at 12:00 noon at Go-More 
Chevrolet Co., Washington, North Caro- 
lina. Telephone: 6-5171. Make 
an offer. 


New Subscription Order 


Send Automotive News Address Below 
S., Canada and Possessions 
One Year Two Years $16 


All Other Countries One Year $13 Two Years $22 


AUTOMOTIVE NEWS, 965 JEFFERSON, DETROIT MICH. 


TRADE CONNECTION: 


Jobber Insurance Financial Supplier 

2-23-59 


Sealed Power 


STAINLESS STEEL 
OIL RINGS 


assures oil control longevity 
high compression 
engines 


OTHER KEY FEATURES: 


Stops oil consumption 


Sealed Power 3-piece stainless steel oil rings main- 
tain desired oil control longer for two reasons: new 
abutment design (see enlargement) and new material 
(stainless steel). 


Stops smoking even under 
high vacuum operation 


Above cut-away view the stainless steel oil Side-sealing 


ring piston groove. The new circumferential 
end abutment design assures perfect tension and Chrome-plated for long life 
better oil control. The ring does not depend the Easy install 

bottom the groove for pressure ...is not affected 
variations piston groove depth. 


Quick seating 


Because stainless steel maintains original, built-in 
tension and because the flexibility and independ- 
ent action the end abutment design, takes and 
retains cylinder shape. 


SEALED POWER CORPORATION, MUSKEGON, MICHIGAN ST. JOHNS, MICHIGAN ROCHESTER, INDIANA STRATFORD, ONTARIO 
DETROIT OFFICE 7-236 GENERAL MOTORS BUILDING PHONE TRINITY 1-3440 


pwer Piston Rings 


Leading Manufacturer Automotive and Industrial Piston Since 1911 
Producers for Automatic Transmissions Power Steering Units 
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